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Mr. Evan Johnson, June 14, 1917. 


Editor, Office Appliances, 
Chicago, Illinois. 
Dear Mr. Johnson; 

You ask me what I think is the 
business man's duty to his country at this hour. 
In my opinion, his duty can be summed up in two 
words: "Go Ahead". 

This nation has assumed an obliga- 
tion which practically amounts to this: We have 
agreed to save Democracy from Despotism, no matter 
what the cost may be. The nation is not a third 
person - the nation is ourselves. The nation's 
obligation is our obligation, and each of us should 
work a little harder than he has ever worked before 
and produce a little more than he has ever produced 
before in order that he may be the better able to 


discharge his snare of the obligation which the 


nation has assumec. ee: 


1a Vv truly 
nea Ehsan — 


JULY I917 
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This list, it will be observed, includes nearly all of the principal producers 


in each division of the industry. Their products and their service are 


the standards in the domestic market. Many of them are the standards in the markets of the world. OFFICE APPLIANCES obviously cannot under- 


take to guarantee each individual transaction between its advertisers and their 
concerning which there is frequently ground for honest differences of opinion. 


conduct their business upon honor shal] appear as advertisers in this magazine, 


customers, because of the many factors which enter into business relations 
But it is the intention of the publishers that only those concerns that 
and this standard will be maintained as far as it is possible to do so. 


It does, however, offer its services in resolving any disagreements between its advertisers and their customers which result from relations established 


through the publication. 
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FOR CONVENIENCE THE LINES ARE HERE CLASSIFIED: 


Here is classified a variety of product which covers every practical requirement for the equipment of the modern business office. The list includes 


the older, standard machines, devices, furniture, supplies and stationery articles. 


It also includes some new articles which contribute convenience and 


economy in the conduct of the office. Dealers will find here represented many articles which they can feature to their advantage. Users will find many 
things which will facilitate the day’s work. Some of the manufacturers listed in the alphabetical index produce articles which are not represented in 
the classified. Should subscribers be interested in any article of office equipment which does not appear in the classified list, they are cordially 
invited to communicate with the Service Bureau, through which information will be cheerfully furnished. The full scope of the work of the Informs 


tion Eureau is described on the next page 
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The Service Bureau of Office Appliances is for 
the Exclusive Use of Subscribers and 
Advertisers 


In the execution of its various commissions this bureau calls upon practically every member of the staff. 
It answers by personal letters all inquiries upon matters germane to the field, it furnishes special 
reports upon articles of office equipment, supplies names of manufacturers of any article 
wanted, puts man and job together, prepares advertising copy, furnishes lists of 
desirable agents and dealers in nearly every country, aids foreign dealers 
in securing U. S. A. lines and in many other ways performs useful 
service, all without charge. Subscribers in every land 
have made, and are making, good use of this 
bureau; manufacturers in every section of the 
field have had evidence of the service. 
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LEST WE FORGET 





E have no right to let even a midsummer 

month go by without mentioning it. It is 
deeper in our hearts and consciousness than shrap- 
nel and Krupps on the one hand, or dividends and 
wages on the other. It goes where the former 
have done their work, and it helps them make the 
world safe for the latter. Its slogan is not Death, 
but Life. It is the sunlight in the trenches—the 


cup of cold water in the name of an international 


fering men. It demands your practical sympathy. 
Itasks your support. As Pershing’s troops move 
one month nearer the blazing August hub of hell 


on earth, remember—The Red Cross. 
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ANDREW GEYER 
Dean of Publishers in This Field 
Publisher 
“Geyer’s Stationer” and “The Gift and Art Shop” 
Soon to celebrate the Seventy-fifth Anniversary of 
his Birth and the Fortieth Anniversary of the 
Founding of “Geyer’s Stationer.” 
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OFFICE APPLIANCES IS PUBLISHED MONTHLY FOR 
THE ADVANCEMENT OF THE INDUSTRY OF MOD- 


ERN OFFICE EQUIPMENT IN WHICH ARE EM- 
BRACED THE MANUFACTURE AND DISTRIBUTION 
OF OFFICE MACHINERY, OFFICE DEVICES, OFFICE 
FURNITURE, OFFICE SPECIALTIES AND THE EN- 
TIRE RANGE OF COMMERCIAL STATIONERY. IN 
SO FAR AS MAY BE POSSIBLE OFFICE APPLIANCES 
ENDEAVORS TO ADVANCE ECONOMY AND EFFI- 


CIENCY IN OFFICE PRACTICE THROUGH PUB- 
LICITY GIVEN THE DEVELOPMENT OF THESE 
LABOR SAVING FACTORS. 

VOLUME XXV NUMBER 7 


One Country—One Flag—One Will—One 
Party—The Party of the United States 


of America. 


EDITORIAL 


Mr. Edison's Message 


HE splendid message of Thomas A. Edison on 

the front cover of this number of Office Appli 
ances came in reply to a request for a special message 
from the inventor to the business men of this 
held. 


The high position which 


great 
\MIr. Edison has obtained 
by reason of his character and his genius, not only in 
the United States but throughout the world, makes his 
message to office appliances men all the more import 
ant. The message is to the point. It is highly import 
ant that we get hard and fast hold of the fact that “the 
With a thorough understanding of 
fall short of 


nation is ourself.” 
that in 
what his country has the right to expect of him. 


1 and honored in their 


every man’s mind, no man will 


Few men have been sO l ve 


lifetime as Thomas A. Edison and none have more 


richly merited the veneration and respect of their fel 


lows. 
<-> 
President Wilson Says Go Ahead with 
Conventions 


ie a recent communication to the President of the 
United States, William Fellowes Morgan, presi 


dent of the Merchants’ Association of New 


stated to President Wilson the facts with regard to 
a tenden to forego holding onventions general 
commercial meetings on account of the war. In his 
letter Mr. Morgan stated the belief that this is a false 
idea of ynomy and that such gatherings should be 
1couraged rather than discouraged, because fall 
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to hold such meetings might create a false impression, 
stimulate a lack of business confidence, and discourage 
mutual co-operation, which is so necessary under ex- 
circumstances. President Wilson, through his 


sting 


secretary, J. P. Tumulty, replied to Mr. Morgan as 
follows 
“The White House, 
Washington, June 8, 1917. 
\ily Dear Mr. Morgan: 


asks me to acknowledge the receipt 
f June 6th, and to say that he agrees 
here is no sufficient reason for forego- 
of conventions and general commercial 


Che President 
letter 


that 


ot your 
with you 
holding 


business interests, so far as he can see. 


ing the 
meetings by 
Sincerely yours, 

J. P. TuMutty, 


Secretary to the President.” 


<--> 


Samson's Riddle Up-to-the-Moment 

\CK in your boyhood you heard it, droned from 
B the pulpit on a hot June forenoon: “Out of the 
strong came forth sweetness.” You liked that fellow 
and you remembered his riddle, furtively 
Look around 
you today. TI Out of the 
»f sabers and the shriek of shrapnel is being 
among us The tide of 
more than Belgian history is turning, as ideas sup- 
the conquest of destiny. The finer 
the things worth while. You can see 
rt galleries, but equally in the practical 
furniture and home decoration. The 
ga We face the East, 
ind the heaps of slain do not prevent the sun from 
s happened in Europe. It is happen- 
rom the death grapple of the strong come 
iement and delicacy of civilized living. 


Samson, 
wishing you had some of the honey. 

ie words are coming true. 
clash 


born a new sense of values. 


plant force in 
things emerge 
it not only in a 
business of office 
rish goes: the beautiful returns. 
shining. It ha 
ing here 
anew the refi 
\\ il] the 


dicted 


next war be commercial, as Tolstoy pre- 
Then at least it will be fought with finer and 
more efficient weapons than poison gas and hymns of 


hate B 
<--> 


The War and the Business Man 


[ is time to retire that phrase about “The Tired 
I l}usiness Man" to the limbo of hobbled slang. For 
Man today is as keen and fresh as the 
st recruit. Uncle Sam asked him for a few dol- 
lars and he gave a billion more than was required. 
[he Red Cross appealed for a maintenance, and it will 


the Business 


enter Franc triumph of heroic mercy. He is 

g g ambulances—he is giving money—he is giving 
self 

he atmosphere of the office today radiates a deeper 

ty than the forum or the lecture platform. His 

tism is tonic; it infuses a more virile discipline 

the house even as his employes leave it to don 
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khaki. <A draft-act strictly enforced three months 
after declaration of war is good business. So is the 
Liberty Loan. Is the American business man tired? 
Ask the Kaiser.—B. 

<--> 


No Need for Alarm in Business 


A SPECIAL committee of the Merchants’ Associa 
tion of New York was recently appointed to in 
vestigate the subject and advise the association as to 
whether or not any steps should be taken to keep busi 
ness going. The committee reported that there is no 
need for such action. The report to the board of 
directors is as follows: 

“To this committee was delegated the formulation 
of a general scheme or plan for propaganda by The 
Merchants’ Association, to overcome the interference 
with normal business arising from a hysterical public 
demand for unnecessary and unwise economy. 

“If such hysterical condition were general and con- 
tinued, it would undoubtedly be desirable to take active 
measures to counteract it, by exposing the fallacies 
from which it proceeds, and by showing the harm 
which would befall the public as a whole, as a result 
of abnormal curtailment of consumption and the con 
sequent unprosperity of all forms of business. 

“But we do not believe that there is any present 
occasion for such active measures, inasmuch as there 
is no substantial evidence that the public is not making 
and will not continue to ‘make its accustomed pur- 
chases in proportion to its normal needs. It is true 
that some readjustments in the usual currents of trade 
have been made necessary by war conditions, and some 
timidity has naturally resulted in some lines; but there 
has been no widespread interference with the people's 
means of subsistence, from whence alone can proceed 
any substantial and continued obstruction of the nor 
mal activities of trade. 

‘“It is our observation that such timidity as has 
existed is passing ; and that the disposition of the peo- 
ple is to continue their normal outlays, except in the 
matter of food consumption, in which field wise 
economy is prevalent. 

“Under these circumstances, we think it would be 
a mistake to undertake a crusade to ‘keep business 
going. There is no apparent need for such a crusade, 
and if entered upon it would probably tend to disquiet 
rather than compose the public mind, which is not now 
really disquieted and therefore needs no composing. 

“We therefore recommend that no further action 
be taken in the matter.” 

The report was unanimously adopted by the board 
of directors. 

<---> 


Spring Enthusiasm and Summer Efficiency 


ob wcitee energizes. Summer relaxes. The weeks of 
transition from solstice to solstice are arduous for 


the business man to whom order is efficiency’s first 


law. This year those weeks are prolonged into months 
The problem of adjustment to the seasons is the one 
perennial problem in office psychology. It is the es 
sence of individual efficiency to adapt yourself end 
lessly while conserving energy. The trouble with sum 
mer, from the business viewpoint, is that the natural 
thing is to do nothing but conserve. That is a polite 
explanation for the fact that tropical temperatures 
make lazy workers. 

But there are ways of meeting the problem. [ar! 
vacations, bringing back the workers refreshed for 
the remainder of the summer, is one. Variety in work 
is another. Summer is a natural time to experiment 
with the unused abilities of your staff—a time for the 
development of the by-products of usefulness other 
wise unobserved. <A time to economize even the squeal 
of the pig. <A time to level conventional and unintel 
ligent ruts. 

There are salesmen who need a vacation on the 
Two weeks in the factory will better equip some men 


to qualify for the 1oo-point battalion than even six 


, 


months in the army. And we mean that as a compli 
ment to both training camps. The main trouble with 


mm) 


the average vacation is that the spring released f1 
industrial pressure still throbs, subconsciously, the 
automatic rhythm of the daily task left behind. Give 
a man a change of work first, and then give 
chance to play. He will come back to the old job th 
stronger for both diversions. 

Summer outings have an efficiency-value. It 
that anybody should doubt it, even in war time. Sol 
diers have their sports though clad in khaki. Is 
loyal civilian to be less human? Group meetings 
the same merchandising field serve a similar purpos« 
“Social service” isn't necessarily charity. It may b 
co operation toward the end of closer fellowshy 
hence greater effectiveness 

The energies of spring are dynamic. But a dynamo 
may work even at a lower temperature. Summer low 
ers the temperature of activity, a fact which ought t 
help us keep cool, but it may intensify the qualit ; 
that activity. The world is at war. So are the el 
ments, at the two most intense periods of the years 
revolution. The answer in both cases is retrenchment, 
not idleness. You may be moving most rapidly, si 


lently and surely even while you seem to you n 


ambitious spirit to be standing still.—PB 


<--0-> 


Value of Typewriter Contests 


YPEWRITER contests are for the purpose of 

developing speed and accuracy. Much of the 
great advance which has been noted in the output of 
operators and in the accuracy with which the work is 
done, has been inspired by the various typewriter con 
tests which have been held for the past ten years. Thi 
value of these contests is more and more appreciate 
and they are becoming a larger factor in the 


writer field than ever. For some time business schools 





uly, 191; OFFICE 


have been keenly interested and now the movement 


is going a step further. At the state fair at Spring 
field, Ill., contests were held with representatives from 
every school in the state. Indiana recently held a 


‘ontest at which sixty-five schools were represented 
with over eight hundred operators competing. 


¢- > 


Golf Players Should Give Notice of Intention 
to Play 


HOSE members of the trade who are golfers and 
si who expect to attend the thirteenth annual con- 
vention of the National Association of Stationers and 
\lanufacturers at Chicago, beginning Monday, Octo 
ber 15, should notify Fred H. Butenschoen, chairman 
of the golf committee, 312 West Madison street, Chi 
they intend to enter the golf tournament 
The 


information given should include sufficient data to 


cago, if 
scheduled to be played during convention week. 
enable the committee to give each player the proper 
handicap or rating, so that the net final results shall 
be fair to all concerned. Golfers who have played in 
tournaments will understand what information to give, 
ind those who have not can obtain the necessary in 
Mr. This 


should be done as early as possible. 


formation by writing to Butenschoen. 


<-> 


A War-Time Department 
O N another page will be found a department unde 


the head, “For Our Country.” In this depart 
ment we shall mention those men who have joined the 
olors, either in the navy or in the hospital 
service. We shall make mention of 


made special provision for the enlistment of their em 


army, 
firms who have 


plovés, and those firms and individuals whose service 
in other ways conspicuously advances the welfare of 
the country at war. 

Our object in starting this new department is to 
resent to our readers throughout the country as much 


information as mav be obtained of what their fellow 
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workers in the field are doing to help in the great 
test with which the country is now confronted. The 
evidence already in shows beyond peradventure that 
the office appliances industry is doing ifs part to make 
the world safe for democracy. 

Office Appliances urges all its readers who know of 
other enlistments in this field to send us the names of 
those enlisting, with other necessary particulars, in 
order that mention may be made of them in this de- 
partment. 

We trust and believe that the publication of this 
department will result in greater and still greater en- 
thusiasm for th common cause of “our country, one 


and indivisible, now and forever.” 
<-> 


Hurry Up! 

\ another column will be found the report of con- 
| tributions made to the stationers’ ambulance fund, 
Robert D. Patterson of St. Louis is treas- 
This fund, at the time these lines are being 
written, amounts to $502.00. The amount required 
to equip the ambulance and to prepare it for service 
in France, with supplies, ete., sufficient for a consid- 
erable period is $1,600. American regular soldiers 
are now behind the firing lines and almost any day 
they may be called into the trenches. They will bear 
no charm to keep the bullets and the shell fragments 
Many of back from the 
trenches torn, bleeding, suffering—in need of the best 
that medical and surgical skill can give them. . And 
their need will brook no delay. Every ambulance 
which can be put at the disposal of our forces in 


of which 


urer, 


awa\ them will come 


‘rance now means lives saved—the lives of American, 
l'rench and English boys who have gone out into the 
fields of Satan takes lessons in 
frightfulness, for the sake of their country and ours. 

in the name of humanity, gentlemen, for the sake 
own young men and for the sake of those who 
are to follow them, come forward now with your 
\lake the one ambulance certain, any- 
many more as you can give. 


desolation. where 


oft our 


contributions. 


how and as 





IT SEEMS HARDER FOR A MAN GROWING 
RICH TO KEEP TO SIMPLE LIVING THAN FOR 
A CAMEL TO ENTER THE EYE OF A NEEDLE 


Ike Millikan says If the war gives us a better 
appreciation of relative values, at least one good 


—A. Hoosier 


thing will have come from it 




















That Mason Jar. 


It is just a common mason Jar; 
one of the kind your mother used 
to work so hard to fill with jam, 
or preserves, or fruit in other 
forms which you liked so well. Of 
course, making preserves didn't 
seem to be much of a job. You 
knew the stove was hot and the 
kitchen was hot and the day was 
warm, but you didn't stay in the 
kitchen long at a time You saw 
the contents of the kettle simmer- 
ing on the fire and watched your 
mother as she carefully stirred it. 
When she asked you to fill the 
woodbox; you brought in a 
meager arm-load; you intended to 
bring in another when it would be 
required. You were interested in 
the jars which were set in rows 
on the kitchen table as fast as 
they were filled. You liked to 
hold them up to the light and see 
the beautiful color. 

You started toward the wood- 
house; passing the pump you gave 
the old handle two or three jerks 


and watched the water gush from 


the well-worn spout \ languid 
feeling in your young body dissi- 
pated your energies. You saun- 
tered across the grass~ and 


dropped down on the warm earth, 
arms outstretched, your knees up 
and your feet resting on _ their 
soles. High up under the blue 
sky, little clouds floating in leis- 
urely procession assumed fantas- 
tic, ever-changing forms, which 
disappeared in the distance or 
broke into lacy fragments and 
dissolved from view in the azure. 
Your attention was arrested by 
the upward flight of a turkey buz- 
zard aot far away. As you watched 
the gentle, rhythmic stroke of his 
wings, you elevated your extend- 
ed arms, opened your palms and 
made a motion like the bird, wish- 
ing you could fly. Presently the 
ascent was completed and you saw 
the bird hang for a moment high 
in the blue, then, with wings out- 
stretched, float in graceful descent 
in ever-widening spiral and fade 
from the scene in a sheltering tree. 

There was a stillness about in 
which yéu heard the buzz of the 
bees and the low sound of the 
insects in the grass, close to your 
ear. A faint scent of flowers and 
foliage permeated the air. <A 


drowsiness stole over you, as your 





In Which Are Expressed 
Some Vagrant Thoughts 
on all Sorts of Subjects. 


muscles more and more relaxed. 
You heard the sound of a car- 
penter’s hammer and its echo upon 
which you speculated dreamily. 
You heard vaguely the crunching 
of wheels on the gravel road and 
far away the barking of a dog. 
You were in the thrall of that 
borderland between waking and 
sleeping dreams, about to spill the 
contents of your day mind into 
the unfathomed deeps of sleep, 
when you heard a voice that first 
sounded far away, then nearer, 
and nearer: “Willie! Willie! How 
many times do I have to call you? 
You must get me some more 
wood.” You turned with a start 
and—— 

But, as I was saying, it is just 
an old-fashioned mason jar, divert- 
ed from the high purpose for 
which it was intended, to the 
baser use of container of tobacco, 
a substitute for humidor and an 
ever-present reminder of the little 
verse you spoke so bravely in the 
early days: 

‘I would not use tobacco, 

‘Tis a dirty, filthy weed; 

I would not put it in my 
mouth,’ 

Said little Robert Reed.” 

But if you happen not to be a 
disciple of little Robert's and just 
will smoke, w’y, the mason jar 
has the  high-falutin) humidor 
backed off the boards for keeping 
cigars at the temper in_ which 
they were put in. To be sure, it 
has no provision for supplying 
moisture, but a little piece of or 
ange peel answers for that 

The mason jar centers the flat 
top, provided as a resting place 
for the brogans of the group that 
gather around it. Incidentally, the 
flat top affords a pretense of work. 
There is plenty of room to sup- 
port the brogans, but once in a 
while a pair does not go up. In 
some correspondence with a busi- 
ness firm a short time ago we sug- 
gested that the matter be dis- 
cussed in person and invited our 
correspondent to pull the latch- 
string, put his number sevens on 
the flat top and we would talk it 
over around the mason jar 

“T'll pull your latchstring and 
we'll talk it over,” answered my 
correspondent, adding, “I appreci- 
ate the spirit of the invitation but 
I'll have to pass the mason jar 


Odds and Ends 


and the elevation of my number 
sevens. I'm handicapped in that 
respect because, you see, I’m a 
woman.” Of course, that’s differ 
ent 

Discussion around the mason 
jar varies with the groups Che 
activities of the industry the 


problems of the trade, efficiency, 
salesmanship, and every other an- 
gle of business comes up for con 
sideration. There is no limit on 
the range of topic, however, and 
no subject seems left untouched, 
from the raids of Tiglath-Pileser, 


the Assyrian, to the mysteries of 


the golf scores made in the trade 
tournaments. 
Contributions. 

\ few days ago a member of the 
group about the mason jar re- 
marked that appeals for contribu- 
tions are coming thick and fast 
these days. 

Chey are. 

But not nearly so thick and fast 
as they will come later o1 Che 


appeal for funds is just beginning. 
The liberal contributions to the 
Red Cross, Army Y. M. ( A., etc., 
will soon be spent. Spent glorious- 
ly, too. Even larger amounts must 
be supplied, not only for 


organizations but for other organ- 


izations as well. All who can af 
ford to do so must give Chose 
who can afford much must give 
much 

No man should salve his con 
science with the payment the 
special war taxes and the purchase 
of Liberty Bonds. That money is 
for other purposes. War taxes 


should be paid willingly and with 
a sense of gratification in being 


able to pay them. 


Liberty Bonds are not contribu 
tions, nor are they taxes. They are 
capital securities at a good rate of 


interest, which rate is very certain 
to be increased when the next issue 
is made. And the next issue must 
be taken and taken as rapidly as 
the first. 


* * * 


[The man who will not take his 
fair share of the Liberty Bonds yet 
to come is an undesirable citizen. 


If all followed his exan our 


country would no longer endure. 

The Liberty 3onds are a timely 
reminder of our obligation to our 
country. 


So little has been asked f the 
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individual in the uninterrupted thought that the checking up of a seemed to be a greater apprecia- 
progress of half a century that bill for dinner branded him as a tion of architecture and landscape 
there has been a diminishing sense cheapskate. The new conditions gardening. One of my pleasures is 
of personal obligation to the gov- may bring about a more careful to walk about the streets of the 
ernment, which protects the prop- checking up of bills for purchases village where I live, to see the at- 
erty of its citizens and provides at table tractive houses and lawns, to see 
the conditions and institutions un- But back to the portions Ad the shrubbery in bloom in the 
der which success is achieved vancing prices of foods staples spring or in its riot of color in 
The war has livened apprecia have, of course, had a correspond- autumn. The owners share with 
tion of the fact that “the country ing effect upon hotel menus, but tn me the charm of their places. 
is us,”” as Mr. Edison puts it in his most cases the portions remain the [ have no more wish to pos- 
splendid letter reproduced on the same sess them, however, than a 
front cover \lso the war has Why should hotels insist upon a wish to possess the Art Institute. 
livened appreciation of the fact portion of bacon and eggs, or Some of these owners used to live 
that in his country’s need, the bread, or any other food, large in a small house like mine and I 
money a man may make is not all than the buyer will consum« have observed the increase of their 
his “to have and to hold, until Why not divide the portions and responsibility in the demands of 
death do us part.” save the waste? the larger establishment. | 
‘ibu s are also ; ig rve bread set h r 
| Contributions are also an obliga Observe the bread rved, tl Increased possessions EAN /Ay— 
tion, They are not taxes, nor ts portion of the Vienna loaf sliced creased responsibility. Neverthe- 
i r ‘ol - ce su F r ) } or two yieces ~— 
interest collectable a ents them. But half way down. Ong two piece less, the man who can afford the 
re fa ) ‘ > spiri -o « n off ‘ in h 1 . . 
they art ir better tor the pirit are broken ff, leaving the re larger house should have it. It is 
than taxes or bonds. They pro nainder a ragged lump wast all a part of the scheme of things. 
mote the growth of the soul. They must. with the remainder of the os kak 
check selfishness. vegetables or meat so to the . _ > 
fae , > pgiiatae” Some years ago a friend of mine 
Perhaps when the war is ended oreast 
' 2 ad was called upon to address the 
the practi of being more perso The waste at the dining table ir . : 
' . , class with which he had been grad- 
ally useful to our fellows will 1 the past was stupid Under the . . 
a uated by the high school of his 
crease conditions which exist today it 1s . 
7, er home town. He was rummaging 
May it not be that the satisfac criminal. A : 
2 around for a subject and I sug- 
tion of genuine personal service in Anyway, why should a man be 


gested the theme, “What a Man 


times of war will inspire to the ‘ompelled to buy more breakfas . " ‘ ? . 
: ; . Owes to His Community.” The 


a were - —. or dinner, or —v — S subject appealed to him and 
What a great thing that woul eat; any more than he would buy . : 
be are wih giainie ‘ies aa he built a good talk upon it. He 
a ‘maceult of siie ieee Mee mcd wise ani maine maa ae brought out the lack of apprecia- 
cca: *e ainsi Miele ieee tec af dhctieis Oe tion of what is owed to the schools, 
of “heseinend*- bet Bate too RE BE POS aia high schools and other community 
> ; institutions. He made a mighty 
There has been too little co-oper: the waiter, let us not hesitate et _ 
tion and too much competition order just what we consums Als ine talk. 
with our neighbors. or cur fellor Lat we emilee. mele Meee i Not long after there was a move- 
taumamen > ton neck Besied Sn ot hie Sieememee dn Stell Mnedbenie ment for a new country club. I 
shine others, too much doings up to the individual took the ground that there was no 
thines because of the idea that demand for such an_ institu- 
they were “quite the thing” to do Another Debt. tion. We had a fairly good club 
too much living on the edge of ou: [here sticks in my mind tl house, which seemed to answer all 
means of just a fttle bevend. too recollection of a phrase I sa purposes. The new one was to be 
much sacrifice of future independ in a haberdashery journal many a rather expensive and extensive 
ence for silk shirts, seven-passet years ago—“Every man owes it t establishment, but quite a beauti- 
ger cars and summer furs. himself and his fellows to dress ful place was to be created from a 
Rood Economies. the best his means will allow substantial number of acres. I ex- 
The portions of vegetables and The sentence presents a_ gt pressed some reluctance to partici- 
salads farniel ed at all first-class thought It is a duty, too, to live pate, on the grounds that it made 
hotels are too large for one persot the best our means will allow. A for increased cost of living and 
Indeed, all foods are served at the important part of “best” living 1s less simplicity. 
first-class hotels in portions to to keep within our 1 ns; to set My friend reminded me of my 
large. Whatever reason may hav: side a portion for the days t suggestion to him a year or so be- 
been given for the practice priot come hen the producer can 1 fore on “What a man owes to his 
to the war does not hold under longer be on the jol community,” and convinced me of 
present conditions The greatest joy mes trot the fact that it was my duty to the 
We had fallen into foolish way simple living. Simple living does community to support the new ven- 
about buvine food \ man would not mean living 11 $1 Il hous ture. 
carefull, eck a half a dozer bare of comforts or lacking in aj Our living becomes complex as 
items or bill of any other pur pointments The beauty of arcl soon as we enter into social com- 
chase. He would accept a bill of tectural design, however, in int petition with our fellow citizens. 
a dozen items er more for a dinner rior decoration and the charm of When we begin to do things and 
with a mere glance at the total. He flowers and shrubbet ld sot go places, not for any real en- 
concealed his inclination to che thing to our lives joyment, but because of the idea 
up the amount with an air of cat If all of my fell towns! that “it is the thing to do,” we are 
lessness in the transaction, su lived in a house as small and sit off the track. Perhaps the war 
posed t denote “good form.’ ple as my owt! vould pull out will give us a greater appreciation 
mmunity where thers of relative values. 


There lurked in his mind the lor some c¢ i 
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The Sales Manager and the Advertising Manager yn the distribu r f the products of 
every neern Their situations are among the most important in the mmercia world de 
manding big men to meet big requirements No field demands a higher standard of intensivé 
cultivation than that of office equipment, nor do we find better standards if office practice 
obtaining anywhere 














The likeness presented above is that of 
Harold McD. Brown, who, although in 
vears young, is experienced in the type 
writer and office equipment fields Mr 
Brown is publicity manager for the Corona 
lypewriter Company, Inc., of Groton, N. Y. 
He tells us that he was born on an un 
lucky date, but that the bad luck was offset 


hy the fact that he was born on a Sunday, 
September 13, 1885. The place of his na- 
tivity is Elizabeth, N. J. He received his 
education at Pingry School and Lafayette 
College. Following his graduation he spent 


one winter teaching in the United States 
Naval Acadamy Preparatory School at An 
napolis During the summer time, when 
vacations were on, he sold books in and 
about Newark, and thus became inured to 
hard work and toughened to disappoint 
ment, acquiring a discipline of spirit and a 
determination which are most valuable as 
sets in other lines of business \fter giv- 
ing up this work, Mr. Brown spent a year 
or more and a considerable sum of money 
as a chicken farmer in South Jersey. Here 
also he acquired still more discipline of 
spirit and incidentally a considerable amount 
of information regarding the habits of dif- 
ferent kinds of poultry 

With this somewhat ample, if general, 
preparation, Mr. Brown entered the employ 
of the then Standard Typewriter Company, 
becoming manager of its Philadelphia of 
fice. In 1910 he was transferred to New 
York, where he was placed in charge of the 
New York district. Shortly after his com 
ing he moved the office up town. In 1911 
the company thought so well of his work 
that they brought him to the home office at 
Groton to take temporary charge of the 
sales department while the manager went 
to Europe. Upon the return of the latter 
Mr. Brown was put in charge of the repair 
department and the newly created advertis 
ing department It will thus be observed 
that Mr. Brown has been for more than 
seven vears in the employ of the Corona 
Typewriter Company and its predecessor, 
the Standard Typewriter Company. During 
these years he has added business titles so 
that now he is a director of the company 
and assistant secretary and member of the 
executive committec, as well as publicity 
manager 





We introduce here R. D. Jackson, sales 
manager of The Safe-Cabinet Company 
the man whose work on the platform s 
strongly impressed the recent sales confer 
ence of Safe-Cabinet dealers and salesme: 


at Marietta 


Mr. Jackson is a Kentuckian by birth and 


is thirty-two years of age. He isa graduat« 
of the Kentucky State College. One of his 
first positions was with the Robert Rowell 
Company of Louisville, for whom he sold 
type and printers’ supplies. His next situa 
tion was with the National Cash Register 
Company of Dayton, Ohio. He joined this 
organization as a salesman and soon aftet 
wards was promoted to the position ot sales 
igent. Following this he was employed by 


the National Cash Register ( ompany as 
special representative, in which capacity he 


traveled the entire country as a factory rep 
resentative, assisting the selling force o1 
important deals and special sales. Then he 
becam¢ listrict instructor for a time, atter 
which he was appointed district manager 
In this capacity he had charge of one of 
the entire sales divisions 

\fter acting as district manager for some 
time, Mr. Jackson was made assistant sales 


manager, in which situation he had charge 
1 the National Cash Register Company’s 
scl ools, conducting many of them personal 
ly He supervised the traini ge of the en 
tire National Cash Register sales organiza 
tion while acting as assistant sales manager 


l 1 Octobe r, 1915, Mr Jac kson joined The 


Sate-Cabinet Compatr \ s general sales 
manager. In this position his work has 
been decide dly successful in all respects, 
and he is regarded as one of the strongest, 
ablest, and best equipped sales promoters 
in the office equipment industry 

Mr Jackson believes rimly in dealer 
sales organization as ons f the best and 
most profitable ways {f marketing any 
product He has studied the problem of 
sales and sales management from a scien 
tific standpoint and has worked out a prac 


tical solution of many of the problems 


whic 1 come to the sales 1 nager's desk 











Emotional Elements in Salesmanship 


A Speech by George Ed. Smith, President, Royal Type- 
writer Co., Inc., Before the World’s Salesmanship Con- 
gress, Detroit, June 11, 1917. 


E I INAL Elements in Selling” is title whicl \ | find successful salesmanship that there is 
is apt to be misleading. T ord “emotion” seems far 1 e appeal to the feelings through suggestion than 
have little place in business. Perhaps the word “feel ther s of strats argumentative selling talk. The gen- 
s” would better convey the i | asked one of out eral lic is 1 ed largely through emotional appeals. 
salesmen—in fact our very best ons | have been asked ‘cople may bs ied with and reasoned with, but unless 
talk on the emotional elements of selling. What woul n appeal is 1 to one or more of the elemental emo- 
sav on that subject?” He s: Mr. Smith. I cut tions, they will not act. Sales which have reached large 
all of that sort of thing long ago.” He had no idea pr rtions have been built up on direct appeal to one 
he importance of the emotional elements 1n s¢ lling or more of the strong elemental emotions of human 
vhich I ar here to discuss | believe he is typical t 
average salesman Certain successful enterprises have been built up where 
Tee eee ther man’ apt ev +1 , a 5 t been to idealistic or altruistic feelings. 
noid ne oO C a S 1€WV Ss ( 1 
<ellis nelly aii mada + | ssible to sell some goods through an appeal to 
, llustrated by the followi1 ' emotions hil or greed, but the larger successes of 
atl < Strate¢ 1 | ¢ I< ‘ S ; a 
sues : usiness ha ariably been attained by men and by 
In a small New England tow: €1 nt lost a hors¢ rae 
nstitutions that have appealed to the better feelings, to 
He hunted unsuccessfully for the animal; in fact, th ae : 
: : , ; gher instinets and aspirations of men, rather than 
hole town apparently tried to tind that hors \t last “Woes a 
fe ; ar ' to the ser 1 s of human nature. As an illustration: 
‘ met nt offered a $10 rewar I littl rdger} ‘ 
oe ae : ' - , ( it 1 surance can be sold by an appeal to a 
while the ink was still wet, the towns “tool roug! - 
o his wife and children, by an appeal to deo 
Chis circumstance is sO suspicious tl ; 
; si it ight for him to do, than by an appeal 
e t t mn lat y took t etore the ustice . ° 
' ik ee Te lake the theatrical line: as a whole, 
the De n and the ida Sal Set et 2 : : 
r apt ave been the big successes; invariably 
‘ ( ealer his horse 11 ee . 
: , z ; t hav n improper have had short life, ending 
tely | 1 I offer of a rewart , nothing ot tl : ; ‘ 
sort,’ sa the fool. “Then, fell 1 ww you came t : : : 
ue ss : uestion of the kind of an appeal 
is horse so quickly.” “Well,” said the fool, “when 1 
10. I rT Ted e salesman to make in order to get a 
this 1 rd of $10, I said to myself, said lf I wer ' ‘ 
; , : ; No hypnotist can work successfully 
ors et wou go if i ‘ iet oose, in . 
: ould rying te e a thought and thereby an action to 
ent there nd t re was tl ; , . 
ind there ; ( character of the subject has not been 
Now, ! philosophy of selling goods ts this: thi accustomed. In other words, it is impossible to make a 
ek OT ‘ - Ent S8 ts) tn tanu nd then tell it ; . ‘ 
al e€ oun ellow would lik ' 00 n co t crime through suggestion. It is not 
} 1] ‘ 
it ill as you can , yssible ft vood man to do a good act through 
It has often been said that there is no sale without suggestior Therefore, the sales appeal must be studied 
the part of the buyer lversely, confidence ind the customer “sized up” to determine what kind of 
s the absence of doubt, fear or timidity Contidence 1s an aj il wall ost likely to induce the prompt action 
ling n emotion and this tion must | estal esired 
lished or there can be no sal lo give life and vigor i peal to one type of man may not appeal 
n or desire it is necessary to make the thing to another For instance: I doubt if one could appeal 
e sol ppear perfectly clear to the prospect in all ery strongly t minister of the gospel through a sup- 
ts ttractive delightful. or simply useful aspects i. ’ sire for gain, which of itself would be perfectly 
a g ; 
‘ s the heat of an e1 tional state to weld it proj , d legit te 
into action, there is no doubt at all that we can produc: do not themselves, prompt action. Logic and 
is heat henever we have need « it, by the rational re re not e direct causes for the acts of many 
Py vs of association Life ide up of acts which result from im- 
Many salesmen plunge into nfluences. We are constantly doing 
+} tile ground of confidence on which to so t p t lt of the suggestions of our fellow men, 
ate eal \ oreat many salesmen believe, and proj without reason, We are constantly 
success 2 , wt ting bi ppeals to our feelings—in our home— 
raonolit Personality has been described as the 1 sit n all our relations with others, and 
self-confidence It is thro this sel fidence t : e ki of appeal apply in business as in every- 
he feeling of confidence 1 reated in the buyer, 
| t it t buvet ind tl v prepared tor the 1 the sal typewriters, for instance, there is an 
cas : ) ‘ Ss «< ‘ ‘ \ al . 
low. However, a great many very successf having the best, which is an appeal 
ot of the sel t type Thev ha rguments that could be brought for- 
her means of establishing the feeling of nfidet logical way in connection with the use of the 
2 vy the reputation of thei -e or the reputatio! hit I wil limit that in the beginning of the indus- 
rie \ pu Le ) . I . . P 
7 oods. others by complete and detailed knowledg: try, t sale typewriters carried with it a great deal 
heir huciness—-which always wins respect; but the bi th mentative and educative salesmanship 
this feeling of confidence must be established t t does There are, however, many articles 
f | n be made, and no sales plan which over tl e been established as completely as the typewriter 
{ ‘ ; < ‘ . ar = 
‘ ‘tal. elemental feelit n be reatly su vithout the necessity of argumentative or logical “reason 
4 y] ippeal 1 their introduction. 





et ee 


oe 
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Appeals to the emotions and through the emotions to 
the will—because, after all, the will is, in itself, the decid- 
ing factor—are of various kinds. An appeal may be either 
a simple appeal to a basic emotion of human life, or it 
may be very complex. The salesman may use emotional 
appeals of various sorts, but reason stands guard at the 
gate to the customer’s mind and the appeal must be 
logical, or reason will keep the gate closed. The appeal 
must be carried on the shoulders of “reasons why” or 
there is no entrance to King Will who controls the ac- 
tions. 

I think the best illustration I have heard of this com- 
bination of logical and emotional appeal was one in which 
it was compared to two governing houses; the emotions 
being the House of Commons, and reason the House of 
Lords. If both these Houses act favorably upon a sales- 
man’s proposition, it is then presented to King Will who 
signs the bill—the order. There can be no great success 
in selling, in my opinion, for either man, article or com- 
pany, which does not build its case as strongly in the 
House of Commons as in the House of Lords. But, to get 
back: how to build that case? We are not building with 
the House of Lords, but with the House of Commons. 


It is an axiom of salesmanship that 


We want to accomplish our daily tasks a little bette: 


have done before, we want to be a little surer of the 


horse would go to tl 





attention is the first avenue to a sale. 
We all realize how difficult it is really 
to gain the attention of anyone, or to 
give our own attention to any subject. 
Attention is the problem which con- 
fronts both the salesman and the ad- 
vertiser 

Our consciousness is so narrow, when 
compared to our sensory surface and 
the incoming rush of impressions which 
is constantly exerting an influence to 
divert our minds, that attention cannot 
be given by cut and dried logic or ap- 
peal to reason The appeal must be to 
some strong emotion—to some feeling 
that will unlock the gates of the mind 
for the entrance of “reasons why.” 

It is difficult for a customer, even if 
he so desires, to give voluntary atten- 


tion for more than a very few seconds 


at a time Sustained attention must be George Ed. Smith. 
_derived from an influence other than a 

simple desire to grant it There must be a motive to 

sustain attention, and that motive may be either of a 

direct or a remote self-interest. It is generally a desire 

or expectation to profit, often vaguely understood, which 

sustains the effort required to give attention. This mat- 


ter of getting and holding attention is a difficult point in 
most sales. It is the stumbling block over which many a 
man who thoroughly knows his goods cannot easily pass, 
because he cannot obtain a proper audience, or if he gains 
the audience he cannot sustain the prospect's attention 
long enough to prove his case 

Lack of attention value is the reason, in a large number 
of cases, why advertising does not succeed as well as we 
all might wish. It does not gain the audience; it fails to 
win against the strawberries and cream and coffee in the 
morning, against the competition in the street car on the 
way to work, against the reading-matter in the column 
next to it which contains a stronger appeal to the feel- 
ings; thus we gradually arrive at the recognized value 
of the appeal to the emotions in selling 

Men differ very little in the basic elements of their 
emotions. I have the same feelings that you have. I am 
practically the same sort of man as my customer, and 


those fundamental appeals which I know will appeal to 





at in appealing 


entrance to his 
\n appeal to a 


vossibilities in 


n 


me can be counted upon 100% to appeal to my customer. 


house’s conscientious desire to serve or 


in my opinion, the surest possible way to estab- 


We all want to be helped If someone 


how he can help us, he makes an appeal to which 


ré spond. 


Now, we all want to be helped in about the same way 


we have been before, we want to hold a little 


j 1] 


higher place in the opinions, in the minds of our fellow 
Those things are common to us all, and in figuring 
over a customer, think: “How could I be 

were in that customer's chair lo what 


emotions could a salesman appeal success- 


answer that question for myself I have 

for my prospective customer, and, therefore, 

I go back to the old story of the fool in the country vil 
lage who found the horse. He said to himself Now, if 
were a horse, where would I go?” and he figured the 

e meadow where he knew the finest 

juiciest grass grew, so he went there and there was the 
lf I were a salesman, I would say: “In what way 

could I be most completely efhited if 

I were the customer?” and I would 

start out in that direction and the orde1 


would be there. 


We have endeavored to show you, 
rst, that the attention can be gained 
most easily through the emotions; sec 
ond, that confidence is gained in the 
Sallie way, and | believe we I l] ready 
to admit that without attention ar witl 
out confidence there is no « rtunity 
to prove with logic the “reas why 
It would seem that the pression 
‘appealing to the emotions” « to tl 
feelings” is not well taker | emo 
tions are the man, the emotions im 
merse themselves so gradual to the 
will that acts follow emotions s jul I 
ly as to seem accomplished almost tl 
out exercise of the will Fo Stance 
the moody man, the angry man, thi 
happy man are all men whose dominat- 
ing emotion 1s the controlling factor of 
Reasoning is a faculty, not exactly like si 
ut somewhat of the same < ter SO 
to a man’s reasoning faculties y« have 
will, but one very much nartr tl 


broad avenue of his emotions. 


man’s emotions is an appeal 
asoning is only one out of sal 
the general thinking of us all. |] f us 
whether or not our fancies and irratiot theories 
yur mental make-up all of the clarifies 
logical conceptions of our minds think 
lat our mental storehouse is fil mo 
ices, likes and dislikes that 
reasoned out tl! eories, 
ns elings in 1 i eal 
ll interest at int t 
1e to leave with you the in that 
purely personal ones—that t must 
entirely to his egotism, to his S l 
f emotions, that which a mat lls him- 
self and that which | alls his are merged so closely that 
it is impossible to say where to draw the line 
a man’s family in his feelings is a part of | self 








nd an appeal to him through his feelings about his fam- 
is as strong and perhaps stronger than an appeal to 
his feelings about those things which are purely personal 
ith his \ man’s business is actually a part of his per- 


sonality, when I refer to an appeal to his emotions, 


| want you to understand that I am covering that broader 
round of all those things that go to make up the man; 
namely, he and his, rather than the individual entity alone. 


foolish for me to say that an appeal to a 


personal emotions is in all cases absolutely 


n’s pure 
necessary to! ake a sale, but I do say that to be success- 
ful an appeal must be made to those emotions which are 
encompassed by his larger personality. 

If you say to me that only logic and reason will influ- 
ence some man, then I will admit that logic and reason 
is the only wav to reach the man who has no feelings 
I cou'd not deal on the basis of self-improvement with a 


oO ild not appeal to al | ition, to love oft approba 


1] 


tion of his fellow men. to concern for his children’s future 
or to any one of those many other feelings common to hu 

nity. But I am not trying to sell typewriters, nor you to 
sell goods, to this type of man. We are dealing with 
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human beings as they are and not with such occasional 
social misfits. 

l ppeal t e emotions is the essence of salesman- 
shiy gic al eason are merely the skeleton to carry 
the r¢ ippeal. It is very easy to see that logic and rea- 
s e so we that the strongest emotional appeal 
could irry it. On the other hand, logic and reason 


might be so strong and still have such a small emotional 


ppeal coupled to it that none other than those who take 
delight in the highest intellectual emotion would feel its 
inflt M 

WI we t to eliminate the feelings from human 
ffairs every day life, whether in selling or anything 
else, we leave only dry bones—the skeleton; the flesh, 
the he eats e bright and sparkling eye, are gone, 


We have left only the dry matter of fact, of reason and 
| say, in order to put the proper life, 
power into selling, put the proper life, spirit and 


power into yt ppeal and that is done only through the 
emotions. It is the emotions which cause men to act. 
As | st says the words of Goethe: 


from the heart alone 


But that which 
Will turn the 


issues 


hearts of others to your own 


More About Trade Acceptances 


Some Additional Suggestions by Morris Sanford and Re- 
view of an Article in “The Iron Tradesman.” 


hs ago Office Appliances published a letter 


OME months ag Appli: | 
S by Morris Sanford, of the Georg: \ 


Mullin Com 
pany, Cedar Rapids, lowa, advocating the more extended 
use of trade acceptances by retail merchants throughout 
the country, and suggesting that merchants take up the 


matter with their bankers with a view to the adoption of 
some workable plan which would apply to dealers them- 
selves Some suggestions were also presented by two 
of the responsible members of the staff of the Conti 
nental and Commercial National Bank of Chicago, who 
were apparently inclined to encourage the mort extended 


, ; ; p 
trade acceptances without imitting themselve 


thod which would ultimately be found prac 


tical. In rther amplification of his idea, Mr. Sanford 
says tha egardless of any consideration as to whether 
or not ercial paper originating as the result of small 
operations would be discountable through the Federal 
Reserve Bank, the fact remains that any jobber or manu- 
facturer doing a sizable business can under present cor 
ditions e money at a very low te of interest, 3 
t 5 pe r 

If it s desirable to establish the uss of trade accept 
ances \ would be generally cranted, now is the 
time to do it. and the argument necessary would be tl 
offerit cenerally of a rate of interest on trade accept- 
ances of 4 per cent or at the most 5 per cent. Obvi 
ously, such a rate could be offered by the manufacture 
without sss to himself, and would be sought by tl 
smaller ler. to whom the opportunity to borrow at 
the established low market rates is not oper Once the 

stom ¢ using trade acceptances is nerally estab 
lished, tl rate would naturally ictuate from year to 
y« 1 .ccordance with general monetary conditions 

In an article by F. S. Needham in the “Iron Trades 
man” f April, the author mentions a widespread move 
ment te away with open bool counts in recording 
commercial transactions, and to substitute trade accept 
ances therefor. He states that the movement is growing 
rapidly: that it has been successfully tried out in several 


different sections of the country and 
has been heartily approved not only by manufacturers 


olesalers whom it would seem of especial advan- 
tage, but also by the majority of those retailers who 
have taken time fully to inform themselves concerning 
the ntages ered by this form of financing business 
trans ys. M Needham continues: 

Briefly, it may be explained that with this system a 
tin ft is sed with each invoice, or bill of lading. 
If the buyer ds the invoice correct, he signs the draft 

hicl thorizes his bank to pay a certain sum of money 
to the seller at the end of a specified period, which may 
be t sixt ninety days. This draft is returned to 
the seller, who may then discount it at his bank and 
make immediate use of the funds. The bank, if in need 
nal funds, may then rediscount such acceptances 
with the Federal Reserve Bank. The draft thus becomes 
a trac The transaction is thus represented 
sound cit ting medium of finance, instead of an 

' book account. 

This is no new untried theory. In practically all 

Europeat ntries this has long been the accepted 

( ng commercial transactions. 

evils « present system of open book accounts 

generally enized. Such accounts form an uncer- 

sset. | the best of these can rarely be negoti- 

ted I half their face value. Their time of 

payment is indefinite. In most cases it is delayed, in 
t is ¢ 

Si ( in the form of acceptances, however, 
re easily negotiable and may usually be discounted to 
( ge, or may bear a smaller interest rate than 

pre ssory notes. For the draft represents a 
trai tion it ods of definite value. The account has 
been endo correct by the buyer, the validity of 
the debt is acknowledged, the terms are explicit and there- 
fore ca ulty be evaded. Trade acceptances 

re rtain assets into certain ones. They 
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permit such assets to be quickly converted into working 


capital. 


“The adoption of trade acceptances would, therefore 


be of real value to the manufacturer and the wholesaler 
It would be of advantage to the retailer also, since tt 
would make business transactions more uniform, their 


terms more specific 
“Obviously such a system would not eliminate all bad 
debts arising out of business transactions, but it would 
greatly reduce the number. 
“Still another advantage to 
that it would widen his field of buying. 
bank a letter of stating 


and 


retailer lies in the fact 
He might obtain 
that, up to a 
conditions, all 
Thus the re 

would be 


the 


from his credit 
under certain agreed 
that bank. 


strengthened and he 


certain amount 


acceptances would be paid by 


tailer’s credit would be 
enabled to buy even in markets where he was unknown 

“At first thought a buyer might object to trade accept- 
ances on the ground that signing such an agreement would 
would 


be placing him at a disadvantage. However, he 


purchasing his goods on definite instead of 


and if it became necessary to ask for an 


simply be 
indefinite terms; 
extension of time there is no reason why, if his credit 
were should not be granted in the form of a 
promissory note, which would take up the acceptance. 
“He might object to this, again, fearing that his 
discount would be Such would 
not take the place of cash payments, however, and would 


affect the Moreover, 


wholesalers and 
ceptances with invoices are offering discounts even when 


good, it 


ash 


eliminated. acceptances 


not customary discount. some 


manufacturers who are sending out ac- 


the acceptances are signed up for the full period. 


“Occasionally a seller hesitates to inaugurate such a 
system with his trade because he fears that he may offend 
thereby; but, it 1s 


that 


some customers and lose business 


simply a matter of fully explaining to them with 
the use of acceptances he could lower his operating costs 
and eventually sell on better terms. 

‘It is that the 


acceptances would do more than merely to make business 


probable universal adoption of trade 
remove a heavy tax on 
that the 


such 


uniform and 
little 


easily 


transactions more 


but elimina 


terms in 


business. There is question 
evaded trans- 


tion of indefinite and 


actions would go far toward lessening the amazingly large 
number of failures among retailers. 
“It is often stated that overbuying is the 


and it is true that a retailer usually pur 


chief cause ot 


such failures; 
chases a bill of goods without reference to how or when 
for it. 


he may pay 


acceptances, however, the 
the 


stock ona 


“Under a system of trade 


new 


date 


agreement, on receipt of each 
stock of goods, to pay for that 
He knows that the acceptance will soon be due at his bank 
likely to regulate his 
accurate record 


take 


retailer signs an 
certain 


for payment. He is therefore more 
and to keep an 


that he 


purchases, ff the maturity 


may them up when 


of his acceptances so 


due 

“The will 
retailer to systematize his finances, to stabilize his credit, 
failure 


elimination of indefinite terms force the 


will act as an insurance against business 


and 
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“There are two kinds of acceptances What a now! 
as bank acceptances have been longer in use this 
country than trade acceptances. The latest amendment 
to the Federal Reserve Act, which amendment was passed 
September 7, 1916, authorizes the use of acceptances in 
financing commercial transactions; and it is from this 


authorization that the present movement for the adoption 


of trade acceptances was starte d, 


“The 


the basis of its definition of the term ‘Trad 


Cx I as 
\ eptance 


‘An unconditional 


Federal Reserve Board uses a bill of 


inge as 


It defines a bill of exch 


another, other than 


writing addressed by one person to 

a banker, signed by the person giving it, requiring the 
person to whom it is addressed to pay in the United 
States, at a fixed or determinable future time, a sum cer- 
tain in dollars to the order of a specified perso! - 

“The trade acceptance is defined as ‘A bill of exchange 
shown by the seller or the purchaser of goods sold and accepted 
by such a purchaser 

“To be eligibie for purchase the bill must have risen out 
of an actual commercial transaction, domestic or foreign, that 
is, it must be a bill which has been issued or drawn for igri 
cultural, industrial or commercial purposes, or the proceeds 
of which have been used or are to be used for the irpose of 
producing, carrying or marketing goods in one or more of the 
steps of production, manufacture or distribution 

“To be eligible the bill, which must have a matu y t time 
of purchase of not more than three months, exclusive f da 
of grace, must have been drawn under a credit opened r the 
purpose of conducting or settling accounts resulting from a 
transaction or transactions involving 

The shipment of goods between the United States and 
foreign country, or between the United States and ar of its 
dependencies or insular possessions, or between forei coun 
tries, or 

“The shipment of goods within the United States, provided 
the bill at the time of its acceptance is accompanied shi} 
ping documents, or 

“The storage within the United States of readily rket 
ible goods, provided the acceptor of the bill is secured } 
warehouse, terminal or similar receipt, o1 

The storage within the United States of goods which have 
heen actually sold provided the acceptor of the bill is red 
by the pledge of such goods 

“The Federal Reserve Board construes_ the word 


f merchandise, as well as agri 


‘soods’ to mean all lines « 


cultural products, including live stock.” 


Upon reading the toregoing article by Mr. Nee 
Mr. Sanford said He has presented so clearly tl 
advantages of the trade acceptance that I hope y: will 
give him a prominent position. 

By inference, if not explicitly, he emphasizes t 
which I tried to make in my previous letter, namely: that 
the advantages of the plan to the manufacturet 1 the 
wholesaler are so great that they can well afford to bid 
for the interest of the retailer by handling tra cept 
ances on a very liberal basis, both as to the tin 1 
as to the rate of interest Naturally, the int rat 
would vary with the fluctuations of the money 1 \ 
period of easy money and low interest offers | very 
opportunity to popularize the trade acceptance ea 
making its terms liberal, opening to the retailer who 
willing to handle his affairs in so systemati ‘ vy. th 
advantages of such easy credit terms as su t 


make Ss possible Ty 
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ACID RETORTS 


Number Two of which by Wexford Roscommon is here presented, the title being 


SCAPEGOATS 


Note—No. 1 of Acid Retorts appeared in the April Num- 
ber, and should be read by every manin this field. 


You've no business to blame “‘Business” for your own dear sins. He who does it oftenest has no business. 

A wise Swede remarked the other day that “Society’’ has begun to take the blame for everything; if a 
modern man has a toothache, he blames the “Social Consciousness.’ It’s only our health or success that 
we willingly take to ourselves. 

What would the poor anarchist do without a government to criticize? Why, he would invent a new one. 

The ancient Jews were easier on their scapegoats. They loaded their sins on one once a year. Human 
nature being so-so, that was almost human. Nowadays we work our scapegoats overtime. There is no 
Adamson law for these sons of Adam. 

How we love to load our shortcomings on that “Man Higher Up!’’ The very phrase is jealous green. 
He’s our substitute for looking Brass Tacks in the face. He's the mirror of our subconscious discontent. In 
his errors we find grace to believe in ourselves. On him—the iniquities of us all. 

It’s a heap sight easier to damn the Czar or the Kaiser than to pry out the causes of the war. 

A few Socialists read “‘Das Kapital.”” The rest are content with reprobating the word. 

Down in front of the village postoffice is a mud-hole. Only Amy Lowell could write a poem on it. Yet 
how we love our mud-hole! On the way to the Commuter’s Poker Game, of a morning, we wag our heads 
at it—and pass by on the Other Side. We never see ourselves in that mud-hole. Certainly not! We see 
the mayor, and the aldermen, and the police force, and our Neighbor who votes the opposition ticket. We 
dip our civic banners in that mud-hole, and then forget to wield ‘em. Glory be for the mud-hole! It’s 
such a thought-saver! 

Big cities have their scapegoats, which are known as understudies. What would New York be without 
her Brooklyn? Or Minneapolis divorced from St. Paul? Too good to live. 

“I admit I need a boss,” said an honest salesman the other day. “I've sure got to have Some One to 
swear at, out on the road, when things go bump.” 

And about the same hour the Sales-Chief was filling the boilers under his staff in the General Manager's office. 

My father was a traveling man, and as a boy | used to take very memorable trips with him. I knew 
the Fraternity as a child, and have an ineradicable warming of the heart toward the Grip or a Sample-Case. 
At the start, however, one thing puzzled the child-brain of me: 

“Dad,” I asked, as we sat in the hotel lobby, “does a man have te be a fisherman before he goes on the road?” 

Now my parent was a Scot and canny of questions. 

“Perhaps,” he remarked dryly. “Why, son?” 

“Because,” I persisted, “‘all these fellows talk exactly like the white-headed sailor who fishes every Sun- 
day off the Government pier. Whenever I pass one of them, | hear him say, ‘Damn my line, anyway!’ ” 

But, of course, the world has changed, entirely, since 1891. Instead of the “‘Line,”’ it’s now the “House.” 

But the High-Brows have their scapegoats, too. Later research enables us to look Mr. Darwin’s monkey 
in the face without shame. Efficient workingmen are no longer afraid of Efficiency. “Rationalists,’’ as Mr. 
Chesterton fondly dreams, ‘“‘are becoming rational,’ thereby removing from him his most convenient peg 
whereon to hang the foibles of the holy mob. “‘Cherchez Ja femme’’ was once our most polished and cultured 
assertion of the inviolability of Nature’s double standard. Nowadays the feminists have put Edgar Allan 
Poe into the movies: ““Thou art the man” is the adequate retort. 

Time presses, friend. Let us enter this larger gallery. Here are the scapegoats of the Great, from 
Adam down. David's were his “‘enemies;”” how dearly he loved them, when conscience pricked him! Cicero 
was fortunate in having a Catiline; his own record wanted furbisking. Ruskin took it out on machinery; he 
would be after shivering at these literary references in the columns of “Office Appliances.” Marx scathed 
‘The System’’—and Tom Lawson toddled long, long after. Ingersoll damned John Calvin, who was ahead 
of the game in having already damned Ingersoll per his reverend father. 

Everything wicked in Dear Old London once came from Paris. War alliances dim this scapegoat’s halo. The 
mystic corrupter of Britain’s morals has flown across the trenches to Berlin and Vienna. The “happy hypocrite!” 

How the North frowned, with white, set face, at Southern lynchings—until that very frown made 
Northern lynchings first-page stuff in the faithful press! And how the “chivalrous South” eloquently chas- 
tised Yankee commercialism— until its fervor actually inspired a child labor law to spere the bodies and souls 
of “poor white” babies! Western dance halls still ring to the evangelical dirge of the latest song bewailing 
the evil glare of the Great White Way. And there's a Wild West Fight for every Movie Light on Broadway! 

Come, gentlemen, choose your scapegoats. Play the Red, or the Black, as it please you. These excel- 
lent animals are all about you. They jostle for recognition on the roaring street. Some employment 
agencies provide them, under the guise of private secretaries or stenographers. Even the Church sanctifies 
them—as husbands and wives. Be not alarmed if at first you discover their virtues. You will exaggerate 
their virtues, in order that later you may exaggerate their faults. And you will be equally honest in both 
mental processes. 

Above all, choose a friend for thy scapegoat. Love him well. But look well to thy love. For he may 
perchance—in humble admiration—return to thee thy compliment. 
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The Store—-The Window— The Advertisement 


A Few Suggestions upon Three Related Subjects Which 


Are Vital to Success in Merchandising. 


The Store. onstration by the sales force in meeting 

LI three sections of this article are the trade. 
aimed straight at the false conception [The great defect in most store arrange 
: . “Y is imp! ‘ . . b \ 
of arbitrariness in merchandising policy. ments is simply too much exhibit ' 
; witee af avtirios a : — ee 
We are going gunning after certain tyran- clutter of articl on the top ol! the I A 

T 


nical traditions that make merchants do case attracts 
the same things in precisely the same ways and-ten-cent 


world without end going, 


sible, to knock the props trom under the wisely Let 


delusion that no change for the better is Then display 


possible in the arrangement and _ policy 


n 


| We are if pos- be the price tags (Choose a tew articles 


urely selection 


one [t suggests the five 


store—however far remove 


| 1 


them be typical of your lin: 


them in a way to invite leis 


Otnce equipment buyers 


commonly take their time The looks 


which sometimes prevail for no better rea- } 
. t . th 
son than that they have always prevailed the top of th 
Pz , ‘ iatural 
lake, first, the matter of arrangement of . 
Individual 
stock itselt In many stores it never var 
: cial emphasis 
ies. Grant a certain general uniformity of 
articles of the same class. How many mer 
on the edge « 
chants in cities small or great alter the 
details? Stock must be dusted regularly 
How much better, then, to shift the minor 
items—even  radically—within the same 
- the constant 
general classifications 
1s bent on se 
Your own clerks will be more interested 


in a stock which is altered in arrangement his time in 


San ‘<s in sto ‘ Ss ‘ne 
Samene in stock produces sameness in spoil a sale 


may be placed 


cerberus-watch of a man wl 
ling it 


salesman is he 


show case should make this 


tables for articles worth spe 


are coming into favor Phey 


outside the show case, i 


1isle The nearest sales 


1 ° 1 


man may have them in constant wat 
Some buyers are more apt to stop and ex 


amine critically an article, if it is not undet 


In any case, the wis 


who lets the prospect tak 


‘amination \ sure way 


s sometimes to speak befor 


‘service the wrong kind of sameness. the buver is lv to cease hi crutin. 
‘ as is > i i ai y 
Variety stimulates originality. Both make sometimes. even before he addresses t! 
les " uit 
Sale salesman Chey also serve who only stand 
\ store is a larger display window It and wait.” 
is also a larger page advertisement for it Study the buyer. How old this advic: 
lf ‘he principles of ch re *h 3 
self. The principles of change which apply is, and yet how few salesmen practice it 


in window dressing and in advertising ap- consistently! 


Some never seem to think 


ply, tn slightly less degree, to the store looking the prospect full in the eve «They 
itself Very few customers enter a station- seem to be studvine his stvles - clothing 
ery store, for instance, knowing exactly You can tell more. usually. from the dre 
where to look for an article. They leave and carriage of a buyer, as to what 1 
that to the salesman Their first thought suit his real needs, than from what he says 
is for him—and for his service in suiting And vou can ive infinitely more huma: 
their needs. In the meantime a happy ar- satisfaction from your daily work 


he eye and produce 


rangement may strike t 
a sale not contemplated. This is the stuft 
of which new business is made. 

Lighting arrangements in climates 
where dark days are frequent—are too Lh 
much neelected. There is no stronger de- place of type 
terrent of interest in stock than a dark 


and half-hidden display same is true 


s] ale 
of ventilation, in its effect upon the buyer hould make, 
who lingers no less than upon the sales- 
men Entering a stuffy store from the 


open air, the prospect is affected by physi- 


Jal than mere static symmetry And, w 


cal conditions very acutely \ little thing, 


but important. 

Constant demonstration of some new 
quality product is a dependable method of 
keeping the sales atmosphere alive. With . , 

. goods in the 
the daily development of new office appli 


ances this is not difficult. Most manufac- the better h 
turers will be eager to co-operate with a think the idea 
dealer interested in this sort of on-the- cle was crevi 
spot publicity And one paid demonstrator rood as sold 
will set the pace for more and better dem- that was sold 


tising applies, 
The different angle 


be balance, as 


too commonly 
what the name tmplies—DISPLAY. 
The average 


cently, seemed 


more stuff he 


The Window. 
A display window is simply a page adver 
tisement magnified by the telescops 


reality, and with printed signs taking tl 


\ll the psychology of adver 
making allowance for tl 
of the viewer's vision It 


first of all, one distinct 


concrete impre ssion It is not a collecti 


of appeals, but ONE appeal. There shoul 


in advertising copy, rather 
neglected, there should be 


window dresser, until re 

bent on cramming all the 

store into his window The 
ould hurl at the passer 


was satisfied One wou 


was that the minute an arti 


ed into the display, it was as 


It was the store, inste 


And the window dresser 








Rest the eye. Leave the same _ large 


spaces of background that delight the trav- 


wide uses of 


points in the 


ler viewing mountain scenery—or, to be 


ore practical, which correspond to the 


white in a large newspaper 


Display is 


r magazine advertisement 


‘tt waste: it is the silence between talking 


mute sales proposition o! 


1 


he window It gives the looker time to 


think it over. It also prompts the second 


ind the third—look of the busy passerby. 
Not only is there a glut of articles in 
:; 


he average window: ther 


Mere 


is also too much 


f the same kind. bulk seems the 


frequent idea. And. again, there is too 
reat variety The department stores 
even, have long ago given this up—even 
dealing with a feminine taste in buying 
supposed (we believe irrationally) to de 
light in visually rummaging for knick- 
nacks and odds and ends Simplicity is 
he keynote ol the newer tie rchan ISIN: 
m the manner of the clerk in approach 
the customer to the style of the adver- 
tising campaign display window 
S uld speak the same languag: 
But color use is the real test of windov 
( iency Here there s absolutely 1 
isting substitute for artistic taste We 
uld judge a window dresser applyin 
a position, first d finally, on his 
lement ot color values The A v 
s been compared t a page advertis« 
ent: in this aspect, it na par with all 
ull painting. You are painting a pic 
re, with concrete thi i anorama 
ich shall interest the thousands vl 
S yy every day Don't send oranges 
screens to war with ¢ h other Dont 
pressionist stunts in russian blue 
dove color Be stat ling, if necessary 
but not stunning. Lea the rest to the 
rists 
The best method in color selection 1s to 
tudv the styles in current dress. Study 
necessarily imitate—and adapt h 
es in use on the street can be used, 
th necessary differences, 1n the window 
heir similarity to what the observer has 
lready seen is a point of value Worths 
schemes can be 1 ressed int se! 
to serve your business Wo t ur 
hasers. especially, will be favorably 
ressed with what appears t have beet 
gested by their own taste 11 color 
Slathers of ribbor have been used I 
e window displays—to absolute lv née 
tical purpose whatever The carnti 
ea does not sell goods—except perhaps 
soods. Dress the kind of window tha 
Id attract you, il 1 ere the | eT 
‘ture the goods—don’t hide th wit] 
es of color-synchrony which give the 
ession of garish | ss rather tha 
‘ 
se the principles é é Dis 
windows ar first conceive: the 
then built the 
se of the third $5 esse | 
e the scaffold the 
I ait the eftect ~ ~ 


Dress jy window. Re-dress it. Re- 
dress it aga Walk around it, and look 
ver, critically. Do it every day—every 

re moment of the day. Study the 
owds as they watch it. Try to see what 


they like, and don’t like, and why. Seek 
defects in your work. Don’t wait until 
they hunt you up. Mr. Barrie tells a story 
»f a school-boy who spent two hours think- 
ng up the One Right Word for a class- 
( theme And found it. Try the idea 
on your window. Be your own worst critic 


you need fear no other criticism. 


At the Elbow of the Advertiser. 


In a lar city paper recently all the 

lers in a particular line united to pur- 

ise a page co-operative advertisement. 

ich had a ction of the “ad,” all these in- 

ual divisions being united under the 

licity d ted to the merits of products 

ich al eatured. The idea has been 

ynewhat ely adopted. It has the sup- 

rt of le ng manufacturers, who see in 

e! gical step in the closer cement- 

the rious elements of business into 
linating unity. 

Here is an opportunity for the dealers in 

small ties to adopt a progressive 

enefit quite independently 

t rer, and in their own way. 

oget and decide what line is to be 

{ hoose advertising repre- 

ves fri ll the companies, assisted 

( red idvertising man outside the 

f lar line it in the same city, who 

t as ee in case of disagreement. 

oO in broad, definite selling- 

ts fo 1in mention, which equally 

every party to the publicity. Under- 

lit ip the individual concerns, in 

te s talks over their individual 

e-plate result will be more than 

l ing value, though that is 

ving eat wherever the scheme is tried. 


will be in good will—the 


irgel tur! 

behind every commercial 
de s running his own business. 
loser relationship of the trade,” of 
sO is written, can alter that 
But ealer is often too ready to 


the motives of the manu- 


ng him advertising 


copy 
name. In 

We have 
The 


e ¢ the dealer’s firm 
is is “old stuff.” 

this ideal to-day. 

interest of the 


Sal permanent 
ct n really serving the dealer, 
ly e only real interest of a suc- 


in serving his customers. 
holds as to the general 
Don't 


riginal in the sense of in- 


lealer’s advertising. 


t be afraid to follow the 
of the house from which 


ood purchased. You are part of 


rmy of many dealers 


world who handle the same 


leas which benefit one 


1] vine for local differences. 
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Office Equipment in the Export Field 


Being a Digest of Several Addresses Presented at the 
Recent Industrial Exposition and Export Conference at 


Springfield, Mass. 


EDITOR'S NOTE—Th 
Trade Exposition and Export Conference which was held at 


four addresses which are presented here were read 


the 
fle 
ea , 
Witch 


part of the w 


last month at 


and a report of 


Springfield, Mass., 


other portion of this issue. The address of the Hon. James Logan was presented during the first 
those of Mr. Wyman, Mr. Rockwell and Mr. Mahony were given on June 29, which was known as “Off 
Day.” It is a matter of some regret that we are unable to present these speeches in full and to report the int. 1 
sions which followed them, but to do so would require far more space than we can give to one topic at this tin 
any way connected with the export business will 


will find these addresses full of interest, and those who are in 


ble suggestions 


I 


and 


By Hon. James Logan. 


F WE desire to create a closer relationship and busi 


the Latin-American countries—if we want 


obtain 


with 
to 


ness 
their 


nd 


We must put ourselves in a position to extend them credit 


They to do this. We 
provide both banking and shipping facilities. 


When 


repeat dly 


expect any considerable portion of 


trade, we must ourselves provide the means to that e 


cannot come us if we not do must 


statement mad 
What 
to 


sinews of 


South America I heard the 


“What 
was 
that 


in 


we need is more banks.” was 


which borrow, 


the 


really wanted more banks from 


and tf we want trade we must provide 


war 


Republics have not financial 
| 


to 


These South American 


resources of their own sufficient meet the demands for 


the development of their country, and they have been and 


are now largely dependent on the foreign bankers for 
credit, and now that this avenue has been closed by th 
war in Europe they have nowhere else to go. They are 
in exactly the same position that the United States has 
been in, 

Several years ago the National City Bank of New York 


other 
it 


at 
if 


and 
but 


Aires 


made, 


City established a branch at Buenos 


points, and so a beginning has been is 


to be worth anything to this country it must be treate: 
Its capitalization will be only as a 


1 


only as a beginning. 


drop in the financial reservoir of South America. 


Foreign Banks Are Credit Bureau. 


These chains of foreign banks not only furnish ex 
‘change but they also act as a credit bureau for their 
clients and being on the spot, they have a personal and 
intimate knowledge of what is going on and of the finan 
cial standing of the parties with whom they are doing 
business, and they take an active part in promoting thei 


client’s interests, for by so doing they are also advancing 


their own. 
The 


mercial 


the 


countries 


foreign firms which so largely control com 


and financial interests in these have 


been long established They were planted many years 


ago by strong pioneers of commerce, who went there as 


young men, many of them finding their wives there, and 


they have become a part ol the people. 
naturally with the the countries 
served and now in the day of larger things they are in a 


They have grown 


growth of they have 


strong and commanding position 


We must not think we are going to dislodge them to 
morrow or the next day and take the places they now 
hold. 

So I am convinced that if our country is to have a 
share in the commerce of the South American republics, 


our manufacturers and merchants must be content to do 


as these earlier pioneers did: begin in a small way and 
lay a secure foundation for the larger growth that is sure 


labor under the impression that they 


If they 


to come. 


can break into that market with a me: 


themselves mistaken 


Southern Spirit Distrusts the Hustler 


Che so-called hustler does not always arr tie 
countries. They do not take kindly to his 
native South American has a graciousness 
which some American hustlers lack, but wl 
do well to cultivate, t s adding that 1 ( 


honesty and integrity 


We are not going to get that trade just 
trom the United States. In fact, I believe | 
in saying that in certain quarters that may 
These large foreign commercial and finat l st 
do not want us there vhy should they I tis 
ed with the present conditions and do not 
disturbed For years influences have beet 
create a political prejudice against us w 
against our commercial interests and we mig 
understand that before we begin 
The diplomacy of the big stick, so-calle 
small place, and rightly so, in the esteen 


one of the banquets Q 


\merican people. At 


ot the leading bankers of the city, who was cl man o 
the reception committee, said to me during 1 

‘Do you realize that there is a very deep-seat ng 
in the South American Republics in regard 
perialistic ideas and designs of your great rey n the 
north 

My reply was, “If so, there is no groun 
simply a man of straw created by interests wv 
want us here commercially The United States 
perialistic designs on South America. N«¢ 


' 
word or « 


public or private, heard a man say a 

suggest that our country desired one inch of S 
ican territory or that we desired one con 
tage that would not be common to manki: 


mutual advantage of both countries.” 

The people of South America have not 
the United States meant by the Monroe D« l 
good will and protection from the encroachme: 
archial governments across the seas Chere 
too many, who for their own selfish interests e1 
to it and have cultivated a meaning whicl 
pugnant to a proud and high-spirited peoy es 
people were charmed by Secretary of State Root : 
tour of the South American Republics, several 4 g 
his courteous simplicity, dignified manner l 
quent, forceful and bove all, friendly mes 
greatly enjoved the el uence ot Mr Bry 
dently created on thi wl ok a very fave rabl t S 
but he was somewhat of an enigma to s 
Many of them could not understand how 
could make the burden of his speeches ethical : 
religious truth as he saw it, and as several 
said to me, “That man is a preacher, not a polit to 
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1 replied in the language of the street, “Forget it, food and even after thirty-five years demanding imported 
don’t know him.” macaroni, spaghetti, et¢ 
Bryan’s Teetotalism a Sore Spot. Immigrants Not Yet Assimilated. 
: slg They have intermarried among themselves, but a large 
If I might be permitted oe ae hy ee ee lett portion of them have in no sense become Argentines, Bra- 
nas ; was his attitude a ee ee zilians or Chileans, ete. They have not been assimilated 
pay heir guest and they felt that courtesy should 2. pave the earli immigrants who came to the United 
Mies to conform to th es the haeiogse pi States n fact til very recently, people of South 
| ‘<< haves — peeps Shes Sy nes st icant * A Ame did not desire them as citizens, They wanted 
a ee President of their Republics at the functions then to come because they needed their labor, but they 
aoa ore iy did not desire them to purchase land, though they wanted 
en in his honor without a violation of principle them to till it. In other words, the large land owners 
n ou uught we have considered because the peopl wanted to retain their large holdings as plantations to be 
Se ntries are called Americans and because their worked on shares so that they or their families might 
ert ts have in a large degree been patterned after get il the benefit of the unearned increment of the 
ori government, that their thought is, or ought ¢oming years. The broader minded men of today see 
e, tl same as ours, but in that we make a very great that that is a mist e and that in order to make a citizen 
lhe conditions are entirely different who will be worth something to the country you must 
Che ge, education, social and commercial afhli give hi stal n the soil. The agricultural and edu- 
- rv thought. is distinctly Latin, and why ational departments of the Argentine, Brazil and Chile 
1 expected to be otherwis Their blood, thei are doing splendid pioneer work along this line. 
tion all of the countries fror vhich they sprang Business in S« \merica is very largely in the hands 
th: od has not been 1 f the foreign importing houses, firms 
if nelting pot They th large means, large stocks of mer- 
had the benefit of a public s andise, and well established connec- 
as ours, though the yns, and they supply the smaller 
tine Brazil and Chile are ises who do the distributing. These 
. lid progress in this smaller merchants or distributers, if I 
( sequently they have ight use that term, are, generally 
1 t in close touch eaking, the real South Americans, 
ate e with the countries d they are not entirely happy under 
h they or their people car resent conditions and would be glad 
ey ive maintained their open up other avenues through 
onnections with h they might secure both mer- 
d \ll their natural inelina andise and credit and at the same 
ld ¢ wae Xs a matte e dispose of their own products. 
tl vere nearer to Europe hey feel that they are in a sense in 
” ted States It called - pocket, but their line of credit with 
e of an effort to trade wit! hese large importing houses is in most 
ed St than with Europe: be es stretched to the limit and they 
s 1 European countries e not always free to open up new 
t] inds of merchandise ivenues for the purchase of other 
it habit of buying and ods. Many of them would not dare 
Vi to continue to do so, through fear that if it were 
eas ften the merchants and nown their line of credit might be 
rs and exporters of the Hon. James Logan it down, and if the importing houses 
ited St s insisted on trying to make them buy th nw they depended did this, the connection between 
al hich suited the home market in the United the i rting ses and the bank is often so close that 
es there is every likelihood that their bank loans might also 
)y S. Miller, Brazilian Minister of Foreign Af é Hee 
Ss an ial envoy to the United States in 1913, said | nearest vous condition that | can suggest we 
na le in the New York Sun, Aug. 10, 1913 “Ti nd it print trade in this country, where a printer 
R German business man in Brazil whether he th a si tal is in a degree owned by the jobbing 
sup] bjiect under the sun he will sav ves. and ape ( ich he purchases his supplies. In 
ecess e will cable instructions that a sample be pt rtion 1 : ital he owes his jobbing connection 
LX id shipped The Americar ommercia! so mu es not dare to buy from any other 
laim his lack of interest in goods which his Si the jobbing house that has been car- 
5 appen to have on the list.” rving vill se to continue to carry him and call 
Ve in the United States have been getting of late vears Dol up his account, which he knows he 
we ber of what might be lled itinerant immi 
S ome to this country with no thought of nie n which applies to other lines of 
untry their permanent home The Sout trade 1] illus the condition which exists in South 
er! Republics got comparativel few of the early \met! Bear il | that through the boards of direc- 
i such as came to the United States prior to tors of ft iwh their national clubs and -social 
1880 heir growth has been largely since tl ocean ors { s ¥ re practically in every city, there is 
ry Since then South Ameri has had a nit terest in operation of which we in 
‘ migration, but it has been i1 large this try conce ption We were in school in 
sure itinerant variety ey have not taker South Am« we were in the kindergarten class. 
it South American soil Phe have remained Why North Americans Are “Provincial.” 
s, Spaniards, Portuguese, ‘ mans rench, et It r count! ave had a continent to develop and 
rit to their own homeland custo! eatit the sat e1 ( tilling, so to speak, our own large 
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farm, and it has made our thought along certain lines very 
provincial. We have not been compelled to go to the four 
corners of the earth for business and we have not thought 
in terms of the world as some nations have been com- 
pelled to think, and while we have been busy at home, 
they have been planting the seeds of their business all 
over the world and the roots have taken firm hold in the 
soil. The thing that impressed me and made me humble 
and sometimes humiliated was our provincialism—our 
localism—as compared with the world knowledge and the 
world vision which some of the men had with whom we 
talked. While our minds were in a degree provincial, 
the minds of many of the men we met were international. 

They saw a world where we saw only our country. 
Remember, we had an opportunity to meet many of the 
brightest men who are in control of the larger commercial 
interests and after such conferences we soon got over 
the notion that we in the United States invented business 
—we did nothing of the kind. We can with profit take 
lessons from some of the men from the other nations of 
the earth. 

Now permit me to speak directly and pointedly to the 
American manufacturer, merchant and exporter. You will 
never get any considerable portion of that trade by ap- 
pointing agents to represent your lines who also represent 
competing lines from Europe. You may get a few orders 

just enough to retain the agency, to keep informed as 
to what we are doing and know our best prices and terms 

just enough to dispose of us as competitors by tying 
our hands and we may be as completely disposed of as 
though we had been driven out of the market by com 
petition; but in one case we would have gone down fight- 
ing, while as a matter of fact, in the other case, we were 
simply put to sleep. 

We will never get any considerable portion of that 
trade by absent treatment methods. Nor will we get it 
by the appointment of agents who simply keep our cata- 
logues on file and who show our goods and quote prices 
when a customer calls. We would be in bankruptcy in 
this country to follow that policy. What reason have we 
to expect returns in a foreign country following a policy 
which we know would spell failure here? We must be 
content to make investment for the future without pres- 
ent returns. We must be willing to pay for our own edu- 
cation because no one else will pay for it. 

The men who have built up a successful business on 
any line of goods do not usually carry them as a side line 
They make the line their principal business and keep 
eternally pushing it. We must be continually pushing our 
goods, bringing them to the attention of prospective buy 
ers, and, in a word, creating a demand and compelling 
them to buy. 

Social Adjuncts an Essential Factor. 

We must learn to do business in these countries the 
way their merchants want to do business. We must con 
form to their ways and not expect them to conform to 
ours, and socially we must be able to talk with them intel- 
ligently about the things they are interested in—our life 
and theirs must flow together. 

We must be able to give expression to our thought 
in the language of the customer whom we hope to serve 
without the aid of an interpreter. 

There are a good many things that cannot be done by 
proxy I will grant that you can make love to a girl 
even if you don’t understand a word of her language and 
she doesn’t understand a word of yours, because the lan- 


guage of love is a universal language, but you cannot sell 


goods on that basis. 
How shall we get a part of that South American trade? 
First, we must set a high standard for commercial integ- 


c 


rity. We must see to it that the word of the American 
merchant, manufacturer or exporter in respect to his 
goods rings true, not occasionally, but every time. There 
must be no substitution of grades. Standards of quality 


must be maintained and we must do business with a six- 


teen ounce pound and a thirty-six inch yard stick We 
must turn no short corners in commercial transactions. 
Every “scrap of paper’’ must stand the acid test of integ- 
rity. We must set for ourselves the highest commercial 


ideals, and thus, and thus only, shall we have a right to 
rank among the great commercial nations of the world 


and obtain a share of their trade. 


The merchants of these countries visited have connec- 
tions of many years’ standing and in many cases trade 
friendships have been formed which do not bear the sign 
of the dollar. These merchants are intensely loyal to 
business friends who are loyal to them and they will be 
just as loyal to us when we have through years of friend 
ship and service earned the right to such loyalty, but not 
till then, 

The great majority of clerks and the men who will in 
the coming years become buyers and managers for com 
mercial houses in South America are largely foreigners 
Scotch, English, Germans, ete. The North American is 
really not at present in the race and you ask “Why?” The 
answer is because he has not been crowded « of his 
own country as these other men have. In a sense the 
man from the United States has not been obliged to go 
abroad. The North American feels that he can go bach 
home any time and too often he has gone to South Amet 
ica with no intention of making that country s per 
nent home 

Young America on a Junket. 

I have had a great many young men from tl United 

States and most of them have looked upon a trip ti Sout! 


America as a kind of junket or vacation, and at the end 


1 


of a year or eighteen months, they begin to sigh for 
Upper Broadway and the Bowery, and incidentally twelve 
or fifteen dollars a week, whereas the men from Scotland 
(and they are among the best) and England and Germany 
expect to remain here permanently. 

We must send good men who thoroughly understand 
their lines of goods hat does not necessarily mean to 
send a crack salesman who has made a great record it 
the states. The problem here is a new one and such a 
man would not be satistied with the small volume of busi 
ness which he might develop, for he may have grown 
past the day of smaller things. Select, instead young 
man of promise, who has not yet, as the French would 
say, “arrived,” but who is willing to begin where the 
crack salesman began twenty years ago to build up his 
trade, and who will grow with the growth of the isiness 

There is a lot of talk in the newspapers al t “Amer 
ica’s seizing the world’s trade,” but there won’t be any 
seizing of the world trade except as the result of the hard 
est kind of intelligent, persistent and painstakir vor} 

South America is no place for a man ake finds the pace 
at home too fast for him. The pace is going to be fast 
there where we must meet the competition of the world 

Now in closing let me point out certain definite things 
to be carefully noted. Learn to observe the amenities « 
business. Do not put into your business so much hustle 
that the courtesies are crowded out. Courtesy with these 
people will pay substantial dividends. To get and hold 
any fair share of South American trade, we can do several 
things with profit. Cultivate the scientific thoroughness 
and painstaking care of the German to whom no detail 
is too small, but do not cultivate his lordly, domineering 


and insulting attitude of superiority which is everywher 


in evidence. Cultivate the courtesy of the refined Fren 
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Spaniard and Italian, and the bull-dog tenacity of nl goods a steamer to a lighter on the west 
e British in holding a customer, always having in mind oas Sout! a, with a lighter rising and falling 
at there, as here, it is more easy to hold an old custom: ten or twenty feet with each wave, and with the sea 
og new one. break er the lighter, you would know why your cus- 
“Stand By Your Price-Guns!” tomer was so } in giving instructions. 
lo ne e a half dozen prices for your goods. Make If stom< rders you to put certain numbers 
te Ss as easy and your prices as low as y¢ rught on j ses w his instructions; but if you are 
ike them, and then stand by your guns Maintain ave on the factory numbers, thus 
1ality and never substitute something else just as dor eri e cases. Be sure that the case num- 
or pretty nearly the same or even better quality bers s nd invoices agree, and that there is 
( have got what is ordered and cannot get it only one case 1 er on each case. When cases are 
t si anything. delive the stom houses the case numbers are 
Do your corresponding and invoicing in the language taken checker and when consignees present their 
people you have to serve and sign your letters with = inv s numbers are checked up. 
a pen and never with a rubber stamp. That does not li have foreign business and you must delay some 
Bes a is it good form in this country, and it is ships s, do delay the shipments to your foreign 
oked upon as still worse in foreign countries custo! o whom you can ship only occasionally. Bend 
ill orders exactly as given. Do not add to or send all y energies to ship the goods. Some of your local 
. if it be possibly avoided, and, if need be, incon- shipments can go the next day without loss or incon- 
ience yourself a good deal in order to ship the exact veniencs but if this export shipment misses the con- 
t orderet necti that on s delay at the factory may cause a 
Pack your goods the way your customer orders them mont lelay in the delivery of the goods, for the ship- 
d. Tl know the conditions—you do not. Assume ment y be timed to catch several steamers before it 
they know what they want é they order—you r its fir nation. 
vO when you order goods At nall our mail, be sure and put sufficient 
. stomer orders goods packed “knocked down,’ posta It is not the amount at issue; it is the constant, 
hem that way. If you had ever se them petty , rts 
. 7 éé 7 9° 
Establishing a “Built-In Export Department 
An Address by Walter F. Wyman, Manager Export 
Department, The Carter’s Ink Company, Honorary Presi- 
dent, Export Manager’s Club of New York, Foreign Trade 
Committee, National Association of Manufacturers, For- 
eign Trade Committee, Association of National Adver- 
tisers, Inc., delivered before the recent Industrial Con- 
ference at Springfield, Mass. 
X PORTING is merely selling goods somewhere else. _ it he will be a fairly busy man, and he 
E Exporting is based on the same selling principles 1] ttle time left to make plans for new business. 
have <isted since the first men met and bartered \\ pply the principle of co-operation? Is it 
( sites for a profitable foreign trade are common not e1 operation that the export end of a 
se and selling ability. The re eigner is the UI e the tools that it has instead of build- 
own town who buys from your competitor. No i set For example, it is an axiom of 
s your goods, regardless of his color of skin nes nger exists when responsibility for 
( sa foreigner though he live in Madagas« al ( is joined in the same individual or 
elat is a customer. ( iple that the man who sells should 
s easy to define a “built-in” export department as be t ss on the credit of orders he obtains 
an integral part of your business, not S ysterious word “export.” Foreign 
hment or an excrescence. By virtue its be st edi based on the same three C’s—char- 
of your business as your domestic sales capital—which form the foundation 
tment, it secures the benefit of the experienc: oO lf this be true, then the domestic 
pe the support of every employes office t co-operation with the export de- 
to ent. In such a normal atmosphere, fre« om the handling of foreign business a 
vs s fogs in which many have sought to enveloy ( sp knowledge which alone can yield 
it thrives in exact proportion to the maki th lers at the minimum of losses. 
selling skill of the company itself Business both in Valparaiso, Chile and in 
The day of the export manager posed as an “ex Valy [1 loo often it is assumed that a 
t sp ¢ has passed. The manufacturer of tod sp¢ ( for every phase of overseas trade, 
es the applicant for export honor with two questions evi en thes ases directly correspond to phases ‘of 
( ve ll goods?” and “WI < le is fundamentals enter. The differ- 
lf the ne selected to be responsible for the tiative 1 ly s details. 
lling ¢ ds abroad is to be treated as a human being S matter of daily proof in hundreds 
Ss se g assets capitalized e should neve be oO ises with established export sales 
tted to become an overpaid translator or cl that ed is to acquaint the several depart- 
eas le order from its receipt If the or an 1 ex ng with the actual surface differences. 
nsible for the sales end of exporting is t | d give to the export enterprise not 
; O xD but the judgment of every man in 


siness without interferet 
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farm, and it has made our thought along certain lines very 
provincial. We have not been compelled to go to the four 
corners of the earth for business and we have not thought 
in terms of the world as some nations have been com- 
pelled to think, and while we have been busy at home, 
they have been planting the seeds of their business all 
over the world and the roots have taken firm hold in the 
soil. The thing that impressed me and made me humble 
and sometimes humiliated was our provincialism—our 
localism—as compared with the world knowledge and the 
world vision which some of the men had with whom we 
talked. While our minds were in a degree provincial, 
the minds of many of the men we met were international. 

They saw a world where we saw only our country. 
Remember, we had an opportunity to meet many of the 
brightest men who are in control of the larger commercial 
interests and after such conferences we soon got over 
the notion that we in the United States invented business 
—we did nothing of the kind. We can with profit take 
lessons from some of the men from the other nations of 
the earth. 

Now permit me to speak directly and pointedly to the 
American manufacturer, merchant and exporter. You will 
never get any considerable portion of that trade by ap- 
pointing agents to represent your lines who also represent 
competing lines from Europe. You may get a few orders 
—just enough to retain the agency, to keep informed as 
to what we are doing and know our best prices and terms 

just enough to dispose of us as competitors by tying 
our hands and we may be as completely disposed of as 
though we had been driven out of the market by com- 
petition; but in one case we would have gone down fight- 
ing, while as a matter of fact, in the other case, we were 
simply put to sleep. 

We will never get any considerable portion of that 
trade by absent treatment methods. Nor will we get it 
by the appointment of agents who simply keep our cata- 
logues on file and who show our goods and quote prices 
when a customer calls. We would be in bankruptcy in 
this country to follow that policy. What reason have we 
to expect returns in a foreign country following a policy 
which we know would spell failure here? We must be 
content to make investment for the future without pres- 
ent returns. We must be willing to pay for our own edu- 
cation because no one else will pay for it. 

The men who have built up a successful business on 
any line of goods do not usually carry them as a side line. 
They make the line their principal business and keep 
eternally pushing it. We must be continually pushing our 
goods, bringing them to the attention of prospective buy- 
ers, and, in a word, creating a demand and compelling 
them to buy. 

Social Adjuncts an Essential Factor. 

We must learn to do business in these countries the 
way their merchants want to do business. We must con- 
form to their ways and not expect them to conform to 
ours, and socially we must be able to talk with them intel- 
ligently about the things they are interested in—our life 
and theirs must flow together. 

We must be able to give expression to our thought 
in the language of the customer whom we hope to serve 
without the aid of an interpreter. 

There are a good many things that cannot be done by 
proxy. I will grant that you can make love to a girl 
even if you don’t understand a word of her language and 
she doesn't understand a word of yours, because the lan- 
guage of love is a universal language, but you cannot sell 


goods on that basis. 
> 


How shall we get a part of that South American trade: 
First, we must set a high standard for commercial integ- 
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rity. We must see to it that the word of the American 
merchant, manufacturer or exporter in respect to his 
goods rings true, not occasionally, but every time. There 
must be no substitution of grades. Standards of quality 
must be maintained and we must do business with a six- 
teen ounce pound and a thirty-six inch yard stick. We 
must turn no short corners in commercial transactions. 
Every “scrap of paper’ must stand the acid test of integ- 
rity. We must set for ourselves the highest commercial 
ideals, and thus, and thus only, shall we have a right to 
rank among the great commercial nations of the world 
and obtain a share of their trade. 

The merchants of these countries visited have connec- 
tions of many years’ standing and in many cases trade 
friendships have been formed which do not bear the sign 
of the dollar. These merchants are intensely loyal to 
business friends who are loyal to them and they will be 
just as loyal to us when we have through years of friend- 
ship and service earned the right to such loyalty, but not 
till then. 

The great majority of clerks and the men who will in 
the coming years become buyers and managers for com- 
mercial houses in South America are largely foreigners— 
Scotch, English, Germans, etc. The North American is 
really not at present in the race and you ask “Why?” The 
answer is because he has not been crowded out of his 
own country as these other men have. In a sense the 
man from the United States has not been obliged to go 
abroad. The North American feels that he can go back 
home any time and too often he has gone to South Amer- 
ica with no intention of making that country his perma- 
nent home. 

Young America on a Junket. 

I have had a great many young men from the United 
States and most of them have looked upon a trip to South 
America as a kind of junket or vacation, and at the end 
of a year or eighteen months, they begin to sigh for 
Upper Broadway and the Bowery, and incidentally twelve 
or fifteen dollars a week, whereas the men from Scotland 
(and they are among the best) and England and Germany 
expect to remain here permanently. 

We must send good men who thoroughly understand 
their lines of goods. That does not necessarily mean to 
send a crack salesman who has made a great record in 
the states. The problem here is a new one and such a 
man would not be satistied with the small volume of busi- 
ness which he might develop, for he may have grown 
past the day of smaller things. Select, instead, a young 
man of promise, who has not yet, as the French would 
say, “arrived,” but who 1s willing to begin where the 
crack salesman began twenty years ago to build up his 
trade, and who will grow with the growth of the business. 

There is a lot of talk in the newspapers about “Amer- 
ica’s seizing the world’s trade,” but there won't be any 
seizing of the world trade except as the result of the hard- 
est kind of intelligent, persistent and painstaking work. 

South America is no place for a man who finds the pace 
at home too fast for him. The pace is going to be fast 
there where we must meet the competition of the world. 

Now in closing let me point out certain definite things 
to be carefully noted. Learn to observe the amenities of 
business. Do not put into your business so much hustle 
that the courtesies are crowded out. Courtesy with these 
people will pay substantial dividends. To get and hold 
any fair share of South American trade, we can do several 
things with profit. Cultivate the scientific thoroughness 
and painstaking care of the German to whom no detail 
is too small, but do not cultivate his lordly, domineering 
and insulting attitude of superiority which is everywhere 


in evidence. Cultivate the courtesy of the refined French- 








British in holding 


that there, as here, it is more 


new one, 


than to geta 


“Stand By Your Price-Guns!” 


Spaniard and Italian, and the bull-dog tenacity of 


a customer, always having in mind 
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unloading goods from a st¢« 
South 


twenty 


coast of America, 


easy to hold an old customer ten or feet with ¢ 


breaking over the lighter, you 


witl 


tomer was so particular in g 
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amer to a lighter on the west 


a lighter rising and falling 
and with the sea 
would know why your cus- 
iving instructions. 


ach wave, 


Do not have a half dozen prices for your goods. Make If your customer orders you to put certain numbers 
your terms as easy and your prices as low as you ought on your cases, follow his instructions; but if you are 
to make them, and then stand by your guns. Maintain a jobber, do not leave on the factory numbers, thus 
the quality and never substitute something else just as double numbering the cases. Be sure that the case num- 
good or pretty nearly the same or even better quality bers on the cases and invoices agree, and that there is 
If you have not got what is ordered and cannot get it, only one case number on each case. When cases are 
do not send anything delivered at the custom houses the case numbers are 

Do your corresponding and invoicing in the language taken by a checker and when consignees present their 


of the people you have to serve and sign your letters with 


invoices the numbers are cl 


iecked up. 


a pen and never with a rubber stamp. That does not If you have foreign business and you must delay some 
look well, nor is it good form in this country, and it 1s shipments, do not delay the shipments to your foreign 
looked upon as still worse in foreign countries. customers to whom you can ship only occasionally. Bend 
Fill orders exactly as given. Do not add to or send all your energies to ship the goods. Some of your local 
short, if it can be possibly avoided, and, if need be, incon- shipments can go the next day without loss or incon- 
venience yourself a good deal in order to ship the exact venience, but if this export shipment misses the con- 
amount ordered nection, that one day’s delay at the factory may cause a 
Pack your goods the way your customer orders them month’s delay in the delivery of the goods, for the ship- 
packed. They know the conditions—you do not. Assume ment may be timed to catch several steamers before it 
that they know what they want when they order—you reaches its final destination. 
think you do when you order goods. And, finally, on your mail, be sure and put sufficient 
If your customer orders goods packed “knocked down,” postage. It is not the amount at issue; it is the constant, 
then pack them that way. If you had ever seen them petty irritation that hurts 


Fstablishing a ““Built-In’’ Export Department 


An Address by Walter F. Wyman, Manager Export 
Department, The Carter’s Ink Company, Honorary Presi- 
dent, Export Manager’s Club of New York, Foreign Trade 
Committee, National Association of Manufacturers, For- 
eign Trade Committee, Association of National Adver- 
tisers, Inc., delivered before the recent Industrial Con- 
ference at Springfield, Mass. 


XPORTING is merely selling goods somewhere else. it is obvious that he will be a fairly busy man, and he 
E Exporting is based on the same selling principles will have little time left to make plans for new business. 
which have existed since the first men met and bartered. Why not apply the principle of co-operation? Is it 
The requisites for a profitable foreign trade are common not the essence of co-operation that the export end of a 
sense and selling ability The real foreigner is the man business should use the tools that it has instead of build- 
in your own town who buys from your competitor. No ing an entirely new set? For example, it is an axiom of 
man who buys your goods, regardless of his color of skin, good business that danger exists when responsibility for 
race ¢ reed, is a foreigner though he live in Madagascar sales and for credits is joined in the same individual or 
or Iceland—he is a customer. department. The principle that the man who sells should 

It is easy to define a “built-in” export department as be the last man to pass on the credit of orders he obtains 
one which is an integral part of your business, not an is unchanged by the mysterious word “export.” Foreign 
ittachment or an excrescence. By virtue of its being just credits are primarily based on the same three C’s—char- 
as much a part of your business as your domestic sales acter, capability and capital—which form the foundation 
department, it secures the benefit of the experience of for domestic credit If this be true, then the domestic 
one expert and the support of every employee, Irom once credit departm«e nt, in co-operation with the export de- 
boy to president. In such a normal atmosphere, freed from partment, can bring to the handling of foreign business a 


the mysterious fogs in which many have sought to envelop degree of specialized knowledge which alone can yield 
foreign trade, it thrives in exact proportion to the making the maximum of orders at the minimum of losses. 
and selling skill of the company itself. Business is business both in Valparaiso, Chile and in 
The day of the export manager who posed as an “ex- Valparaiso, Indiana Too often it is assumed that a 
port specialist” has passed. The manufacturer of today specialist is required for every phase of overseas trade, 
faces the applicant for export honor with two questions even when these phases directly correspond to phases of 
‘Can you sell goods?” and “Who says so?” domestic trade, so far as fundamentals enter. The differ- 
If the one selected to be responsible for the initiative ences are only surface details 
in selling goods abroad is to be treated as a human being Fortunately, it is a matter of daily proof in hundreds 
and his selling assets capitalized, he should never be of well-organized houses with established export sales 
permitted to become an overpaid translator or clerk that the only real need is to acquaint the several depart- 
l'race a single order from its receipt. If the one man ments already existing with the actual surface differences. 
esponsible for the sales end of exporting is to handle These once mastered give to the export enterprise not 
all foreign business without interference (or assistance) only the experience but the judgment of every man in 
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every department through which the export order may 
pass. 

The policy of executive control is highly important. 
The idea of a built-in export department presupposes that 
the same executives who control the destinies of domestic 
trade should be the rulers over export efforts. 

This policy is essential. There should be an immediate 
and final court Of appeal when differences arise which 
involve possible sacrifices of either domestic or foreign 
interests. It should be the duty of this executive to decide 
how much laboratory experimentation shall be authorized 
in trying to satisfy new foreign demands. It should be 
his duty to decide whether the difficulties of manufac- 
turing or packing a product to meet some special export 
need justify the venture from the standpoint of the busi- 
ness as a whole. If the credit department and sales de- 
partment remain wholly unreconciled on any matter of 
real importance, the men behind the business, who are 
responsible for its policies, should be the ones to decide, 
after hearing both sides of the matter. If the method 
of recording or compiling export information clashes with 
the standards and methods set forth for domestic pro- 
cedure, there should be an authority to give final decision. 

This does not mean that the addition of export respon- 
sibilities necessarily places sudden and great burdens on 
the executives. If a definite sales policy is decided, and, 
on the same basis, a system of routine and division of rou- 
tine established, it is necessary only that the executive 
in charge of both foreign and domestic activities be kept 
advised of conditions and progress by means of occasional 
tabulations and by perusal of important letters. Thus he 
will be constantly in a position to give intelligent deci- 
sions and make constructive suggestions. 

The “built-in” export department is sound. It has 
displaced other methods and multiplied profits. So far, 
it has not been rigidly standardized. In going from de- 
partment to department we shall select in each case the 
practices which have proved their superiority by the acid 
test of actual service. 

Let us imagine ourselves as making a flying trip 
through the plant wherein this model “built-in” export 
department has been installed. First of all, we stop for a 
moment at the desk of the advertising manager. We ask, 
“What is your part in export work?” 

His reply comes quickly, “First of all, I investigate in 
the usual common sense way the mediums which are 
recommended by the export man. Just as I check up 
publishers’ claims here at home, I check up the quantity 
and quality of export circulation. I make sure that the 
publication reaches the countries in which we operate or 
desire to operate. I seek and secure proof that in thes« 
countries the export journal is read and appreciated by 
the types of merchants who will buy our lines.” 

“The export man tells me the products he wishes to 
feature, explains the nature of the competition we must 
meet and the particular trade or consumer outlets with 
which demand is to be created. It may be that we have 
an advantage in service to dealers rather than a superior- 
ity of products. We may well be more anxious to secure 
agents than to secure immediate orders. We may need 
the solid foundation of an educational campaign. My 
work is to make the printed word—our advertising—in 
magazines, newspapers, outdoor or indoor signs, cata- 
logues or dealer literature a clean-cut piece of sales and 
good will building.” 

Without the usual fear and trembling we approach the 
credit man. Even though we have heard that the credit 
man is often the stumbling block in starting out in ex- 
porting, we have no worries for this particular “watch 
dog of the treasury” is passing favorably on foreign credit 


lists totalling hundreds of thousands of dollars each year. 


We put this question to the credit manager “Just how 
do you dovetail into this ‘built-in’ export work?” 
“I fit into our plan of handling foreign business as 


smoothly and closely as a cartridge into a Springfi 
rifle,” he replies. “My part is to keep our export work 
directed along profitable lines. By the co-operation of 
the export man we start right by eliminating undesirables 
before solicitation. By co-operation we select the most 
advantageous times to work hardest in each country and 
seldom buck our heads against the stone wall of local 
adverse financial conditions. 

“When the export man gets an inquiry from a foreign 
merchant we start our credit investigations then, so that 
up to date credit reports come in as soon as the order 
Orders come to my desk from the export selling end with 
all information I need to pass on credit from every angle 
First of all, the export man attaches to the order credit 
reports on the foreign merchant. These he secures from 
the National Association of Manufacturers, other export 
organizations and export journals in which we advertise 
These combined with my Dun report, give ample data. 
Through these lines I know all I need to know of the 
foreign merchant’s character, capability and capital. The 
export man also gives me information regarding our need 
of representation in the city or country from which the 
order originates. Where we have no trade outlet, I must 
be more liberal than where we have a dozen good dealers 
selling our lines. This is an important point too often 
overlooked. 

“Then, too, there is a slip showing me the proht on 
the order. Our lines vary widely in profit, particularly 
in these days of wartime costs. If the order showed a 
high per cent of profit, I can be more liberal than on 
orders where we cannot lose two accounts in a hundred 
and still show to be ahead of the game. 

“Passing on foreign credits, aiding in selecting business- 
like foreign agents and guiding export sales towards the 
right markets at the right time makes me feel that I am 
playing an important part in our export trade.” 

The factory superintendent has a frank confession for 


us. He considers export work an admirable testing 
ground for the products for whose manufacture, assem 
bling and packing he is responsible. We may remember 
one or two or his remarks. Che little differences in out 


lines which we make in some few cases are more than 
offset by the intimate knowledge we gain of the best 
practices in manufacture of foreign makers. I can 
member well how from one Italian sample we learned 
the way to protect one of our fragile containers Che 
clever conception of a Paris perfumery house was so 

‘a 


well adapted how to save a dollar a gross and, better sti 
well adapted to our needs that by coming in competition 
with it in India we learned how to save a dollar a gross 
and, better still, have a more attractive package. Meeting 


the world in competition is the only real test of a 


product.” 

The same type of message comes from the collectior 
manager, the trafic manager and our good friend tl 
office manager, all of whom are glad to testify that their 
part of the “built-in’’ export department has been an 
asset in their domestic work 

It has been my good fortune to meet the executives 
in charge of foreign trade of several European nations 


It has been my greater fortune to know intimately Ameri 


can export men Because of the comparison this overt 
seas acquaintance has made possible, I am confident, wit] 
good reason, that the future of the export trade of the 
United States is secure. Men like Gregory, Phillips, Gal 


lup, Rockwell, Brooks, Parmenter, Hillyer and Pelham 
form a combination strong enough to insure the profitabl 


distribution of American made goods to every market 


place of the world 








After the War—What of Office 


Furniture? 


An Address by H. P. Rockwell, Manager, 
Export Department, Yawman & Erbe Man- 
ufacturing Company. 


B EFORE we can answer the questions suggested by 
this topic, we must the general conditions 
that follow at the the Modern office 


furniture has be« vital part of professional, business 


picture 
war. 


1 
CiOSE o! 


will 


mea 


and government life among most of the nations of the 
world. The war has focused the attention of each coun- 
try upon other countries. People are intermingling with 


is never before, exchanging views and com- 
The this 


adoption of the most approved methods of 


one another 


yaring methods result of intercourse will be 
I 


the general 


ali countries the world over. Many influences now un- 
known and unforeseen will undoubtedly contribute to- 
ward conditions affecting the office furniture trade after 


the war. and while the future is indefinite, we know by 


many signs what can reasonably be expected. 


Office furniture has been so developed 


Bs 
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the study of efficiency and has 
nations to the necessity of using modern 
war modern office equipment was 
but slightly known in \merican office furniture, 
which to be the most up-to-date and efficient 
in the world, has been introduced only in a limited way. 
South similar. Rarely does 
with modern furniture. In the Far 
\frica only the branch offices of Eng- 
fitted with present day 
last few however, much 
and I believe that among 
brought the war will be a revo- 
lution in methods throughout the world. 

I have found no office furniture in my travels that even 

American particular, be it 
style, workmanship, material, finish or special 


nearly s« It has forced 
these 


Before the 


iwakened 
methods. 
Europe 
is cone eded 
Conditions in America are 
omece 


South 


one find an 
i; ast 


lish 


and in 


and American concerns are 


equipment During the years, 


educational work has been done 


other changes about by 


othce 
approaches products in any 
character, 
features, and in spite of competition, ocean freights and 


other transportation charges, duties, etc., American goods 


can and will be sold 

The attitude of the nations now engaged in combat 
toward one another after the war will have little bearing 
upon the American office furniture trade. While office 


equipment is made to a considerable extent in England, 
Sweden and Germany, and in some other 
countries in a limited way, America has 


in this country that it can now be fur- 
nished with scientific indexing arrange- led the world in this line and is so fat 
ments which take care of office records ahead it is doubtful if we can be sur- 
in a way which gives the very machinery passed \side from European plants 
of operation the semblance of sentient and a few in Japan, there are scarcely 
intelligence Even desks are now manu- any competi with the United States 
factured with filing equipment in the »r this business on a large scale. 
desk drawer to handle the records of Before the war most of our office fur- 
the office man from the highest execu- niture a cturers were rapidly de- 
tive to the clerk Therefore, this class veloping their business at home, exert- 
of products is of distinct service in sav- ing little effort to obtain business 
ing time and labor and eliminating er- abroad. No however, I know of more 
rors Office equipment, then, is a than one manufacturer who is already 
means whereby greater efficiency is planning campaigns in foreign fields 
achieved Efficient ofhce furniture is when the reconstruction period com- 
now conceived by most people to be an ences 
absolute necessity, and as educational It is not reasonable to suppose that 
work continues this fact will be more business mi other countries, who 
and more generally realized H. P. Rockwell. have changed their views on many sub- 
American machines are manufactured jects, should accept modern office equip- 
for offices today that obtain marvelous results. Some of ment. At present inquiries are being received from Eng- 


them add, subtract, multiply and divide; others tabulate, 
and still others are used for bookkeeping. Filing equip 
ment is used for compiling and handling office records, 


tremendous 
clerks 
Office furniture, which plays 


and all of these office tools have resulted in 


savings by reason of reduction in the number of 


and in tncreased efhciency 


its part in actual labor saving, can therefore be classed 
only as a necessity. 

I mention the foregoing facts to emphasize a sign that 
appears clearly upon the business horizon, viz., that the 
demand for efficient labor-saving office equipment after 
the war will be unprecedented. After the period of de- 
struction will come a season of reconstruction that will 


tax the most efficient methods known. Modern machines 


to replac« nd-labor 1 factories will be demanded; elec- 
trical devices that will shorten manufacturing operations 
nd lower roduction costs will be sought. while along 
with these innovations will come a demand for more effi- 
ient office furniture. The labor shortage will be felt in 
offices as well as in factories and will create a market for 
oder ] c quip nt < nd modern office machines for 
that matter—which will reduce to a minimum the num- 
ber of clerks required to carry on the work. 

The w s opened the world’s eyes to many things 
It I ed certa nations to be self sustaining, or 


Italy, Greece, 


countries for 


land, Portugal, 


Switzerland, Russia 


Holland, France, Spait 


and the Scandinavian 


modern American office furniture 


information relative to 


in order that quick action may be taken when the war 
is concluded. Not only inquiries, but actual orders are 
being received from the Far East, Australia, South 
Africa and South America 

[ am afraid many manufacturers do not realize the 
necessity for thorough preparation for a successful export 


to begin a propaganda for 
iffice The first 
e’s line is suitable for any 
a study of the effect of 


business. It is not too earl 


rt business in « furniture. 


after-the-war ex} 


decide is whether o1 


point to 


' 
invoives 


especial market Chis 


climatic conditions on materials susceptibility of ‘certain 
woods to tropical insects, et Information upon these 
nd othe tal ects y be obtained from the De- 
partment of Commerce, the Pan-American Union or ex- 
port organizations Most of the export trade papers are 
able to supply le infor tion. Other sources in- 
lude the National City Bar of New York, railroads, 
such as the Queen & Cres t, who have organized a 
oreign trade department, cl bers of commerce, etc. 

The second step is to st odest campaign of pub- 
licity in trade papers tl ealers who are likely to 
andle office furniture 
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Third: Secure a complete list of dealers in these lines. 
For such names one may consult the Trade Directory 
published by the Department of Commerce, lists fur- 
nished by the Pan-American Union, the Philadelphia 


Commercial Museum and the export magazines. 

Fourth: Prepare a well-written circular letter, includ- 
ing a small, attractive piece of printed matter, proof of 
advertisements run in magazine campaigns, with return 
post card suggesting that further information be _ re- 
quested. 

The next step is to send a personal representative to 
establish trade connections in the larger cities. Who- 
ever is sent should have kind of a title, such as 
Manager of the Export Department, Manager of the For- 
eign Department, etc. 

I found, in South America particularly, a feeling of sus 
picion toward American salesmen, because some Amer- 


some 


ican firms have sent commission salesmen abroad whose 
object has been to get orders by any means, making rash 
promises in many cases and doubling customers’ orders 
to increase their commissions, If, however, the salesman 
is an executive or officer of the company not dependent 
on the sales made the first trip, but is seeking acquaint- 
ance and data for the benefit of future business, he will 
get closer to the prospective customers and eventually 
will develop a bigger business. 

It is very difficult to determine 
list of names just who will prove to be the best agents, 
dealers or distributors, and for this reason a man on the 


from a miscellaneous 


ground can do more than through the medium of a 5-cent 
postage stamp. It is a more expensive process for firms 
intending to engage in export business regularly, but the 
investment is worth while. 

To companies who have been doing business abroad 
and are endeavoring to enter new fields, I would suggest 
that the representative carry with him photographs of 
several export orders to show prospective customers that 
the manufacturer has had previous experience in the ex- 
port field and that he knows how to take care of the 
business when he receives it. There have been a 
great many fly-by-night companies showing photographs 
on their letter-head of some large building as their gen- 
eral offices, but who in reality occupied only a very small 
office or factory space. We have found as a very valu- 
able sales help a book of photographs of our plant show- 
ing the extent of our machinery and facilities for manu- 


also 


facturing. 

Prior to the 
should be sent to the mailing list signed by either the 
president or general manager, stating that Mr So-and-So 
will visit their city shortly to make a study of the field. 

There is before us a problem of inflated prices with 
wage scales out of proportion with the rest of the world. 


salesman’s departure, personal letters 


Now that our government has entered the great war as a 
belligerent and the situation will be brought closer to us, 
there is reason to expect that the national habits of our 
people will undergo a change, that a greater co-operation 
toward securing better discipline will result in a better 
commercial and industrial life. It may require some time 
to accomplish the change, but this is an age of rapid 
transformation. 

New opportunities have been brought to this country 
as a result of the war and we should now begin to cul- 
tivate the possibilities that will be offered. 

The thing that men recognize as enduring success is 
less a matter of brilliant flashes than of a steady glow. 
The power that 


The dynamic forces are the still forces. 
battle—or 
concentrated, purposeful persistence. 


surmounts defeats—is the power of 


wins the 
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The Salesman in South America 


. 


A Digest of the Address of Paul R. Ma- 

hony, Representing the Remington Type- 

writer Company, Delivered at Springfield, 
Mass., June 30, 1917. 


We are a great manufacturing nation. In the supply o! 
raw materials we lead the world 


When the European war became a settled fact with a 


prospect of long duration, the American public thought 
we had a cinch on the trade of Latin America. Well, we 
had, or we should have had, but so far we have failed to 


tighten the cinch. It is still hanging loose. 

Before the war, statisticians pointed with pride to the 
fact that in 1913, the last had actually 
moved up to first place in exports to Latin America. It 
is true that in that secured about 24% per cent 


of the total exports to the twenty 


normal year, we 


year we 


Latin American repub- 


against less than 24'4 per cent., the share of Great 


per cent., the share of Germany 


lics 
Britain, and about 1614 
This sounds rather flattering for the American manufac- 
statistics, like commercial 
tell the whole truth. 


turer and exporter, but trade 
balance sheets, do not alway 
Out of our total volume of exports to the twenty Latin 
American republics in 1913, 40 per cent. consisted of our 
shipments to Mexico, Cuba and Panama, where we enjoy 
the great advantages of propinquity or preferential tariffs. 
Out of the total South America in that year 
we secured only 15% per cent. against Germany's 18'4 
Also, our trade 


exports to 
per 
cent. and Great Britain’s 2734 per cent. 
with South 
during the first year and a half of the war. 


America naturally fell off very considerably 


Germany Now Hors du Combat. 

Now, I do not want to appear to be a croaker, but I 
must say that there is nothing to boast about in that rec- 
It does not necessarily mean that our export trade 
with South 


the very best advance in prices that has taken place in 
particu- 


ord. 


America is 50 per cent. greater, considering 


the meantime. Furthermore, it does not stand 


larly to our credit when we bear in mind that Germany, 
one of our chief competitors, has been temporarily elim- 


There is still less 


inated from the field of competition. 


when we that 


for us to be self-satisfied about consider 


South America’s exports to us have doubled in the mean- 


time, but that the balance of trade against us is more 
than four times what it was in 1913. 
One gets further confirmation of this rather unsatis- 


factory phase of our export trade to both Central and 


South America in walking through their stores and mar- 
kets and American 
brands and the great preponderance of European. 

North 


America is to keep a sort of diary 


noting the comparative scarcity of 


favorite pastimes of the American 
South 
which eventually comes to light as 


or a book, in which the unfortunate American manufac- 


One of the 
“discoverer” of 
an interview, an artick 


turer is stripped of every vestige of his character as an 


exporter. Again and again we are told that we do not 
know how to pack, and that we will not learn; that we 
refuse to compete with Europe in the matter of credit; 
that we lack foreign trade organization; that we insist 
upon selling what we want to sell, and not what 
our customer wants to buy; that we do not keep 
our promises; that we do not speak foreign languages, 
nor understand the Latin temperament; that we have no 
manners, etc., ad infinitum. <A digest of these chronicles 
of criticism would surely give us to believe that our cas¢ 








July, 1917. OFFICE 
is hopeless until we tear out the whole export works and 
have them remade somewhere in Europe. 


What Are the Facts? 


Let us get down to the underlying facts: the combined 
area of our former chief competitors in South 
the United the 


amounts to less than that of our states of Texas and New 


America’s 


trade. Kingdom and German Empire, 


Mexico taken together. The total population of these two 


states of ours now amounts to about five million. Crowd 


into this area a population of over 110 million people, 
which represented the combined total of the United 
Kingdom and the German Empire before the war, and 
what would be the result? They would have to draw on 
the outside world for a considerable portion of their 
food supplies and other necessities of life, and for these 


they would have to pay in the products of such industries 
as they could establish. 


This was the situation which developed in England and 


in the German Empire, forcing them for 
their own salvation into the develop- 
ment of their manufactures for foreign 
trade long before the United States had 
dominated her domestic market to a 
point which left a surplus of manufac- 


turers to seek outlet in the foreign field. 


We, on the other hand, have not had 
capital to spare; it has been needed to 
build our own railroads and in the other 
vast avenues of investment which came 
with the development of our country. 
But a very marked evolution from this 
state of affairs has been taking place 
during the past ten years and is now 
further accentuated by circumstances 
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Next, in South America lie? 
This, of course, depends upon your line. But when you 
consider that in climatic and topographical conditions, in 
natural products and in many industries, the counterparts 
of those the United States may be found in many 
South American you may come safely to the 
conclusion that markets there for practically 
everything we manufacture. It is up to you to find out 


where do your markets 


of 
countries, 
there are 
markets lie 

commercial importance of the South 
One of the first things 


where these 
Learn the relative 


American republics. This is easy. 


that will strike you is that the three great countries of 
Argentina, Brazil and Chile account for nearly 80 per 
cent. of the foreign trade of South America. Between 


these lies Uruguay, which stands about fifth in volume of 


foreign trade out of the ten South American republics. 
How about the languages? 

How far would you expect a foreign sales- 
speaking the United States? 


Of course the mere ability to talk is not 


Be logical. 


man to no English in 


get 


everything One must know what to 
talk about, and that means a certain 
knowledge of the habits and customs. 
Notable among these I have found 


habitual politeness. 

Latin Courtesy Deeper Than Veneer. 
And speaking about the politeness of 

South Americans, I want to say that it 

is not merely 

as it is so often pictured in our literature 


exaggerated superficially, 


and movies. It is real; it is inherent. 
Regarding the matter of credits, also, 
it is true that European liberality has 


made it difficult for us in the past. It 
it this liberality in credits 


is also true th: 








growing out of the European conflagra- on the part of Europe was carried to a 
tion. We have built our railroads and great extreme; so much so that this 
captured and dominated our own mar- was largely responsible for the financial 
ket, and in doing so we have developed Paul R, Mahony. crisis that came over the greater part 
the manufacturing potentiality which of South America just prior to the war 
has enabled us to enter and compete in the foreign field When staple lines that should be turned over in from 
Salesman Is the King-Pin. sixty to ninety days are sold on terms of from Six months 

to a vear, that is not merchandising; it is lending money 

rhe problems of our foreign trade expansion are many, and inducing over extension. That is just what England 


but chief among these, I believe, is that of the develop 


ment of sales organization. There is an old saying that 
the man who can make a better mouse trap than any- 
body else can have the world wearing pathways to his 
door. Well, in these days things are changed. No mat- 
ter how good your mouse trap may be, if you want to 
sell it, you have got to take it out to the world 

Now. getting right down to salesmanship in South 
America, I find that we have been suffering a great deal 
om two extremes. Either there is a tendency to slur 
over this phase of our market building, or there is too 
1ui¢ ot a te nde ncy to consider it aS a thine orn ystery. 

[here is really no very great mystery about the whole 
subject of salesmanship in South America. The head ot 
one of our irgest and most successful manufacturing 
establishments has said 


[here is no essential difference between increasing 
business in St. Louis and increasing it in Rio and Buenos 
\ires, ar will be no more difficulty in doing so if 
the sz re d effort ere devoted to it.” 

He is about right 

What e these same care and efforts that must be put 

rtl » salesmanship 

First, h ua go line and have you a reasonably 
go od r fore trade: 


| 


and Germany and Italy were doing before the war. 


What has this got to do with salesmanship? 
\ great deal. The qualified salesman in South America 
must devote much attention to keeping in touch with the 


matter of credits. Business cannot be done without cred- 


it in South America any more than it can be done in any 
other part of the world. There are plenty of good con- 
cerns in South America who are as worthy of credit as 
any houses of like magnitude in the United States. 

The successful salesman in South America should be 


and in the economics of 
If he is, when 


well grounded in the geography 


the various countries, generally speaking. 


it comes to the matter tablishing agencies or dealer- 


ships he will parcel out his territories intelligently. 


One Way to Help Win the War. 


Business houses desirous of assisting the government 
in this time of stress should consider the possibility of 
turning salvage to useful account. Much raw material is 
wasted in many plants that might well be used by Uncle 
Sam \ method adopted by Pacific Coast firm is de- 
scribed in another part of this issue. United action to 
economize material may well be accompanied by saving 
of many odds | ends—one more way of doing the 
patriotic bit 


; 





PRESENTING THE IMPORTANT NEWS OF THE MONTH 
WITH AN INTERESTING REPORT OF THE NOTABLE 
ACTIVITIES IN EVERY SECTION OF THE FIELD 








Office Supplies Freed from Tying Contracts. 
Account of the Action of the Federal Trade Commission 
in Case Involving Restrictive Clauses in Matters Having 
to Do with Patented Machines—By Waldon Faweett of 


Washington, D. C. 


EDITOR'S NOTE.—The case of Henry vs. Dick, decided by the Supreme Court of the United States in March, 1912, 
: ts a matter of history. Recent developments wherein the principle of that case has been overruled by the same court 


By are, perhaps, not so well known. The passage of the Clayton law, so called, and the creation of the Federal Trad 
i) Commission are said to have originated by reason of the original Supreme Court decision, giving to the manufacturer of a 
- patented article the right, by means of license restrictions, to dictate that no supplies or attachments for or to be used 

ny upon the patented machine shall be sold for such use or so used without the manufacturer's consent. The A. B. Dicl 
Company of Chicago, in whose favor the original case was decided, adhered for years to its principle, and vigorousl 

ff resisted the efforts of the Federal Trade Commission of late to apply the commission's view of the Clayton act. However 

i; when the “Votion Picture Patents Case” mus decided, overruling the principle of the Henry vs. Dick case, the compa) 
realized that its license plan could no longer be adhered to. Under date of June 19 the A. B. Dick Company issued thi 
following statement to dealers in Mimeographs—a statement which is of much interest in view of the principles involved 
and the degree of prominence which the controversy has attained. It is a fitting prelude, too, to Mr. Fawcett’s subjoined 


article, as it gives concisely the position of the A. B. Dick Company in the matter. The circular says 

“Our attention has been called to certain newspaper comments concerning the recent action of the Federal Trade Con 
mission in connection with its investigation of our plan of selling Mimeographs under license restriction. To guard misu 
terpretation of such comments and misunderstanding of such action, we beg to say 

“(1) The legality of our license plan was sustained by the Supreme Court of the United States in a notable decist 
(Henry vs. Dick, 224 U. S., 1) rendered in March, 1912. 

(2) The so-called ‘Clayton Law’ was approved October 15, 1914. Believing it to be inapplicable to our practice 
not only continued the license plan, but resisted the effort of the Federal Trade Commission to apply that law thereto 

“(3) In April, 1917, the Supreme Court, in the so-called ‘Motion Picture Patents Case,’ overruled its previous 
cision in Henry vs. Dick. Broadly speaking, it held that the the license plan was not within the rights covered | 
patent statutes to which, therefore, patentee-manufacturers could no longer look for protection 

“(4) Having thus been notified that the protection of the courts and of the patent laws, which we had theretofor 
enjoyed, would no longer be accorded us, we promptly determined to abandon the license plan in favor of outright sal 
and this change is now under way. 


“(5) On April 27, 1917, we voluntarily dropped our opposition to the Federal Trade Commission proceeding, the last 
Supreme Court decision and the consequent change in our selling policy having made such opposition no longer necessar 
This was four weeks before the entry of the Commission's order (May 25, 1917), to which the newspaper comments, a 


referred to, relate. 


“In view of the foregoing, it will be clear that our retirement from said proceeding and the change im our pl 
marketing Mimeographs were due, not to the Clayton Law, but to the radical change which has now been mad, 
Supreme Court in the interpretation of the patent law—a change made in a cause with which we had nothing to d 


Respectfully, 
1. B. DICK COMPAN) 


Y THE first militant move in its history, the Federal issues involved has rendered it difficult for the averas 
Trade Commission has just shown a determination to lavman to comprehend the precise progress of the d 
free all classes of office supplies from “tying” contracts bate over methods of doing business 
of any kind that lessen competition. Via an order issued ue temeven thet taritons may te estf ta be clos 
anat . > c. . P ‘ » Ne rle 7 ; , “s 
against the A. B. Dick Company and the Neostyle ‘ —_ with the presumed establishment of absolutely open cor 
pany, the Government's lately created instrumentality for petition on all classes of ink, paper, and other supplies 
dealing with big and little business firmly sets its face used on duplicating machines The Dick Company 
against the practice whereby appliances have been leased, inclined to contest the proceeding which the Federal 
sold or licensed on the understanding that use would be Trade Commission began something over a year ago to 
made of only certain specified classes of supplies. compel it to desist from its plan of doing business 
The A. B. Dick Company and its affiliation, the Neo- (his spring, as our readers may recall, the Supreme Court 
style Company, having been for years leading exponents handed down an opinion which, in effect, justified th 
of the practice of specifying the supplies to be used with Trade Commission in its contention that the Mimeogray 
patented machines, have, naturally enough, been shining and Neostyle sales plan was a form of unfair competi 
marks for the attack of those interests, inside and out- tion or in restraint of trade 
side the office equipment trade, that are opposed te this , — ; ; 
, ae ia PI 7 ; It must be acknowledged that the Dick Compan 
plan of merchandising. The result has been a series of been entirel msisten? in iis defense of the cellina > 


contests in the courts that by the very multiplicity of which it originated and which has been copied by manufa 








urers in various other ling The corporation holds some 


covering its machines and 
taken out 


was the 


different patents 


patents having been in the years 


rom 1902 to 1914 
Mr. A. B. Dick 


purpose ot 


inclusive, and it 


and his associates to claim all the pre- 


ogatives that have been held to constitute a proper re 
ward for inventors. As the result of vigilance in the en- 
orcement of patent rights that were long supposed to 
nclude the privilege of dictating what supplies should be 


used with the patented machines, there developed numer- 
Federal courts and these finally 
B. Dick Company vs 


states 


ou controversies before 
culminated in the famous case of A. 
was “carried up” to the United 


Che decision of the nation's highest tribunal in tavor oi 


the Dick ¢ pany was hailed as epochal and as establish- 
1 e the right of a patent owner to say what 

upplies I ssories should or should not be used in con 
ection wit is patented invention. However, it was by a 
ajority te and not a unanimous decision that the Su- 
eme ( t arrived at this conclusion and no sooner 

s the verdict of the divided court announced than there 
van an agitation for a change in the laws of the United 
States that would prevent a manufacturer from “tying” 
patente supplies or incidentals to his main, patented 

n due S¢ or, to be specific, in the latter part o! 


e vear 1914, the Congress of the United States enacted 


as the Clayton Act and which 


vat is only knowt1 
ist people took to ec a response to the demand for 
legislation that would free all articles of commerce from 
° cont ts However, the Dick Company did not 
’ ept this popular view of the intent of Congress. Samuel 
©. Edmunds, representing the Dick Company, has con 


nded a that Ce ress, in providing the Clayton 
\ct as not leveling i weapon at the so-called vice of 
selling under a license restriction, but, instead, was strik 
g at the practice whereby a manufacturer sells to a 
ealer under such conditions as to preclude the dealer 
rom m¢ sing similar articles made by competitors 
Howe e Federal Trade Commission, which has 
een dubbed the “supreme court of business,” and which 
id e¢ eated by Congress at about this same time 
ler to enforce the Clayton Act and similar statutes, 
promptly took the view that Congress intended to undo 
hat the lick Company had accomplished in the Dick 
Henry decisiot Accordingly, the Trade Commission 1s 
sued a int’ against the Dick and Neostyle con 

s is. a formal notice to show reasons why 

alt sl l t be called on the prevailing w oi 
Befor it t around to the Dick Company, the [rade 
ss d iss 1 complaints of the same eneral 
racter inst other firms in divers lines of trade, but 
est s almost without exception took the hint 
alter business policies without 1s 

estio! rt} Dick Company, thoug] Dt 
st the justice of any interferet the 
é th its plan of marketing mac s and 

lies dent to e argument a vast amount ot te 

ken in all parts of the country Dealer 

tat . ‘ ce equipment were examine | 1yvers 

ce s ( or important railroads, insurance co 
nies a ther lar rporations were quizzed, publi 
ter s added t weight of their evidence and 
lay users of the mimeograph or neostyle wer es 


d as to the effect upon the ultimate consumer 


estrictive pol vy with respect to supplies 


vas in the midst of this marshaling of ts and fi 
res that the United States Supreme Court handed dow1 
( which \ t ly revoked the rig hts that had 


memorable Dick-Henry de 


other supplies According to the 


par eld 1 retofor uiling prices on 
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Supreme Court was not 
but with an entirely 
the case was from a legal 
standpoint a which the 
mimeograph had figured and so the court in order to be 
‘onsistent took occasion to explain that its current con- 
admittedly a reversal of the prior decision in 
Di k and He nry 
part of the court of last 
f the Dick Company and 
n exercised its full author- 
ity for the first time in its rather brief history and with 
Dick Company and the 
Neostyle Company to “cease and desist” from directly 
making any sale or contract for the sale of 
machines or stencil paper on the 
condition, agreement or rstanding that dealers shall 
purchasers use stencil paper, ink or other sup- 
competitors and to report to 
what changes have been 


cision. In its latest mandate the 


dealing with duplicating machines 


different commodity. However 


parallel of the earlier one in 


clusions are 


| : | 
the tussle between 


The right-about-face 


Suns ¢ 


resort served to spike the 
the Trade Commission thereup¢ 
due solemnity has ordered the 
or indirectly 
‘ts stencil duplicating 
unde 
not sell or 
plies made or furnished by 
Washington befor 


made in the plan for the sal 


Septem! 
machines and supplies, 
equipment field, curiosity and speculation 
events that have been following one 
another in quick succession will, naturally, have two focal 
points. On the or vill be conjecture as to the 
influence upon the sales plans of machine manufacturers 


In the office 


as to the effect of the 


land there 


other than the Di Company) On the other hand there 
will be guessing as to the effect upon the trade in supplies 
such as ink, paper, et Fré he standpoint of retailers 
ind agents the significance of this turn of affairs lies not 
oo much what has come pass with respect to the 
trade in mimeographs an¢ styles as tn the sudden 
arrest of a tendency in the strv 

Still, looking a e situa through the spectacles of 

e retailer, there appeared t ec real or fancied cause 


of further refinements of 
radually being worked out. 
for tying machines to sup- 
supplies had been tied 
one 


These took the form of plans 
ies even as, ll tort 

nachines. It violates no confidence to say that 
onsideration ed the Federal Trade Commission 
in its recent procedure against the Dick and Neostyle 
William T. Chant- 
e be , that the concern under 


ompanies was t} representation by 
and, attorney for the tra 
grip on the paper trade 


vhich had given them so 


scrutiny Was securing a hrimet 


ss in duplicating inks and 
rade Commission inves- 
h as Dermatype, Feather- 
weight, Nowax and Indest to were being used as han- 
was expressed that, in 
e, instead of havit ition where machines were 
roviso that approved sup- 
used re woul a status where popular 
ted to use on specified 
nachines and t ic] listed at prices far from 
If we were gu the pre tions made by dealers in 
stationery, rivals the D pany in the manufacture 
ing confidentially before 
the Federai .Tra ymin n, it might seem logical to 
sale of competitive 
pany has been shorn of 
However, it is notice- 
that all th nservative prophets predicted that 
rpand 1 provided the Dick Com- 
supplies. 

ade before the Trade Commission 
n the trade there seemed to be an 


what the future might 


undercurrent 7? ' ertaint is tO 


ing torth if keer rice tition was precipitated. 


the Neostyle Company 














have held the lion’s share of the trade in all the lines that 
they put out is indicated by the statistics that have been 
compiled by the Trade Commission incident to its con- 
sideration of the plan of marketing under license. In its 
formal announcement of its findings the trade body assert- 
ed that in the year 1915 the Dick Company “controlled 
from 79 to 86 per cent of the commerce of the United 
States in stencil duplicating paper.” Figures obtained by 
the Commission's statistical experts indicate that in the 
case of duplicating machines the Dick and Neostyle com- 
panies have had over 85 per cent of the business, leaving 
to competitors less than 15 per cent. Likewise in the 
supply business in general the showing of the firms is 
nearly 85 per cent of the total. The latest figures on sten- 
cil paper give Dick more than &8 per cent of the total 
instead of the showing above made and close to 80 per 
cent of the ink business is indicated as finding its way to 
the channels controlled by the Dick interests. 

It will be understood, of course, that the quarrel of the 
Federal Trade Commission with the Dick Company was 
not that the firm in question handled inks and paper and 
other side lines incident to its main product, the ma- 
chines, but that there was pursued a business policy that 
lessened competition by compelling the purchase of sup- 
plies from the makers of the machines. Furthermore. the 
representations that were made to the Commission to the 
effect that excessive prices were charged for licensed or 
approved supplies undoubtedly had some influence. 

The office equipment line embraces so many specialties 
and novelties that may be said to blaze new trails of trade 
that our readers may be especially interested in one issue 
that was raised in connection with the case now in the 
limelight. In all its moves with respect to the Dick Com- 
pany the Trade Commission proceeded on the assumption 
that the Chicago concern was, by its “license restriction,” 
“license agreement,” “limited license” or “sale upon con- 
dition” tending to lessen competition. To this theory the 
Dick Company made vigorous dissent, claiming that the 
field of trade occupied by the concern was one which it 
“originally created and developed.” /t was argued that if a 
line of business did not exist until a pioneer played dis- 
coverer and explorer it was inconsistent to talk about “less- 
ening competition” as though such competition had previous- 
ly existed. Nevertheless, the Trade Commission seems to 
cling to the view that potential competition in the office 
equipment line is just as important as actual or existing 
competition. The principle was laid down that Uncle Sam 
should frown upon any trader who seeks to keep out of 
his field “the people that would like to get in if they could 
get a toe-hold.” 


It has always been the contention of the Dick Company 
that its plan of selling its duplicating machines without 
charging any profit upon the transfer of the machines 
furnishing them in some instances at actual cost or less, 
has contributed to the development of trade in the office 
equipment line inasmuch as it enabled many thousands of 
persons and concerns of modest means, including stenog- 
raphers, to procure machines which they could not other- 
wise have afforded to acquire. For the consolation of per- 
sons in the office equipment field who subscribe to this theory, 
it may be explained that that Trade Commission does not by 
its action adverse to the Dick Company absolutely close the 
door on all such sales plans. The trade arbiters at Washing- 
ton have been at pains to announce that they have made 
no hard and fast rules as to what contracts, as between 
manufacturers and dealers or distributors and consumers, 
they will order cancelled. The form of contract or agree- 
ment that is to be regarded with suspicion is the one 
where the effect may be substantially to lessen competi- 


tion or create a monopoly in any line 
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The private hearings and taking of testimony in the 
Dick case served to throw many interesting sidelights on 
present-day tendencies in the office equipment field. For 
example, the testimony of a number of large buyers of 
office supplies indicated to what a fine science these pur- 
chasers are reducing the practice of making comparative 
tests before actually placing an order for staples such as 
ink, paper, stencils, etc. Walter A. Gordon, adviser on 
office devices for the Beil Telephone System, explained to 
the Federal inquisitors the system of “work tests” by 
means of which his corporation is guided in its purchases 
Specifically, the work tests applied to duplicating appar- 
atus take into consideration the quantity as well as the 
quality of machine work, the number of copies per stencil 
or the number of sheets before a stencil breaks down, 
the consumption of ink, the percentage of stationery 
wasted and the depreciation of the machine itself under 
the various conditions of operation. 

The keenness of large buyers of office supplies for spe- 
cial discounts was strikingly brought out in the investiga- 
tion attendant upon the action of the Federal Trade Com- 
mission, and the impression conveyed that this may be 
responsible for a more or less demoralized condition in 
certain branches of the business. One manufacturer of 
carbon papers and duplicating supplies confessed to the 
Commission that he really had “no positive list.” He 
went on to say that it was his custom to grant a discount 
of 20 to 25 per cent on a single can of ink and gave the 
impression that discounts ranging up to 60 per cent wer 
not uncommon in the case of larger orders. 

What will be the effect upon the trade situation as re 
gards discounts 1s another angle of the outcome in th 
Dick case that allows for plenty of guesswork. It has 
always been the impression in the trade that the A. B 
Dick Company and Neostyle Company were, to put it 
mildly, very conservative in the matter of giving quantity 
discounts. One buyer of supplies for a large concern has 
told the Trade Commission that he has been able to get 
trom the Dick Company price concessions of “something 
around 30 per cent” on paper and inks, the extra discount 
enabling him to save for his firm about $700 per year; 
but the general tenor of testimony before the Trade Com- 
mission was that the Dick Company was not elastic in 
its discounts. Indeed, one superintendent of purchases 
and supplies for a large corporation told the Trade body 
that, if given adequate discounts, he would prefer to buy 
lis- 


but 


all office supplies in quantity and himself attend to 
tributing the goods to his corporation's branch offices, 
that in the case of Mimeograph and Neostyle supplies the 
Dick Company would shade the price so little that the 
saving was more than eaten up by the expense of forward- 
ing goods from a central depot to points of consumption 
(Editorial Note—This same point no doubt applies in the 
case of this buyer to many other articles of purchase and 
would seem to have no special bearing on this case The 
thought occurs after going-over the first hand information 
given to the Trade Commission that probably the “stand- 
ard” discounts on duplicating supplies in the open market 
will be somewhere in the neighborhood of those estab- 
lished by the duplicator department of the Underwood 
Typewriter Company, which have been given by Manager 
John A. Pearce as 10 per cent on ten pounds of ink, 2 
per cent on 20 pounds of ink; 10 per cent on ten-quire lots 
of stencil paper; 20 per cent on twenty quire lots; with 
vet more liberal discounts on larger quantities. 

With a wide-open market on duplicating supplies the 
retail trade may be called upon to answer many more 
inquiries from customers and meet many more requests 
for quotations in order to get what business there ts 
eoing. This, at least, is the premise of persons of some 
experience in the trade, such as Miss Lillian Weissler. 


ee: 
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1 


manager of the Lineograph Company, who has told the 


[rade Commission that, given a free hand, the average 


consumer will “shop around more.” After all, however, the 

rt of the matter for the rank and file of both jobbers and 

retailers is whether or not the open market will rease th 

nsum pl duplicator supplies, either by making the 

consumers w in the market more liberal buy: r b 
jing wi he mari new prospects. 

Plenty of assurance has been given the Trade Commis 
sion that its action will serve as a tonic for the trade at 
large As a sample of the reasoning advanced, take the 
theory of Stephen T. Smith, Jr., former manager of the 
Underwood Revolving Duplicator Company, who has 
gone on record at Washington with the prediction that 
lower prices on supplies will bring additional buyers into 
the market \s he figures the thing, there are a great 
number of small business houses all over the country that 


| 


often require several dozen reproductions of a letter or 


document, but that, as matters have stood, have worried 


No Convict Labor for Government Furniture 


along with carbon copies because stencil machine duplica- 
tion did not justify its cost for such limited editions. With 
stencil ink and stencil paper available on a lower plane 
of prices, however, it is surmised that a large proportion 
of these minor interests would put into commission new 
or second-hand outfits, widening in proportion the sales 
horizon of the stationery dealers 


Editors Note—We do n ieve that the arguments in 


the last paragraph 7 hold he price of a stencil sheet by 

mparison with e numl duplicate impresggions that 
may be made from it is so that few stencil users will 
regard “shoppi !” as nomy. Very few business 

uses have “wor arbon copies because the 
price of a sten cet stood in the way. Those who have 
done the worryir nes who lacked the initial 
equipment, not ‘ j ut lacked the price of the 
supplies. Money for the latt ve venture to say, has al- 

iys been forth ng when circumstances demanded any 
considerable number } au € coptes 


Senate Refuses Assent to Clause in Appropriation Bill 
Granting Money to Establish Furniture Plant at Leaven- 
worth.—By L. W. Thavis. 


[ has finally been determined that the United States 
| Government will not manufacture its ofhce furniture 
by Federal convict labor, at least during the coming fiscal 
year 1917-1918 

As outlined in an article published in the April issue of 


Office Appliances a provision was incorporated in the 


sundry civil appropriation bill in the House of Repre- 


sentatives appropriating the sum of $435,000 for the initial 


establishment of necessary buildings and equipment to 
manufacture such a line of furniture at the Leavenworth 
Federal Penitentiary. When the bill was reported to the 
Senate during the early part of April the furniture amend- 


ment was eliminated in committee and no open effort 


Was made to restore it in the measure on the foor oft 


the fight for a reincorporation of the 


the Senate. But 
furniture amendment was bitterly contested after the bill 


was sent to the conference of both houses of Congress, 
. P . . 
the conferees of the House of Representative 7 holding 


out for seven weeks, insisting that the Senate agree to 
the provision for a furniture manufacturing plant at the 
Leavenworth prison. The Senate conferees remained ob- 
1e bill was finally adopted during the middle 


1 
ti 


durate, and 
of Tune by both legislative branches as the Senate had 


insisted 
r } mri n le 
[his action does not by any means end the prison-made 


furniture proposition Leaders in the House of Repre- 


sentatives, who hold the “purse-strings” of the govern 


1 
ht 1 


ment, and who were instrumental in passing this piece ot 


legislation, declare that the issue will again come up at 


the winter session and the same provision will be adopted 


in the sundry civil appropriation bill. They further aver 


| 
there is ample reason to believe the Senate will chang: 


its front and readilv accept of the action of the House, 


as there will be financial conditions next winter and 
spring which do not obtain now. 

Then \ttorne General Gregory, whose depart- 
ment has jurisdiction and supervision over the Federal 
prisons, proposes to again recommend the furniture fa 
tory plat af his next at nual report to Ce neress we} ; -} 
will public next December or some time in the 
early part of January He is the only Cabinet office 
known to favor the prison-made product. Secretary of 
the Treasury McAdoo, while having made no open effort 
to forestall such legislation, has indicated his disapproval 


by manifestly showing his complete satisfaction with the 
present system of providing furniture for the Government. 
In his last annual report he took occasion to praise the 
General Supply Committee of the Government and re- 
quested Congress to give greater power in the purchas- 


ing ot various supplic < 


officials who are radically 
They are firmly con- 
vinced that the manufacture of high-grade furniture by 


There are many Govern 


opposed to prison-made furniture 


untrained convict labor is not only impracticable, but 
impossible 

It is pointed out by them that manufacturers of furni- 
for instance, one company 
will make desks and tables nother, filing furniture and 
bookcases; still another, chairs, each one specializing in 
his own particular branch, with machinery specially 
adapted for this class of work and employing skilled 
mechanics who have made this their life work and who 


ture only make a single line 


have learned one special brat of the industry. 


To attempt to make desks airs, filing equipment, etc., 
in one factory in a penitentiary with convict labor that 
has had no special training along such lines could not, 
the officials believe, meet th anything but failure, se- 
rious embarrassment, inconvenience and annoyance to 
the Government service generally 

The manufacture of different lines of office furniture 
has been tried y s esst anufacturers of one line, 
but no company has evet en able to successfully make 
all lines of office furniture 

In the manufacture of f ture, it is argued, by far 
the larger number « the e1 loves have been engaged in 
such work since boyhoos nd the manufacturers of high- 
grade office furniture have hed their present state of 
perfection only after years of experience. 

It seems, therefore, to Government officials, that 
the proposition t se pris who have had no expe- 
rience or trainir s cabinet ers or in the mechanical 
trades on wor f this sort, and who would leave the 
penitentiary and the worl fast as their terms of im- 
prisonment expired, is ons nceived through unfamiliar- 
ity with the ar nit ifacture. All experience, 
they say, teaches that it is ficult task indeed to get 
skilled and well-paid m« s to make satisfactory 
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Remington Factory Holds 13th Annual Field Day. 

The thirteenth annual field day recently held at the 
Remington Typewriter Works at Ilion proved to be an 
even greater success than its twelve predecessors have 
been. Ten athletic events were on the program, and 
the entries for these were so numerous that prelimi- 
naries had to be run off before the actual field day ex- 
ercises. All of the Remington factories, including those 
at Syracuse, Bridgeport and Ilion, were represented by 
contestants, but the Ilion plant rolled up the highest 
point score. Capes, of the Ilion works, by scoring firsts 
in the hundred yard dash, hurdle race and broad jump, 
won the Benedict medal for the best individual perform- 
ance. 

The annual baseball game was played between the 
Remington and Smith Premier nines, resulting in a vic- 
tory for the former by the score of 8 to 0. Stitt for the 
Remington twirled real big league ball, letting down his 
opponents with twelve hits and striking out fourteen. 
This victory gives the Remington team two legs on the 


Jul 


Management Changes in Remington Accounting 
Machine Department. 
Several developments of interest to the office appl 


ances field have recently occurred in the sales organiza- 


tion of the Remington accounting machine. The first ol 
these is the appointment of L. N. Caswell, formerly sales 
manager of the southern district in the organization, to 
the position of manager of the accounting machine de- 
partment. 

One of the first official acts of Manager Caswell was 
to redistrict the domestic territory in a manner which 
calls for four division supervisors or district sales mana- 
gers. H. A. Johnstone and C. M. Burns, who had previ- 
ously served in similar capacities in the accounting ma- 


chine organization, were retained, and two men who had 
made their mark in the ranks were brought forward for 
the new executive positions. The first of these was D. M. 
Monnel, a home office product, who has served in vari- 
ous capacities in the advertising and accounting machine 


departments up to and including the position of princi- 





Remington Girls Executing One 


bronze Metrem trophy, the winning of which three con- 
secutive times makes it the permanent possession of the 
winning team. 

A feature of exceptional beauty and timeliness was a 
patriotic drill by sixty young women employés of the 
offices and factory at Ilion. Clad in white and bearing 
American flags, these young women executed a series of 
marching evolutions that brought forth much enthusiasm 
from the assembled crowd. One particularly effective 
part of their work was the singing by a double quartette 
of a popular patriotic air, the entire sixty joining in the 
chorus. In both their drill and their songs they were 
accompanied by the Remington typewriter band, George 
H. Bennett, leader. This band also furnished the music 
for the regular field day parade, playing during the field 
day events, at the dinner given to the guests at the Rem- 
ington Foremen’s Club and also at the informal dance 
held at the Remington Club in the evening. 

Practically everyone connected with the company in 
an official capacity was present, as was Manager Paul C. 
Kellogg of the Philadelphia branch office and his entire 


sales force. The Philadelphians arrived in Ilion a day 
ahead of the field day and made an inspection tour of 
the plant. They brought with them special regalia, and 


sang numerous original songs. 


of the Figures of Their Drill. 


pal assistant to the manager Mr. Monnel is given 
charge of the southern district, covering a territory ex- 
tending from the Atlantic to the west Texas border. Th 
other appointment was given to H. A. Stiles, who has 
served for a number of years as a Remington salesman 
in Toronto, and who of late has been acting as account- 
ing machine specialist at Toronto and in the Minneap 
olis territory. Mr. Stiles assumes charge of that sectio1 
of the country which extends roughly from the west 
Pennsylvania border through Chicago to the Mont 


border. 

Mr. Johnstone will remain in charge of the territé 
comprising New England, New York, New Jersey, Penn- 
sylvania and Maryland. Mr. Burns shifts his activities 


to the Pacific coust and Denver territory. 


For the Red Cross Ambulance. 


Midsummer diversions cannot dull the senses o 
most careless American to the wat pressure. Now is 
excellent time to energize the effort to add more s 
scriptions to the Stationers’ and Manufacturers’ F 
for the purchase of a Red Cross Ambulance. The list « 
contributors thus far appears on another page of this 
number. 








An Interesting Group. 
this page a group picture showing th 


salesmen of the Memphis branch of the Underwood Type- 


We publish on 


riter Company, who, under the direction of C. E. Chap- 


leau, their manager, carry on the work of the Memphis 


nd Little Rock branches These men, it will be re- 
called, have been developed within the southern organ- 
ization. As Mr. Chapleau expresses it, they are “home 
grown” southern men, most of whom have never been 
north of the Mason and Dixon line. Some were devel- 
oped into salesmen from the repair department, while 


been 


operators etc All are 
In a recent letter Mr 


others have newsboys, messenger boys, telegraph 
solid, sensible, consistent workers. 
Chapleau says that of the twenty- 
men whose likenesses appear in the picture, seven- 


into the 


three 
een have registered and two have already gone 
regular army Mr. Chapleau himself missed registration 


bv eight months However, he tells us that he 


expects 
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ut 


nufacture medium and high-grade office desks 
in all lines. Mr. Wright has been in the office furniture 
business all his adult life and during his connection with 


represented that house from 


being to ma 


the Browne-Morse Company 


Chicago west 


Advertising a National Asset. 

business man to read- 
that the 
able to give the men at the front every 
was the statement made by Ed- 
advertising manager of the Firestone 
following his election as vice- 
National Advertisers at 


It is the patriotic duty of every 


just his business to meet war conditions so 


country will be 
possible support. This 
Babc Ox, 


Rubber Company 


ward S. 
Tire & 
>resident of the 
Detroit 
“American industries are 
readjust their methods and forces to meet these new con- 
said Mr 


Association of 
mobile and should be able to 
‘Advertising campaigns, care- 


ditior .” Babcox. 





Twenty-three salesmen of the Memphis Branch of the Underwood Typewriter Company, sev- 


enteen of whom have registered for military service and 
is indicated by a star between his feet. 


Regular Army. Manager Chapleau 


to be in the midst of the fray before the year is out. He 


regrets that he unable to send us a photograph ot 


was 


the women connected with his office and tells us that he 


and train more and more women to 


take the pla es of the 


expects to en ploy 


office who have gone to the 


men 


front, where each and every man is expected to make a 


reditable record in keeping with the qualities of charac- 


ter developed during their years in business, where they 
have already come to understand obedience and disci- 
pline as well as initiative 


Mr. Chapleau hopes soon to be able to open up a book- 


} 


keeping machine department as an important 


] itth 


ACC ssory 


activities of the Memphis and Rock 


Desk Company Organized in Rockford. 
Wricht. for four 


Brow ne 


(yr. K vears a member of the traveling 


sales force of the Morse Company, and for eight 
Library Bureau, has organized 


Rockford, Ill the object 


fore that with the 


Desk 


Company at 


ink manufacturing house, has opened 


two of whom have joined the 


fully and wisely planned, will be one of the prime factors 
in this readjustment, becoming more of a force in modern 
business than eve1 Chey will be of greater assistance to 


the salesmen and with a well ganized sales force busi- 
ness will go on as usual 


ertising and selling was 


The close relationship of a 
brought home to the convention in a graphic way by 
Mr. Babcox, in exhibiting a tion picture film entitled 
“The Link,” which was produced by the Firestone Com- 
pany to emphasize the imt value of advertising as 


a selling argument 


Opens Office for Sale of Inks. 
Louis McFawn, for five years with another prominent 
} a branch office and 
North Clark street, Chicago, where he 


vill handle a complete 


stockroom at 105 
stock of inks and adhesives manu- 
factured by the Robert Keller Ink Company of Detroit. 
Molesworth is with Mr. McFawn and 


‘1 
i 4 ng on ti trade 


associated 


Reed 


will assist hin 
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Stationers’ Golf Game an Interesting Affair. 

The golf tournament of the Chicago Stationers’ Golf 
Association was played over the nine hole course of the 
Park Ridge Golf Club, Park Ridge, Ill., on Tuesday, June 
19. These grounds are among the most delightful golf 
courses in the vicinity of Chicago, and the day selected 
proved to be ideal, albeit a stiff breeze somewhat inter- 
fered with the exact placing of the balls. Between thirty 
and forty players assembled on the course by 9:45 a. m., 
some of them coming in automobiles and others by train 
from Chicago. The rule was that eighteen holes were to 
be played in the morning and cighteen in the afternoon, 
making thirty-six holes in all. Several of the morning 
players, however, were unable to remain all day, and conse- 
quently did not qualify for the prizes which were awarded 
in the evening. Those who participated in the games and 
other activities of the day included the following: 

Charles J. Stromberg, C. E. Temple, R. B. Wilson, C. 
R._ fargo, Fred H. Butenschoen, Evan Johnson, Charles 
Hamburger, W. G. Rodiger, W. W. Matthews, C. F. Sty- 
ler, Frank L. Gibbs, Harry Cornell, Charles P. Mueller, 
C, E. Burroughs, J. A. Wheeler, Munroe Cole, George M. 
Rowley, Harry L. Murdock, William H. Cox, O. J. Hinck- 
ley, W. S. Hanna, H. L. Smith, C. E, Gowdy, E. C. 
Loomis, Godfrey Coy, Harry G. Horder, C. A. Stevens, 
J. H. Hildreth, L. F. Childs, W. E. SmithR George E 
Ramskill and Edward J. Kastner. 

Several who could not be present during the day came 
out in the evening to partake of the dinner at the club. 
These included Frank Walsh, Julius Biel, A. H. Childs, 
C, C, Carpenter and George B. Cormack. 

The prizes provided for the winners of the respective 
foursomes included two pairs of golf shoes, four pairs of 
golf hose, a sweater coat and one dozen golf balls of the 
best obtainable make. 

The players finished the final round about six o'clock, 
when they partook of a fine home cooked dinner in the 
club dining room, where an almost equally palatable 
luncheon had been served at noon. 

The foursomes finally qualifying, with the highest score 
of cach player, are as follows: 

Rodiger, 48; Fargo, 51; Rowley, 49; Butenschoen, 49; 


Wilson, 52; Horder, 55; Murdock, 55; Hamburger, 55; 
Coy, 60; Frank Gibbs, 56; Matthews, 57; Wheeler, 59: 
Stevens, 60; Dowdy, 60; Styler, 60; Burroughs, 61; Hinck- 
ley, 62; Cox, 62; H. L. Smith, 62; Cornell, 63; Cole, 64; 
Loomis, Mueller and Hanna, no score recorded. Messrs. 
Stromberg and Temple played a twosome, won by Mr. 
Temple, a guest of the association. The highest score 
was made by W. G. Rodiger, who was declared winner 
of the first prize, with choice of any of the several prizes 
offered. The other winners included Hamburger, Gibbs, 
Burroughs, Hinckley and Hanna. 

After the dinner had been served and eaten, President 
Fred Butenschoen made an address in which he energet- 
ically and humorously defended himself against the sup- 
posed aspersions which had been cast upon his motives 
at a previous meeting. He stated that since Charles 
Hamburger, the most active organizer of the club, had 
done such excellent work it had been decided to give 
him a prize irrespective of the quality of his game. Since 
it is impossible to give Mr. Hamburger an iron cross, the 
committee had therefore decided upon an iron ball, which 
President Butenschoen thereupon presented. He said that 
some members of the committee had suggested that a 
chain be attached to the ball, but on mature reflection 
they had decided to omit the chain. In responding Mr. 
Hamburger carefully thanked “Bill” Smith for having 
written Mr. Butenschoen’s speech and expressed his grat- 
itude at the kindly remembrances of the club. “Bill” 
Smith then took the floor and in a speech which would 
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have done credit to a missionary revivalist, explained the 
need for contributions to take care of certain portions of 
the entertainment features. The money was immediately 
forthcoming. Then followed the award of prizes, this 
finishing the day’s proceedings. 

One of the pleasant contributions to the enjoyment of 
the evening was a box of cigars presented by Fred Cog- 
gin, of the National Blank Book Company, who was 
unable to be present. 

The pianist who played lively airs during the dinnet 
was employed for the occasion by R. B. Wilson, who, by 
the way, challenged his afternoon’s opponent, Charles 
Hamburger, to a return match to be played on Saturday 
June 23, over the same cours: The challenge was 
accepted 


Report of Stationers’ Ambulance Fund. 


‘ Re, 


The following subscriptions have been received to da 

June 22—to the Stationers’ Ambulance Fund 
Chas. F Jacobson. ¢ 5 
Ss NN 645 ao oa a phe Blew ein i ivcin een da 5.04 
ale ea. ee ee 
Office Appliances ipousid 10.0 
Carters Ink Co. aA. 10.00 
Adams, Cushine & Foster 5.0 


Sidney J. Burgoyne... 
Binney & Smith , 
St. Louis Stationer’s Club , igueigscnssectn. ee 


E. Y. Horder 


Elsinore Paper Co ra AL, 
Jno. C. Hallenbeck.... 10.0 
Standard Printing Co 5. 
Buxton & Skinner Printing & Stationery Co LO! 
Stromberg, Allen & Co cin - oan 
Se IIE cnc cccanebebSecncdscscne au 
Geyer’s Stationer 5. 
ares becuase 5. 
Dameron Pierson Co.... 10.1 
Philadelphia Stationers’ Association....... ws. ate a 
Frank A. Weeks Mfg. Co.. tose arching etc | ee 
Harry Heymann i 5.0 
Milton Frankenthal ..... remuadae idee 5.04 
Fagle Pencil Co 25.01 
Minneapolis Stationers’ As ation 25.00 
Seattle Stationers’ Associatio1 25.00 
McMillan Book Co...... Ss Ow 
A ER re 5.00 
H. H. West Co =n 
Wilson-Jones L. L. Co. ve eS 10.00 
R. B. Wilson er se 10.00 
S507 00 


The donation of the Minneapolis Stationers’ Ass: 


tion was previously credited by error to the Cootey Cor 


pany 
It requires $1,600.00 to purchase, equip, and maintai: 


one ambulance for a year. Ambulances are badly neede 


should be forwarded prompt 


Subscriptions to. this fund 
to Robert D. Patterson, Treasurer, Ambulance Fund, 30 
308 North Fourth street, St. Louis, Mo 


Clever Service Booklet. 

The Eau Claire Book & Stationery Company, Eau 
Claire, Wis., has sent to its friends and patrons a small 
brochure which gives interesting information regarding 
their store, including several well executed halftone plat 


; 


giving pictures of the exterior of their establishm«e 


nt 


that of the different departments within the store. |] 
department is headed by an illustration which is follow 


by descriptive matter underneath. 








APPLIANCES 





’ 








77. /2. 


A series of snap shots taken at the golf game of the Chicago Stationers’ Golf Association at Park Ridge fast month: (1) 


Cox, Hinckley, Smith and Cornell at the ninth hole; (2) Harry Murdoch and his son; (3) Styler, Cole, Cornell and Rowley; 
(4) Matthews, Hinckley, Coy and Gibbs; (5) Charley Mueller making a drive; (6) Group in front of club house; only haif of Bill 
Smith appears at the extreme left, but the rest of him was also there: (7) Gowdy and Wheeler check up on the score; (8) 
George Ramskill, who attended to details during the game; (9) J. H. Hildreth, who enjoys golf when someone else plays it: 


10) Temple and Stromberg; (11) Fargo, Rowley and Rodiger; (12) Fargo, Hamburger, Wilson and Johnson; (13) Butenschoen 
and Loomis. 
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Hundred Point Salesmen in Rally. 


Annual Gathering of Addressograph Men in Chicago Is 
Featured by Inspiring Addresses and Entertainment. 


The Addressograph Company was a hospitable host to 


its crack salesmen of the 1917 Hundred Club June 25-30, 
at the home office in Chicago. Six days of steady profit 
and enjoyment were occupied by the men, under direc- 
of the following members of the home office staft 


B. Hall, secretary and treas- 


tion 

1. S. Duncan, president; J 
urer; D. W. Hall, W. K. Page, advertising managers; R. 
N. Fellows, W. J]. Stephens, W. G. Fuller, Charles Booz, 
J. V. Hickey and E. S. Nelson. Honorary members: C. 
D. Worthington, Chicago; A. L. Davis, Boston, and E. J. 
New York. 


Ferris 





MF .TAG lian 





posed ot salesmen Ww 


The Hundred Club ts 


year, one hundred per cent or mot 


made, during the 


their sales quota. Even branch managers can be 


bers only when they personally sell one hundred pet 


[The man who makes the hig 
club for the 


hest record thereby 


president of the ensuing year. The annual 
meeting is the club’s own, the company providing 


place of meeting and making the 
conducted by the 


arrangements, but 


proceedings are organization itsel 


Some of the more important sessions this year é 


1 


held on board the Steamer! Theodore Roose V < 
Lake Michigan 
Members of the club arrived in force on Monda 


25th, and were guests at an informal reception by officials 
department heads, followed by 


At 2 p. m., a luncheon was give! 


executives and 
through the factory 
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SPECIALIZED PRODUCTS 


is the term that rightly describes our superb line of 
typewriter ribbons and carbon papers. 





LEAVING A GOOD 
IMPRESSION 


Like the departing guest 
who, on inquiring what his 
host means in saying “You 
have left something behind,” 
is informed “A Good Im- 
pression, the use of our 
famous goods leaves an ex- 
A new standard has ceedingly good impression, 
been created in our both on the paper and the 
goods. They excel ‘ user’s mind, and a Jasting 
In every impor- #! one. Remember, perma- 
tant particular. nency isone of the most im- 


"| |S) ) =~ portant details to consider. 











Our line embraces every kind of carbon paper, every 
style of inked ribbon. We fill every requirement. 
Buy of the orzginal maker. 


MITTAG & VOLGER, Inc. 


Principal Office and Factory 
PARK RIDGE, N. J., U. S. A. 


BRANCHES 
NEW YORK CHICAGO SAN FRANCISCO 
261 Broadway 205 W. Monroe St. 35 Montgomery St. 
CLEVELAND ST. LOUIS BOSTON 
2119 East 9th St. Laclede Building 88 Broad St. 
LONDON 


7 and 8 Dyers Bidg., Holburn, E. C. 





AGENCIES ALL OVER THE WORLD 


A= 
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nt 
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THLE HHNUMALTHHIHH 4h 


tit 


UNUEUUELOOUOUAAEDE ULL 


Sullil 








40) 


OFFICE 





} 


APPLIANCES July, 1917. 

















It’s Customers Who Sell 


CoROoNA 


The Personal Writing Machine 


In every dealer’s territory there 
are enthusiastic Corona users— 
working, without compensation, 
to help make more sales. 


A hundred thousand boosters! 


With a volunteer salesforce the 
size of the United States Army, 
working for him all the time, how 
can a Corona dealer fail to make 


good? 


And the Corona Army is grow- 
ing every day. 

Is there a Corona agency in your 
town? 


Perhaps you think you have not 
a good typewriter territory. Your 
territory may not be good for the 
ordinary typewriter—but Corona 
is not an ordinary typewriter. Its 
field is unlimited. 


Corona Typewriter Co., Inc., 
Groton, N. Y. 


If you don’t know 
Corona as well as 
you should — write 
for our new catalog. 














the Auditorium Hotel where the presentation of Hun- 
dred Club buttons to members took place, as well as 
the presentation of prizes to the president and members 
of the Machine-a-Week Club. A clever chaik talk was 
given by Frank Hopkins, cartoonist, followed by motion 


pictures, showing how steel cabinets are manufactured, 
under direction of A. C. Tobin, sales manager of the 
General Fireproofing Company. In the evening a ride 


was enjoyed on the lake. 

\ timely military note was given to the gathering by 
the sounding of reveille every morning at 6:30 a. m., and 
the familiar taps at bedtime. On Tuesday, June 26, the 
first business session was held, Mr. Page of the Adver- 
tising Executive Department calling the meeting to order. 
Permanent organization was effected with K. MacGregor, 
president, and J. L. Harrington, secretary. A closed ses- 
sion of the club followed, at which criticisms and sug- 
gestions were offered by various Hundred men, informal- 
ly, for improving selling and advertising plans, manu- 
facturing and service methods 

At the open session addresses were given by A. L. 
Davis, J. A. Bailey, L. K. Murrill, W. A. Wheeler, A. R. 
Porter, Jr., V. Soucisse, E. B. Osgood, C. E. Peacock 
George A. Dow, E. F. Heaton, and B. B. Mercer. 

Wednesday's program covered advertising, sales and 
accounting problems. Addresses were given by E. J. 
Ferris and C. D. Worthington on means of advertising- 
sales co-operation, by W. K. Page on “The Company’s 
Policy in Advertising,” and by the following on specific 
points of usefulness in practical advertising, merchan- 
dising or accounting 

J. M. Roser, A. F. Knauer, W. F. Strutz, J. B. Ward, 
K. MacGregor and H. A. Kenny (co-operatively), a com- 
mittee composed of L. E. Kramer, J. A. Shearer, W 
Hamstrom and D. Spencer, H. C. De Courcy, H. C. New- 
ton, R. F. Porter, L. P. Rossiter, H. C. Ponton. 

“Competition” was the general subject of Thursday's 
session, of which J. L. Harrington was chairman. Dis- 
cussions were participated in by A. S. Woodward, J. H. 
Erwin, E. C. Hawkinson, A. H. Morton, C. B. Kniskern 
and B. F. Garvin 

An enjoyable lawn party and dinner concluded the day 
at the home of C. D. Worthington, in Wilmette, a North 
Shore suburb 

Friday was a day of important and practical addresses 
by experts'in various merchandising and related lines. | 
St. Elmo Lewis opened it with an address, and was fol 
lowed by a series of papers on the general subject of 
“How the Addressograph Is Used,” by R. W. Cassell 
W. R. Rockhold, cs E. Jackson and \ i Stanfield 
During the reading of the papers the tabulating 
machine was demonstrated by Mr. Hayes of the Tabulat 
ing Machine Company. Demonstration of the Addresso- 
graph, in combined use with the Tabulating Machine, 
tollowed 

\ similar address by F. M. Reeder described how 
addressing machine may be used in conjunction with 
adding machine in statement work and ledger posting. 
Addresses were then given by R. H. Jordan and A. P. 
Sheldon 

The following are members of the 1917 Hundred Clul 
K. MacGregor, H. A. Kenny, J. L. Harrington, E. B. Os 
good, R. W. Cassell, J. M. Roser, V. Soucisse, A. R 
Porter, Jr., A. S. Woodward, L. K. Murrill, E. C. Haw 
kinson, E. F Heaton, A. H. Morton, F. M. Reeder, iL. © 
Rossiter, De Leon Spencer, C. E. Peacock, A. C. Stanfield, 
C. C. Penny, H. C. Ponton, C. E. L. Shaw, J. F. Tafe 
J. B. Ward, R. F. Porter, J. A. Bailey, H. C. Newton, W 
F. Milburn, F. H. Jordan, A. R. Renninger, W. F. Strutz 


> 


W A. Wike, A. F. Knauer, J. H. Erwin, B. B. Mercer, 
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Sanford’s 
PREMIUM 


Writing Fluid 


ALWAYS UNIFORM 


>. 
K INK - NEVER FAL 
INK ar 


S 


AN FORD MFGou 


le 3 


Nos. 1, 2 and 3. 


Quart, Pint and 3 Pint. 





There has been no 
change in the high 
quality of this ink. 


SANFORD MFG. CO. 


Chicago New York 














Character 


Carbon Paper and 
Typewriter Ribbons 


In this trade as in most others 
there are certain brands which 
have a distinct character of 
their own. 


Manufactured articles of this 
description must have their 
reputation as scrupulously 
maintained as any man re- 
spected in his community. 


PANAMA 


Typewriter Ribbons 
and 


Carbon Paper 


unquestionably have a distinct 
character of their own. 


The buyer of ‘‘Panama”’ knows 
that the manufacturer and 
dealer have to be sure that no 
sale will harm the reputation 
of ‘‘Panama’”’. 





Manifold Supplies Co. 


188 Third Ave. Brooklyn, N. Y. 
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What Is Efficiency? 


There have been many definitions, but 
we venture another. Efficiency is 
rational work—work that is proportion- 
ate, in proper ratio, to the results. 3 
Jefore the invention of blotting paper, 
the dusting of the wet ink of a letter 
with sand was an efficient way to dry it 
because it was at that time the only 
rational way to do it. 

sefore the invention of the typewriter, 
the use of quill and inkhorn for office 
correspondence was a rational procedure. 





Before the invention of the Roneo Copier, 
Screw Press copying, with its messiness and 
uncertain results, or the use of carbon sheets, 
with its inaccuracy and heavy cost in time, 
were also rational methods. But they are 
It is irrational to spend more 
than is necessary and the 
Carbon method 


so no longer 
effort on a job 
Screw Press as well as the 
are now wasteful and clumsy procedures 

just as wasteful and clumsy as the open fire- 
place in the day of central heating, or of 
the candle in the day of electric light, or of 
ox-traction in the day of the automobile, or 
of the tinder box in the day of the lucifer 
match, or—shall we say?—of the medieval 
abacus in the day of the adding machine. 


You want an exact copy of your outgoing let- 
ter for reference. You use the carbon meth- 
od, and, at a wholly unnecessary waste of 
time, obtain a copy that you cannot swear 
to or in any way depend upon at a crucial 
moment. Is this rational, when the Roneo 
Copier is here that will copy thirty letters 
in a minute, each copy mechanically accurate ? 


THE RONEO WAY 
IS THE EFFICIENT, 
THE RATIONAL, WAY 


Write for our free booklet, : 
“Modern Copying Methods’’ 


Maal 


F. R. EELES, Mer. = 


FRONES COMIANY 


117-119 Leonard Street 
New York, N. Y. 


Mb UUALIA wai 
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W. R. Rockhold, H. C. DeCourcy. C. E Jackson, C B 
Kniskern, W. A. Wheeler, J. A. Shearer, L. E. Kramer, 
B. F. Garvin, George A. Dow, W. Hamstrom, J. W. Kerr, 
E. I. Leighton, H. C. Avery, C. E. Trinite and W. H 


Williams. 


New Southern Representative for Monroe Co. 


John R. Ramsay, who has for several years represented 


the Monroe Calculating Machine Company at 
of the company’s Wor 


> 
Bosto 


and was more recently in charge 
cester office, has been appointed district manager for t! 
company, with general offices at 2115 Healey building 
\tlanta, Ga. 

The territory under Mr. Ramsay’s jurisdiction include 
North and South Carolina, Georgia, Alabama, Florid 


and eastern Tennessee. Offices tributary to Atlanta 














J. R. Ramsay 


maintained at Birmingham, Ala nd Charlotte, N. 


charge of G D Pollock and J \\ 
N. G. Lea of Springfield, Mass., will be Mr. Ramsay 


Justus, respective 


vy connected witl 
) 
} 


assistant Mr. Lea was former] 
Pim, Butler & Pim Company of Brooklyn. 
Mr. Ramsay succeeds the late D. A. Henning, J]: 


f the southern territory for the Monroe cot 


manager oO 
pany, and his efforts will be directed toward a cont 
ance of the policy outlined by Mr. Henning. 


The Monroe calculating machine is manufactured 


General offices a 


in t 


company’s own plant at Orange, N. J. 
maintained in the Woolworth building, New York 
and branch offices in the principal cities of the Unite 
States. 
New Concern at Terre Haute. 

The Marley-Johnson Company has been establish«d 
taking over the stationery and offi 
R. F. Marley Company, 647 


Terre Haute, Ind., 
equipment business of the 
Wabash avenue. The Marley company was establishe: 


over forty years ago by the late J. R. Duncan. The officers 
R. F. Marley, president 


of the new Marley company are 
and general manager, formerly manager of the R. | 


Marley Company, and Charles ( 
the accounting department o 


Johnson, secretary 


treasurer, formerly with 
the Columbia Enameling Company and the Standar: 


Wheel Company 
and the company will continue at the 


The old organization will be retaine: 
present locatior 
the Royal typewriter ager 
of Milan, Roy 
established sul 


Since the reorganization of 
for Italy about a year ago, A. Mele & Co. 
general agents for the kingdom, have 


agencies in many important cities and towns 
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y Yours very truly, 


At this point on your 
letters the self starter 
will have saved anywhere 
from 15% to 15% time. 


SELF STARTING 
REMINGTON 


TYPEWRITER 


Grand Prize—Panama Pacific Exposition 


IF you, or others in your office, want to see this new time-saver, 

telephone today and we will bring it to you and put it through 

its paces. Or if you wish to read more about it, let us mail you 
descriptive folders. Write, or phone today. 


Remington Typewriter Company, (Incorporated) 
New York and Everywhere 
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Your Clerks 


Remind your clerks that many 
stationers have tried it and know 
that it pays to offer the “Seng- 
busch” line first, every time an ink- 
stand or a moistener is asked for, and 
urge them to follow the same profit 
making policy. 


Sengbusch Self-Closing Inkstand. 
Help your customers to save ink, pens, 
time, and labor, by persuading them 
to buy the Sengbusch inkstand. 


Ideal Sanitary Moistener. ‘The Quick 
and Easy Way” to moisten fingers, 
stamps, labels, envelopes, etc., that 
describes the Ideal Sanitary Mois- 
It is clean, noiseless, efficient, 
Every sale means a 
who will 


tener. 
and economical. 
customer — 


satisfied one 


“come back.” 


The Sengbusch is the only automatic 
inkstand ever invented that will pre- 
vent the evaporation of red ink and 
work as perfectly with copying ink as 
with ordinary writing fluid. 


Write for illustrated catalog, cir- 
culars with your imprint, free, 
also set of six display 


cards. 
Sengbusch 

Self-Closing 

Inkstand Co. 


400 Stroh Bldg. 
Milwaukee, Wis. 
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Dixon Men Honor Vice-President. 


(on May 10, Ge orge Edward Long, vice-president of the 


Joseph Dixon Crucible Company, completed his fortiet] 
association with that company. Th 
occasion was one which justified the complimentary din 
ner which was given to Mr. Long by twenty-six officers 
This dinner 


year of unbroken 


and department managers of the 
was held at Delmonico’s, New York City, on the evening 
of Thursday, May 10. 

company, occupied the seat at the head of table, with Mr. 
Long at his right and Vice-President J. H. Schermerhor: 


1 


A guest of the cor 


company. 


George T. Smith, president of tl 


as master of ceremonies, at his left. 
pany was H. C. Lewis, vice-president and general man 
National Paper & Type Company of New Yor! 


Other old-time associates of Mr. Long were also preset 


old 


ager of the 
and included the following gentlemen whose names 
given, with the year in which they began service with 
the company: 

Secretary Harry Dailey (’80), Treasurer W. Koester 
(80), Assistant Secretary and Treasurer A. Norris (’87), 
John Tracy ('74), T. B. Valleau (’78), Richard Van Dien 
(80), F. Engelbrecht (’82), J. W. Robottom ('91), John 
I. McComb ('96), Malcolm McNaughton (’87), Herman 
Price, W. G 


Stringer, George Neighbor, L. H. Snyder 





George E. Long. 


Isaac Kemp, C. C. Van Angl 


Victor J. Prescott, A. J. Pfaff, Benson H. Rowley, Charles 
C. Kelly and Charles A. Morr 

President Smith made a pithy and telling speech 
which he first presented Mr. | with a Tiffany umbre 
as a token of regard from his associates and a prov! 
against the rainy day. Then, using Mr. Long’s life as his 
text, he pro eeded to explod: the theory that to be s 
cessful a man must have the push or pull of wealth 
influence. He stated that Mr. Long has risen to tl 
sition of vice esident through his own « ts, his 
herence to duty, and his unqualified service 
othe é table had al isen t S 
ositions of authority and trust through the same qua 
of service and loyalty, which t ompany has and alw 
will recognize and reward 


Other speakers included l lleau, 
Dien. Mr. Norris, Mr. Dailey, Mr. Tracy, Mr. Stri 
MeN hton, Mr. Engelbrecht, Mr: 
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| 
| A METHOD THAT | 
| TAKES THE 
| MONTH-END 
' 
WORRY OUT OF 4 / 
BOOKKEEPING / }) | 
We, | 
¢ ~~ 
A few amc +e al 
users of the Underwood r UNDERWOOD | 
OO eeping achine BOO PIN 
NATIONAL oe ee KKEE G 
] | Bust reemiwAn comPANy MACHINE : 
| AMER ICAN CAN COMPANY Does your wor R your way 
| ASSOCIATED PRESS. —— 
CARSON, PIRIE,SCOTT CO. 
MANDEL BROS. 
| S.K.BOWSER & COMPANY 
Underwood Typewriter Company inc 
Underwood Building, New York City 
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_ PIONEERS in the devel- 
opment of a specific device 

for Machine Accounting and 
by reason of our long experience 
in this field of manufacture, we 
were peculiarly situated to thor- 
oughly study and perfect this 
method of accounting. The Kal- 
amazoo Style “C” System is ‘the 
result of fifteen years of loose 
leaf development and it has not 
only increased the speed of the 
posting machine but has made 
machine posting practical, effi- 
cient and desirable. 





KALAMAZG\ 


'Y \\ Loose -Lear-oevices-ano | 
 \A\ACCOUNTING-SYSTEMS 














Banks, Manufacturers, Wholesale and 
Retail Concerns all over the Country 
have increased the efficiency of their 
accounting departments by the use of 
this Style “C” System. This System 
increases the efficiency of any type of 
Posting or Bookkeeping Machine. This 
Style “C” System is the highest at- 
tainment in the perfection of loose 
leaf equipment and is destined to prac- 
tically replace the present record Bind- 
ers. You can obtain the advantage 
given you in the “Kalamazoo Style ‘C’ 
System” in no other device made. 


Full and detailed information will 
be sent you on the Style “C’’ System 


upon request. 


KALAMAZOO LOOSE LEAF 
BINDER COMPANY 


Kalamazoo, Michigan 

















cordially and profoundly appreciated the messages of his 
co-workers. 

Mr. Schermerhorn fulfilled the duties of toastmaster 
with great credit to himself and satisfaction to his listen- 
ers. 

The menu and printing were arranged by Albert Nor- 
ris and R. Van Dien. Each person present was handed 
a souvenir menu bearing a fine portrait of Mr. Long. 
This menu was printed by the De Vinne Press, which also 
presented Mr. Long himself with a special menu &xl] 
inches, hand-painted in beautiful medieval text and bril 
liant coloring, bound in blue morocco, lined with white 
watered silk, with special pages for the autographs of 
those in attendance. 

At the noon luncheon in the company’s dining room, Mr 
Long was also the recipient of honors. The young 
ladies of the company’s office decorated a large round 
table appropriately, putting in the center of it a birthday 
cake bearing forty candles. This cake was later cut and 
distributed. 

During the afternoon a number of the workmen of 


tine 
factory called personally upon Mr. Long to offer their 
congratulations. The names of the workmen who called, 
with the dates of their initial connection with the con 
Voegler ('64), Matthew D. Earl (’72), who worked as 

carpenter in building the original Dixon pencil works: 
John Wagner ('74), John Heintz (’77), John S. Poole 
(78), William Burns (’81) At one time there were six 


men, including Mr. Long, gathered in his office, whose 
Dixon 


pany, are as follows: John Lincks ('62), Christoph¢ 


average number of years of service with the 
company was forty-six. 


Admirable Suggestion for Locating Stock. 

\ representative of the Imperial Methods Company, 
Chicago, recently visited the Adams Stamp & Specialty 
Company of St. Louis. During his call, F. K. Adams 
made the suggestion that manufacturers wherever pos 
sible withdraw their stock numbers from ‘their labels 
and insert electrotypes or cuts of the item which is cor 
tained in the box, package or carton which dealers hay 
on their shelves. 

Following out this suggestion the Imperial Methods 


Company has devised a series of stock labels, giving tl 


picture of the item as well as its number. These labels 
are pasted prominently on the cartons so that the cler! 
in looking for an item can distinguish by its picture pr 
cisely what he wants without reference to the stock nur 
ber. The company desires to thank Mr. Adams for this 


valuable suggestion, which will do much in saving 
time of dealers and salesmen in the store. 

The Imperial Methods Company will be glad to ser 
samples of these labels to other manufacturers to enable 
them to follow the plan wherever electros can be shown 
on the outside of the cartons containing items handled 


by the stationery trade 


Flag Raising at Big Plant. 


On Saturday, June 30, at 3 p. m., a flag raising and 
simple patriotic service was given at the plant of 
Marble & Shattuck Chair Company, East 105th street and 
New York Central Railroad, Cleveland, Ohio. The plant 
was in full operation and open for the inspection of visi 
tors until the flag raising The flag and pole were 


chased by a subscription on the part of the compar 


employes 
The Legal Printing Co., stationers and printers of Ne 
York City, have been incorporated for $3,000 by Louis 


Max Fersht and A. Krentz. 


Sonnenberg 
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Judge the RO 





en Royal Master Model 10 





Price $100 


an Employee— 


““Compare 


You buy a typewriter for the 
same reason you employ an 
individual—you are buying 
work. 


Compare the work. Before 
you decide that you are satis- 
fied with any typewriter ser- 


vice know the ROYAL. 


Your stenographer can do bet- 
ter work and more work with 
less effort on the ROYAL. 
And without an extra attach- 
ment, the ROYAL writes 
letters, types cards, and bills 
—and—charges. 


the Work” 


“Lost alignment” 1s what kills 
the ordinary typewriter. The 
ROYAL will hold its align- 
ment for years, and then, if 
necessary, the simple bearings 
may be renewed instantly. 
That is one of the reasons 
why the ROYAL ends the 
two evils of excessive repairs 
and “trading-out.” 


Get the facts. Write or tele- 
phone any ROYAL branch or 


agency for a demonstration. 


ROYAL TYPEWRITER COMPANY, INC. 


Factory—Hartford, Conn. 


General Offices—New York 


Branches and Agencies the World Over 
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WONDERFUL VALUE FOR LITTLE MONEY 


CHICAGO $1.00 
Pencil Sharpener 


“LOOK AHEAD” 
Buy in July. 
Prices will never be lower. 
Deliveries guaranteed when wanted. 


“LEST WE FORGET” 


A model to fit every need. 
A price to fit every purse. 


AUTOMATIC PENCIL SHARPENER CO. 


1470 Garland Bidg., CHICAGO 


DEXTER 


SHARPENER 











NO EQUAL ON THE FACE OF THE GLOBE 


DEXTER $3.50 
Pencil Sharpener 








Ellis Employes Present Flag. 

The employés of the Ellis Adding Typewriter Com- 
pany presented the factory with a splendid flag and pa: 
ticipated in the flag raising exercises which took place at 
the company’s plant at Newark, N. J., on May 16. Th 
flag was unfurled by Miss Jennie Cavanaugh, and pa- 
triotic music was rendered on the cornet by John Engel 
berger. The employés’ committee in charge of the eveut 
included Arthur T. Johnson, Charles Hofer, W. T. Gra: 
enhorst and Nathan W. Perkins, Jr. Among many 
friends present not connected with the company wer 
Malcolm Ellis, Dr. A. L. Boyce, Nico Sanders and Col. 
Mullikin. 

D. W. R. Macdonald, president of the Ellis Adding 


Typewriter Company, in accepting the flag, spoke as fol- 
lows: 
“Friends, Americans all; the Ellis Adding Typewrite1 


+] 


Company is proud to accept from you this beautiful flac 
of our country. It shall stand, an emblem among us 
friendship, loyalty and good will to each other. 

“Generations ago the fathers and mothers of this lar 
raised the first star-spangled banner. The spirit of tl 
flag is freedom. They lived under that flag, they foug 
for it, and dying, they bequeathed it, unsullied, an herit 
age to their children. 

“Our nation through all the years has steadily advanc: 
in art, in science, in position and power, until today 
peoples are proud to sit at the feet of our own big- 
hearted Uncle Samuel. And the flag—higher, higher, ev 
higher, till its beautiful stars seem near to those tl 
illumine heaven’s own blue. 

“Our national life is at a crisis. Congress, whom 
elect, and to whom we give the power, with our Presi 
dent, Woodrow Wilson, at their head, has declared th 
certain other nations are at war with us. The day has 
come for us to show that we are worthy of our heritag 
Our act in raising again the flag of our fathers says, ‘We 
are ready!’ The spirit lives. 

“And over all, our Father in Heaven; may He bless o 
flag and bless our land, and grant that we shall do the 
best there is in us so that our children, remembering, shall 
stand up straight as they salute Old Glory.” 

The new flag is flown from a steel mast just to 
left of the front of the factory 

After Mr. Macdonald’s address those present adjourned 
to the Waldorf Cafe. where an excellent dinner was 
served. 

Fine Record for Stationery Squad. 

At a recent meeting of the Advisory Board of Citiz 
Reserve company at Wahpeton, N. D., a $25 prize was 
awarded to the squad having the best attendance record 
at the morning drills. Squad No. 4, composed entir« 
of employés of the Globe-Gazette Printing Company, | 
a perfect attendance record, and as it was the only s 
with such a record the prize was awarded to them 
winning squad, consisting of Henry Field, corporal; R. | 
McClintock, Louis Ujka, Joe Kohnke, R. M. Falley, J: 
Dunn, W. H. McClintock and John Jacobchick, u 
mously decided to turn the $25 prize money ove! 

Red Cross 


Frank Weeks’ Daughter Marries. 


On June 23, Miss Martine W. Weeks, daughter 
\. Weeks. of the Frank A. Weeks Manufacturing ( 
pany, New York, was married to Lawrence VY. Colen 
Yale man and a member of the ymmittee recently ap- 
pointed by President Wils discover a met 
meeting gas attacks as used in war. Mr. and Mrs. | 


man will reside at New Haver 











OFFICE APPLIANCES 


49 























Orr <0) 


eSLDABAG 
o ae 


ee 
qeeeey 





**Show me the machine the operator likes best, and 
I will show you the machine that will give the best 
service.” 


This old typewriter maxim tells you exactly why 
users get the best results from the 


MONARCH 
Typewriter 


The machine whose light touch and easy action 
helps the operator to do the most work with the 
least effort is bound to be her favorite—and for 
that very reason it is sure to be the most productive 
machine for the owner. 


The name of this machine is°*Monarch.’’ To prove 
it ask the operator. 


The Monarch Typewriter Company, Limited 


165 Queen Victoria Street, London, E. C., England 
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‘THE WORLD'S BEST WRITING MACHINE” 


THE TREMENDOUS 
SUCCESS 


OF THE 


VICTOR 
Standard 
Typewriter 





IS DUE TO ITS 


Popularity 
Durability 
Adaptability 
Superiority 


BUILT TO MEET MODERN CONDITIONS 


With Inch Wide Cone Type Bar Bearings 
Two Handed Variable Line Spacer 
Properly Placed Back Spacer 
Single Key Decimal Tabulator 
Simple, Speedy Escapement 


Alone of all Visible Typewriters the Victor 
combines the Durability and Permanency of 
alignment of the original “Blind” Typewriter 
with all the adaptability and modern improve- 
ments of its most progressive Competitor. 


Exclusive Selling rights means Independence 
and umprecedented profits for you or your 


competitor—WHICH WILL IT BE? 


Victor Typewriter Company 
General Office and Factory, Wyoming Ave., 


SCRANTON, PA. U.S. A. 


Agencies wherever ‘‘live-wires’’ live 


“THE WORLD'S BEST WRITING MACHINE” 














Wilson-Jones Loose Leaf Company Publishes New 
Catalogue. 

The “De Luxe Line Book of Systems and Binders 
the title of a new catalogue recently published by 
Wilson-Jones Loose Leaf Con pany, Chicago. In tl 
makeup of this catalogue the pany has departed some 
what from the style of previous issues. The illustrations 
and text matter have been prepared with the idea of add 
ing to the value of the book from a sales creative star 
point when mailed by the dealer to his prospective cus- 
tomers The introduction on page two states that tl 


1 1 ? | 
new book of systems and nders is distinctively a cor 


umers’ catalogue intended dealers to distribut 
among their customers The company has given 1 
study to making it a sales pr heir idea has bee 
to get up a convenient, well printed, simply worded 
logue which can be understood by everv user of loos 
leat devices, ane which everv de ler vill be vlad to set 


out as his catalogus 

Che cover design is a fine piece of offset work dor 
four colors by one of the big lithographing companies ¢ 
Chicago Pages 2, 3 and 4 of the cover are taken up 


itter descriptive oO several items in tl 


De|uxe|ine 
Book of Looseleaf § § 
Systems & Binders 

















Cover Design of New Catalogue, Wilson-Jones Loose Leaf Co 


pany's line. The size of the new catalogue is 4x9 inches 

Among the new lines illustrated for the first time 1 
this catalogue are the Midget ledger outfits; Style MK 
sectional post binders for storage purposes; Pubreco 
Fibreloid indexes, in two, four, six, eight, twelve and 
fifteen subdivisions of the alphabet; indexes on extra 
heavy ledger paper. and a line of new Hotel Registe 
Pads, bound in red levant grain Ironcloth and corduroy 

The style V Veneer sheet holders, which were discon- 
tinued as a stock line at the time the last previous cata- 
logue of the company was published, have been revived 
and are again listed as a stock item 


Quite a number of new shect forms and systems are 


shown in the new catalogue Among these are the fol 


lowing Form GI general ledger—a standard general 
ledger form on buff Flexo; Form 301 NP—same as Forn 
301 combined cash-journal, but without the printed 


heads; Form FI record of cash received. Meets the de 
mand for loose leaf cash record in the popular 91%4x11 

size: Form Gl—record of cash disbursed; Form C-1] 
Form C-l2, 


two column cash: three-column cash; Forn 
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EXTRA QUALITY 


it 
Patent Button-On Fastener 
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REGULAR QUALITY 
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Introducing 
A New, Complete, More Profitable Line of 
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“Tell me,’ says this 
customer,” ‘“Why 
do you so strongly 
recommend the 
\ Widney Patent 
+ Pad?” 
a The progressive 
*".s% dealer smiles. “The 
Widney Patent,’ 
says he, “‘is the 
only pad that 
works right — eli- 
minates friction 
saves wear and tear on the 
spine and clothes.” 
(And the dealer didn’t sell 
one pad—he Widneyized 
this man’s entire office 





“Of course” the dealer is 
saying to this man, ‘If you 
like the pad with the three 
straps here’s the Widney 
Regular, made from excel- 
lent all wool Felt with very 


fine straps. (The dealer 
landed this sale too. 





To this man, who wants 
something low priced for 
less than a dollar — the 
dealer hands out the Widney 
B Quality and conscien- 
tiously tells him, “This is 
evidently just what you are 
looking for. Real value. 
Not all wool—but its thick, 
comfortable, durable.” 


(And again he rang the 
cash register. ) 
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Mighty attractive to 
your customers’ purse 
—also to yours 


There’s now a Widney Chair Pad 
for every kind of customer. There's 
a pad for everyone from the mana- 
ger to the office boy—50c to 


$1.50 retail. 


Most important to you, our new 
dealer discounts are as attractive 
as the new Widney line—and 
that’s going some. 


If you haven't received our new 
list prices, discounts and felt sam- 
ples of the different grades, don't 
fail to mail the coupon today. 
These three lines mean three sales 
—three profits—where only one 
existed before. 


Extensive advertising and sensible 
dealer helps are waiting to aid 
you in securing this Widney profit 
for your cash drawer. Present 
low prices are for immediate ac- 
ceptance. Act now. 


THE COUPON 
TEARS OFF EASILY 


THE 
WIDNEY 
CO. 







The Widney Co., 
Chicago, IIl. 


Dear Sirs 


sis South p i e list Comet her wit : 
Jefferson St. my Chait tell me how 
CHICAGO Yours 


Company 





318 S. Jefferson St., 


your revised 


felt sam- 
can make 


d sales show increased 


very truly, 
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(1) A REMARKABLE 
TYPEWRITER 


Standard in every particular. Uni- 
versal Keyboard—42 keys—&4 charac- 
ters—single shift. From 20 to 50 per 
cent less parts than other standard ma- 
chines. Operating advantages and im- 
provements. Appearance and Finish 
unexcelled. 


(2) A REMARKABLE 
RECORD 
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Woodstock “Group Assembling” 
makes the Woodstock structurally 
unique, and astounds old-timers. 


Dealers handling Woodstocks state 
they find repair calls rare. 


(3) A REMARKABLE 
OPPORTUNITY 


Dealers: 
Agents: 


Be a Charter Member of the Wood- 
stock Organization. GET IN NOW. 

The Model 5 is already recognized 
as a Winner. The contract is liberal. 
The time is ripe. Everything is 
auspicious, 

Territory at home or abroad. 


Write for particulars. 


Woodstock Typewriter Company 


CHICAGO, U.S. A. 


Cable: Woodtype, Chicago 


WWWWWWWWWWwwwwwwwwwwwe 


C-13, six-column cash or distribution; Form C-14, four- 
column cash or distribution; Form C-15, seven-column 
figuring sheet; Form C-16, ten-column journal or voucher 
record (blank headings); figuring sheets with two, thre¢ 
four, six, eight, ten and twelve columns on Grade B ledger 
paper; Form IN2, a new inventory form with checking 
features; Form HL, hotel ledger or statement system 
Forms 502T and 502P, new unit bill and charge forms 
two column sheets without units for De Luxe ring bind- 
ers; ten-to-inch Quadrille ruling, a form that should b« 
popular with architects, engineers and draftsmen—made 
in several sizes for De Luxe ring binders; Form P-33 
daily business statement; Form P-34, Graphic business 
chart; Form P-35, percentage analysis chart; Form P-38 
five-column sheet with units; Form P-39, seven-colur 
sheet without units; Form P-40, stock or analysis sheet 
Form P-32, advertising record; Form P-30, stock record 
Form P-27, hospital temperature chart; Form P-37, in 
vestors’ record. 

The Wilson-Jones company states that a large edition 


of this new catalogue has been printed. 


Buys Much Office Equipment. 


The gentleman whose portrait is presented here is G. H 
Grebe, buyer of office appliances for the exporting hous: 
of Gaston, Williams & Wigmore, Inc. 

















G. H. Grebe. 


The work of Gaston, Williams & Wigmore in prom: 
ing business between the United States and foreign cour 
tries during the last six months alone shows some inter 
esting figures. They have placed orders for over $500,000 
worth of office appliances and allied lines in this peri 
this sum representing approximately $200,000 in comm: 
cial papers, small novelties, etc., $275,000 in typewriters 
$8,500 in typewriter ribbons, $2,500 in carbon paper, $6,500 
in lead pencils and $8,500 in adding machines and miscel 
laneous labor saving machines and devices. 

While many noteworthy re-alignments hav: 
brought about by the great war, none stands out w 
more prominence, considering the volume of business 
volved, than otnce appliance S al d allied lines. 

South American countries, several in Europe and 
ber in the Far | ast, have he retotore depe nded 


solely upon those countries which are now at wats 


goods of this kind And these goods were often |] 
price because cheaply consti ted. Now, however 
ditions are rapidly changing Yankee Quality” is 
2, ; 
extend the re gnition to whicl it is entitled. 
Manufacturers in this country now have exceptior 
atieae tel a : aul ee 
opportunities obtain a st e and commanding Ile 
through the active demand abroad for their better gt 
lines, and also because of the perfected sales 
tributing facilities of American organizations. Thess 
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Improved equipment increases production — 
decreases costs — improves results 


You have installed special machinery and tools for turning out 
your factory product. You employ specialists to run this equipment. 
You estimate factory costs in decimals—because factory product is 
vital product. Labor is your most expensive item and you get right 
down to facts in realizing upon its productive possibilities. 

You would not go back to hand-made factory product. Yet if 
you use the shorthand system in your office, you are using hand 
labor. You are paying twice for your letters; you are getting from 
50'« to 100%e less letters than you should—you are not treating your 
letters as vital product. 

Let The Dictaphone experts on Office Organization show you 
that the same principles of labor costs apply to correspondence as 


they do to factory product. 


a, DIL TAPAVNE 











REGISTEREC 
Dept. 119G Woolworth Building, New York mS. lV 
Stores in the Principal Cities Dealers Everywhere Becta 
Write for ‘‘The Man at the Desk’’ ntmetaallt \ 
The word DICTAPHONE is a TRADE MARK, registered = . 











in the United States and in all other countries. 


This Advertisement was dictated to The LDL 
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PURSE-STRINGS 


play an important part in every 
sale. All selling arguments are 
designed to make the prospect 
“let loose”’—for his own benefit 
in most cases when office equip- 
ment is involved. 





Often when a man has been sat- 
isfied as to the practical advan- 
tages of a line you have a still 
bigger task before you to con- 
vince him that the article is worth 
the price. 


The desirability of an article 
from the sales standpoint de- 
pends largely on whether the 
prospect can readily be made to 
see that the article is worth the 
money. 


One particular line in the office 
equipment field has been an ex- 
cellent seller because the mere 
mention of price in connection 
with service of itself manifests 
to the prospect the advantages of 
buying. 

This talk, then, is to tell you that 
it is really easy to make money 
with Ramer Remanufactured 
Typewriters. 


Write us and we'll be glad to 
prove it. 


Wholesale Typewriter Co. 
314-316 Broadway New York, N. Y. 











now well entrenched in practically every civilized part 
of the world. A little foresight and co-operation on the 
part of the manufacturer at this time should make it 
easy for him to hold this lead even after peace is declared 


Philadelphia Concern Issues New Catalogue. 

The Polar Manufacturing Company of Philadelphia, 
Pa., has recently issued a new and complete catalogue of 
the Polar lines and those of the Non-Shine Pad Company 
This catalogue contains twenty pages, one of which fea- 
tures a number of electrotypes for catalogue and circular 
work. The prices do not appear in the body of the cata- 
logue, but each article has a key number which refers to a 
certain corresponding number on the price list, which is 
attached to the inside front cover of the catalogue, to 
gether with a list of discounts and net wholesale prices 
This price list is gummed to the front cover and can bi 
removed when desired. 

The catalogue includes descriptions and illustrations of 
desk reminders, typewriter shock absorber pads, center 
desk drawer trays, side desk drawer trays, desk calendars 
cut glass paper weight and tray, paper wallets, pocket 
index card cases, glass desk pads, furniture top protectors 
Non-Shine chair pads, quartered oak letter trays, signa 
ture blotter books, combination desk set trays, “Handy’ 
pen knife and ink eraser, paper weight and memo pa 
felt mats with deckle edges, ‘“Householders’” inventory 
books, insurance expiration books, commercial stationery 
racks, combination tablet holder, paper weight and blot 


wer, tc. 


New York Concern Adds New Department. 
The Scott-Coppage Company, Inc., manufacturers 
loose leaf and manifold books, New York City, have d¢ 
signed and built special machinery for the manufacturé 
of what are known as “Unitfold” forms. This machinery 
is designed to reduce materially the cost of manufacture, 
the paper from which the forms are made being manu 
factured with special reference to its manifolding qualities 
These forms are made for billing machine use and have 
the proper strength to withstand constant handling. At 
the present time “Unitfold” forms are used principally by 
railroads for waybilling. However, many commercial 

houses are taking up this form of billing. 
The Scott-Coppage Company in its new location at 
297-301 Lafayette street, has over 10,000 square feet 


floor space on a street floor, with an abundance lig 


on three sides 


Galveston Concern in New Quarters. 


] 


Office Appliances has received an invitation from 


Galveston Typewriter Exchange, Galveston, Tex., to visit 
them at their new quarters, 307-309 Twenty-second street. 
“The Letter Shop” is at the same address and is con 
ducted under the same direction. The Galveston Type 
writer Exchange carries a large line of typewriters ar 
typewriter supplies, including ribbons and carbons. Its 
trade mark consists of the word “Gatypex,” formeé 
the first two letters of the first word, the first three let- 
ters of the second word, and the first two letters of t! 


last word of the title. 


Takes Larger Quarters in San Francisco. 

W. R. Brown, western manager for the Monroe 
culating Machine Company, has moved from the Mer- 
chants’ National Bank building at Market and New Mont- 
gomery streets, to the second floor of the Lachman build- 
ing, Market and Fremont streets, where he has larger 


Cal- 


quarters. 
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LET THE LIGHTNING CHANGER 


Reduce Your Departmental Labor 


Eliminate all errors and resulting 
around cashier’s desk—delays in handling change 
—arguments as to the right amount—through 
use of a machine uniting speed and efficiency in 
calculation, delivering exact sum required direct 
to customers. Made in as many 


rieties of business 
demand. 


Specify in 
your letter 
of inquiry 
whether 
PAYER or 
CHANGER 


is desired. 


congestion 


styles as va- 


















Model 3. With spout and 


The Lightning Change-Maker 





can make up your pay roll 


THE TIME it now takes you. 


machine delivers exact change 


instant — DIRECT INTO 
PAY ENVELOPE. One 
touch of the key does the 
work. 


NO RECOUNTING and 
simplicity itself in opera- 
tion. Keyboard has oniy 
26 keys, operating as swift 
ly as keys of a typewriter. 
Its compactness permits 
striking any combination 
without chang ring position 
| the hand 


(guaranteed Five Years 
Sent on Approval 


The Barrett Changer Co. 


North American Building 
CHICAGO, ILL. 


Mi 


DIRECT PAY 


del 












No. ] Hand delivery 


ENVELOPE 
FEED 





Equipped with 
large double 
length 

coin tray 
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carries in stock at least one high-priced 
line of Carbon Paper to fill the demand 
of his High-Class trade. 





fills this re- 
quirement per- 
fectly, as it is 
much superior 
in quality to his 
lower priced 
lines. It also has 
a distinctive ap- 
pearance so 
that the cus- 
tomer can read- 
ily SEE the dif- 
ference. It is 
further- 
more _ packed 
more attractively than Carbon Papers 
generally. 

















With such a Paper:—One that is ab- 
solutely above all others in quality— 
One that is so different in appearance 
that a single sheet can positively be 
identified at sight—One that is most 
attractively packed; the dealer is ab- 
solutely protected against the peddler 
and the price-cutter, especially so, as 
these men cannot possibly secure 
Gloria Carbon. 


Gloria Brand is nothing less than a 
Wonder Carbon, filling all these speci- 
fications. It- has everything that your 
highest priced paper ought to have, and 
it can only be bought at trade prices 
by established dealers. 


Light, Medium, and Standard weights 
—Black, Blue, Purple, Red, and Green 
—all of the same unmatched quality— 
selling at a single price. 


Established dealers will receive a box 
of assorted colors and weights abso- 
lutely free for the asking. We want 
vou to know this paper. No strings 
tied to this offer—No follow-up letters 
to bother you. 


The Ault & Wiborg Co. 


MANUFACTURERS 
Cincinnati, Ohio 


Branch Houses in the Principal 
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A Pioneer Publisher 


Sketch of the Life of a Man Who Is Es- 
teemed and Respected by Stationers 
Throughout the United States. 


FFICE APPLIANCES presents upon the frontis- 
piece this month a likeness of Andrew Geyer, pub- 
lisher of “Geyer’s Stationer,” and “The Gift and Art 
Shop,” New York City. Mr. 


publishers in this field, having commenced the publica- 


Geyer is the dean of the 


tion of Geyer’s Stationer forty years ago. Next Novem- 
ber he will celebrate his seventy-fifth birthday. He was 
born on Thanksgiving Day, 1842, in Boston, Mass. H« 
attended the public schools of Boston, graduating in 1859, 
and beginning his business life at Cornhill, Boston. 
Three years after finishing school he entered the employ 
of Henry Marsh & Co. 
commercial traveler for this house in 1863, covering the 


Mr. Geyer began his career as a 


territory from Bangor, Maine, to St. Paul, Minn. He 
had to go by boat on the Mississippi from La Crosse to 
get to St. Paul, and brought customers over from Min- 
neapolis in a buggy to see his lines. Mr. Geyer was one 
of the first travelers to show goods by means of photo- 
graphs, and it is said that he was really the man who 
introduced the present method of showing books and 
that is to say, by taking the covers and about 
In 1869 he sought a larger field, going 


Bibles; 
two pages of text. 
to New York and securing employment with the sta- 
tionery department of Daniel Appleton & Co., for which 
he traveled from Bangor to Chicago. 

In 1872 Mr. Geyer married and decided to leave th: 
road. He 


lent buyer for some of the largest stationery firms in th 


became the New York representative and resi- 


country. He was at the same time engaged by Howard 
l.ockwood to employ his leisure hours in taking charge of 
the stationery department of the “Paper Trade Journal 

tle soon made this branch of that paper so large and in- 
teresting that the “American Stationer” was started. Mr: 


Geyer was active head of that journal until 1877, whet 
he started “Geyer’s Stationer,” one of his present publi 
tions 

Mr. Geyer has been prominently identified with asso- 
ciation work in the stationery trade and has devoted a 
11 


great deal of time to such organizations. He is really 


the father of the present New York association, of whic] 


he was for vears the secretary In 1908 at the annual 


cinner of the National Association of Stationers at 
Manufacturers. at the Boston convention, Mr. Gever, 
recognition of his distinguished services to the trade, was 
presented with a silver lovi cup by the New Yorl 
association 


It is said 


that he cannot be in any 
city in the United States ten minutes without meetir 
k 


ff Andrew Gever 


someone he His ancestry is Revolutionary stock 
George Geyer having been a member of the famous old 


nows. 


Roxbury Company which fought in the battle of Bunker 
Hill. His grandfather was a major in the New Hamy 
shire regiment during the Revolutionary war 

In 1910 Mr. Geyer began the publication of “Geyer 
Daily” in connection with the annual conventions of the 
National Association of Stationers and Manufacturers 
The work which Mr. Geyer has performed personally 
through his able staff of assistants at all conventions 
since the Toledo convention in 1909, has entitled him to 
the gratitude not only of the members of the associatior 
but of the publishing fraternity as well. The publication 
of the daily stenographic report of the proceedings of tl 
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Quick work—to simplify 
the system. And where is the 


office that will not soon be short- 
handed? Now —you can't afford to 


let any man or woman do work that the 
mimeograph can do better. It will deliver a 
hundred exact duplicates of'a letter or form 
within a few minutes—five thousand an hour. 
No type. No cuts. Your stenographer can | 
operate it—and produce “better duplicating, 
at less cost.’ You don't know the mimeograph unless 


you have seen its recent work. Write for booklet “T” 
—and let us show you how it will fit into your needs— 
now. 


A. B. Dick Company, Chicagjo—and New York. 
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MONOGRAM 
CARBON PAPERS 


The pick of our line, and we 
would like you to know all about 
them for your own satisfaction. 


Not new qualities exactly, but 
those with which dealers have had 
the greatest success for years, only 
every essential feature perfected 
to a higher degree. 


Their long record of continued 
heavy sales is proof positive of their 
merit, and this, with their finer 
development, indicates the 
certainty of the success you would 
have with them. 


Our new ‘‘Monogram”’ ribbon to 
go with them is a winner also. 
The best selected imported mate- 
rials are used, and they are guar- 
anteed to conform to the judgment 
of both you and your trade. 


The special boxes for this line are 
of tasteful design and finish, and 
appeal strongly to the consumer. 


Write us now on the subject of 
your needs, and permit us to show 
you the advantages ‘‘Monogram”’ 
Carbons and Ribbons hold for you. 


Neidich Process Co. 


BURLINGTON, NEW JERSEY 
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convention is a real achievement, demanding industry 
alertness and organizing ability 

Andrew Geyer is one of the strong personalities in th« 
Stationery trade. He comes of a generation which pro 
duced men of large mind and rugged character. Ever 
now at seventy-five years of age his well knit frame 
ries his burden of years with alertness and vigor and hi 
mind has lost none of its wonted clarity and alertness 
but 1s enriched with the experiences of more than half 
century in the stationery trade. 

The principal facts in the foregoing sketch were 
piied by a gentleman who for some years has been 
close to Mr. Geyer and who, knowing him as well probab! 
as anyone in the world, regards him with profound 
spect and affection. He tells the following facetious lit 
tle story about how Andrew Geyer came to be a station¢ 
but he does not vouch for the absolute verity of the tal: 

“It is said by those who best know ‘Andy’ Geyer that 


when he was a year old his parents and relatives held a 


council to determine the child's career. The little chay 
was placed in a room with a Bible, an apple, a dollar 
paste pot, pencils and papet He was to remain ther 


for a half hour alone, and if on opening the door 

found him with the Bible in his hands he was to be mad 
a preacher; if he had the apple, he was to be a farme: 
it the dollar, he was to enter the financial world, and if hi 
was playing with the paste pot, pencils or paper he was 
to be made an editor. But when they finally looked into 
the room they found ‘Andy’ sitting on the Bible, eating 
the apple and his chubby fingers filled with paste, pencils 
and the dollar. Then and there they decided he was a 


stationer.” 


Useful Book on Office Management. 

The real experts in office management are few, and tl 
publication of a book by one of them is an event 
interest. “Office Organization and Management,” by 
é Parsons, just published, is a book that will appeal to 


many thousands of readers 

During the years 1904-1905, Mr. Parsons was connected 
with the Department of Commerce, University of Michi 
gan, as special lecturer on the subject of Business Admin- 
istration. The following year he was a special lecturer 
on the same subject at the Indianapolis Y. M. C. A. Com 
merce School. He lectured on the “Cost of Production”’ 
before the National Cloak and Suit Manufacturers’ Asso 
ciation. Mr. Parsons is known as the author of “Business 
Administration,” and has been a contributor of numerous 
articles to magazines on the subject of business and 
office organization. For twelve years he has been a 
branch manager of the Shaw-Walker Company, filing dé 
vices and systems, Chicago and New York. He is now 
manager of the New York branch. By every test—edu 
cation, lecture and teaching experience, writing, business 
position and experience, Mr. Parsons is pre-eminently 
qualified to write on office management. 

“The successful organization of the present day is a 
complex affair. It is a well-done, finished compound that 
issues from the business caldron into which has been 
thrown such a diversity of ingredients as would have 
astonished the business men of an earlier generation.” 

That the author does not shrink from this complexity 
is shown by the list of chapter headings: Organization; 
Laying Out the Office; Office Employees; Office Train 
Rules and Regulations; Discipline; Methods of Pay 
Increasing Efficiency; Suggestions and 
Corps; Vacations; Encouragement of 


ing; 
ment; Promotions; 
Ideas; Esprit de 
Savings; Making Employees Stockholders; Pension Sys 


tems: Welfare Work; Machinery of the Office; Records 
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F \pcetr ee ag ta Typorium Rebuilt Underwood Typewriter 
absolutely FREE—with every twentieth machine you order 
from us. You get a rebuilt No. 4 Underwood, pica 
«type, with back spacer and two 
Bt color ribbon. 

; This means a free gift amount- 
















4 ing to a round sum in money. 
You can easily sell this Free 
machine. 

You can order one or any number at a 
time. When you have ordered 20, you 
get this machine FREE. 


Every One Guaranteed 


Every Typorium Rebuilt Underwood must be 
all we claim it to be—or your money will be 
promptly refunded, including express. 





We are safe in making this broad guarantee because 
Typorium Rebuilt Underwoods are perfect in every de- 
tail before being shipped. Every machine is torn down to 
the frame and every worn part replaced with brand new parts. 
New platens, new front scales, new thumb knobs, new key 
board, new key rings, new feed rolls, new rubber feet and 
new ribbons. All type and type bars and all important bright parts 
are re-nickeled. Lge peer ene net meee re-lettered and restriped. 
The machines look, act and are as good as new! 


TYPORIUM 


Rebuilt Underwoods 


are sold at prices that permit you to sell them as ingthem absolutelyto yourcustomers. We allow 
“Big Bargains’’—‘‘Trade Attracting Specials’’— 5 per cent discount on cash or C. O. D. orders. 
and still make a fine, fat profit. Moreover, because Send for our Confidential Price List—it will show 
we guarantee them to you, you are safe in guaraniee- you how to double your typewriter profits. 


We Prepay Express, Guarantee Shipment Day Order is Received 
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<4 
x 
u If 2 or more machines are shipped at one time to /f we fail to ship the same day, we will reduce s 
41 the same address, we will prepay the express to any /he amount of your order $5.00 as a forteit. ” 
1 dealer east of the Missouri River, in either United See our Confidential Price List for com- rr) 
States or Canada. On shipments west of Missouri plete details of this offer. 
is River, we allow express as far as Omaha. Remember—we always carry from 
4 On shipments of single machines we allow half the 1,500 to 2,000 Underwoods in stock 
my 46e Xpress. at all times. 
'* 


Writefor Confidential Price List 1 


Use the coupon—or send in your name and address on a post card. 
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TYPEWRITER EMPORIUM 


Established for Over a Quurter of a Century 
34-36 West Lake Street Chicago, Illinois 
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Black Powder Ammunition 
is a thing of the past. 





To win today you must have up-to-the-minute 
equipment. Why offer low priced, inferior 
articles? Your trade wants the best the mar- 
ket affords in a telephone holder and _ will 
gladly pay the price to secure this. There 
are various types offered today, but only one 
Burns HI-LO—the gate type telephone brack- 
et, adjustable up-and-down, in-and-out, and 
down-and-up. A practical and lasting office 
necessity of unique adjustment features, at- 


tractive design, rigid construction. 


ADJUSTABLE 


TELEPHONE 
BRACKET 









A choice from various style of mountings makes 
it possible to attach this bracket anywhere on desk 
or near it as best suits; then, too, the Hi-lo Burns 
arm is furnished in several different lengths. 


Ask for literature on other attractive office appliances. 


DEALERS—lIn actual dollars and cents there is 
more profit to you on the sale of HI-LO BURNS 
Telephone Arms than on any other make of tele- 
phone holder on the market. Get our trade propo- 
sition immediately. 


A word to the wise—Patent protection and financial 
responsibility back of our guarantee 


MANUFACTURER 
Smertcan Sleckric 
COMPANY 


State and 64th Streets CHICAGO, U. S. A. 














and Systems; Advertising Department Records: Sales De- 
partment Records; Credits and Collections; Records; Or- 
der Department Records; Purchasing Records: Store 
Records; Shipping Records; Cost Accounting Records; 
Mailing Department; Supervising Office Work; Office 
Manager 

All these subjects are treated in the broadly human, 
common-sense spirit of the man who has wrestled with 
the problems and mastered them in actual practice. Few 
business texts succeed so well in bringing the atmos- 
phere of the world of business into the classroom. The 
office manager, he says, “must have had that experience 
which gains for him a comprehension of the possibilities 
and limitations of humankind; for he is to deal not with 
one class of employees, but with the succeeding grades 
from office boys, packers and shippers, up to the highest 
executive.” 

The book is published by La Salle Extension Univer 





sity, Chicago. 


New York Concern Changes Name. 

The name of the Speed Key Selling Agency has been 
changed to the Speed Key Manufacturing Company, 
a factory all to itself in Brooklyn, at 22 
90 


which has taken 
Columbus Place. The company’s office number is 
West Broadway instead of 82 West Broadway, New 
York, as heretofore. While at the former address they 
combined the selling office and factory, which are now 
separate. 

The Speed Key Manufacturing Company is headed by 
P. C. Locke, president and geenral manager, and Herbert 
E. Frost, secretary and treasurer 


Detroit House Enlarges Premises. 
George A. Drake & Co., stationers, office outfitters and 
printers at 103 Woodward avenue, Detroit, Mich., have pur- 
f O’Brien & Co., 121-125 


chased the balance of the lease o 
Woodward avenue, and have secured 
extension on the whole building. They will obtain pos- 
session May 1, 1918. The new building will be completely 
remodeled with a view to giving office furniture and other 
considerable portion i 


a twenty-five year 


departments greater display. A 


the building will be devoted to the 


printing, ruling and 
binding departments. 


Congratulations to Hanson Typewriter Service Co. 
Office Appliances extends its hearty and sincere goo: 
wishes to Richard H. Hanson, who made his appearan 


in this world on June 8. The scales announced his weight 


as nine pounds. He is the son of Mr. and Mrs. W. Har- 
son of the Hanson Typewriter Service Company, Clev 
land, O., and is a fine, promising boy in every way. 


Walters Will Manage Buffalo Office. 
R. A. Walters has been appointed manager of the 
falo office of the L. C. Smith & Bros. Typewriter Com- 
pany. Mr. Walters was formerly city salesman for the 
company in Buffalo and has been in the typewriter busi- 
S. Steadman, the former Buffalo 


But 


ness for ten years. M. 
manager, has been transferred to the Pittsburgh office. 


Some Unusual Enclosures. 

The Graves Timing Device Company, of Philadelphia, 
has adopted a plan of enclosures in their mail matter con- 
sisting of reproductions of orders received from larg: 
concerns. These orders are evidently reproduced by 
means of zine plates with the word “reproduction” 


stamped in red across the face of each. 
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Heavy white line shows distribution of one 
month’s work where books are kept by old pen- 
and-ink method. 

Dotted white line shows distribution of one 


month’s work where books are kept by Elliott- 
Fisher Bookkeeping Machine. 





Straightening the 
Bookkeeping Curve 


At the first of every month comes a rush of work; 
the books must be closed; a trial balance taken; state- 
ments hustled into the mail; books reopened. During 
the last few days of each month comes another con- 
gestion, while statements are prepared and postings 
brought up to date. 

If your bookkeepers work steadily during the middle 
of the month, extra help must be required to carry 
the peak of the load—there is twice as much to be done. 

Under the pen-and-ink method it isn’t possible to avoid this peak load 
An accumulation of work must always be left till the end of the month 

The solution is to have each day’s work done complete, with Elliott 
Fisher Bookkeeping Machine. 

Accounts Receivable are always in balance; statements are written up 
at the same operation of posting the ledger; they are always complete 
and up to date. There is 


Nothing-To-Do-At-The-End-of-The 
Month-But-Mail-The-Statement 


The peak load is cut down, and the work evenly distributed. Standardized ways 
for bettering old methods have been worked out on Elliott-Fisher Bookkeepins 
Machine for almost every line of business. Daily bills combined with monthly 
Statements are easily handled; distribution done where desired; either skeleton 
r detailed ledger kept Elliott-Fisher Bookke« ping Machines are fitted to your 
work—not your work fitted to the machine. 

There are Elliott-Fisher Offices in all principal cities. Write to one of thi 
for complete information or direct to us. There is no obligation 


Elliott-Fisher Company 
72 Elliott Parkway, Harrisburg, Pa. 








In the Kendall Refining Company, Brad- 


ford, Pa., two Elliott-Pisher Bookkeeping 


Machines have cut out the peak load and 
traightened the curve. Here, in their own 
words, are the results obtained: 

We are able to accomplish with this system 
ut least three limes the work, without increas- 
ng our office force, and at the same time ex- 


tend the Saturday half-holiday the entire 


ear round, besides shortening the other work- 
ne-nalj hour per day. 
Our es are always in balance and the 


tria nce at the end of the month takes 


four hours, whereas it used to 


take us ten ‘de3 Frankly, I do not believe 


iny firm employing more than one bookkeeper 
f lo without this machine.” 








Note the flat writing surface 
on which forms are held 


lliott -Fisher 


Bookkeeping Machine 


with the Proof Sheet and the Flat Writing Surface 
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HIS summer take care 

of your health—your 
business—and your family 
with Edison Dictation in 
your office. 


The war strain will tell 
on you if you don’t get the 
personal relief of dictating 
any time without waiting. 


Your business needs this 
warless, wageless help—and 
your family too will feel the 
presence in your office of 


THE GENUINE 





THOMAS A. EDISON, Ine. 
Orange, N. J. 


Service Everywhere 
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On Us. 

A. R. Bean, a typewriter dealer at 561 Gates awenue, 
Brooklyn, N. Y., on two occasions of late has placed a 
want advertisement in Office Appliances and on each oc- 
casion, notwithstanding Mr. Bean’s strenuous efforts, we 
have succeeded in getting his telephone number wrong 
We wish here to give notice that his correct telephon 
number is 3436 Bedford. Our apologies to Mr. Bean. 


In the June number of Office Appliances we described 
the Non-tangling appliance for flags invented by F. E 
Hlowes of Boston, Mass. The cut, it appears, which illus 
trated the article, was placed in the wrong position. It 
should have been so placed that the flag would hang down- 
ward instead of across the column This device is called 
the Old Glory Non-tangling device and is used for keep 





Flag Equipped With Non-Tangling Appliance. 


ing flags from twisting around the pole or getting foul 
\ patent swivel button clamp not only holds the flag 
firmly without danger of tearing the bunting, but permits 


it to wave and move with every breeze 


Wahpeton Concern Entertains County Officials. 
The Globe-Gazette Printing Company of Wahpetor: 
N. D., not long 


vention which was held in that city. The party, consist 


ago entertained the County Auditors’ cor 


ing of fifty-two persons, left Wahpeton by automobile 
and went to Camp Corliss by way of Fergus Falls, wher: 
they were entertained by the commercial organizations 
and then taken to various points of interest in the vici 
ity. ihe trip was provided by three concerns, the Globe 
Gazette Printing Company, the Great Northern Bridg 
Company, and the Northwestern Sheet & Iron Works 


Hartford Concern in New Quarters. 
\fter having removed their office furniture department 
a year ago to larger quarters, the firm of Gustave Fischer 
& Co. has again found it necessary to readjust their space 
to accommodate increasing business in this department. 


Mr. Fischer recently bought the five-story building at 235 


237 Asylum street, directly opposite the company’s larg 


commercial stationery store at 236 Asylum street, whicl 
will be continued at that location. The new building has 


been completely remodeled to mect the requirements of 


an up-to-date office furniture store. 
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“¥ and E” STEEL Transfer Case 



































Top is formed 
over on side, making 


Case interlocks 
here with case above. 
Screws or bolts unnecessary 
Any office boy can stack 
them up. 


Drawer rolls 
in and out freely, even 
when heavily loaded. 
No friction here 


case dust-proof, 


















Biggest 
hling capacity of any 
transfer case in the market. 
25 inches clear filing 
space. 

































Low drawer . 
This trade-mark 


guarantees quality and 
service. 


sides greatly facilitate 


reference to papers 













Channel strips 


act as sanitary base Electric spot welding 


throughout insures preat 


and interl oc k both horizon 
strength and rigidity. 


tally and vertically 








Immediate Shipments 
for Mid-year Transfer 





“VY and E” Transfer Cases The quality of “Y and E” 
and Supplies are in stock Transfer Cases and Supplies 
ready for immediate ship- is up to the high standard 
ment to agents, dealers and of all other “Y and E” filing 
consumers : devices and office systems. 

Transfer Cases of steel. This fact, together with the 
oak, and juteboard for Special sales co-operation 
Vertical, Shannon, Loose offered, makes the “Y and 

One Drawer Units Sheet, Document, Check, E” proposition in Transfer Sold #-Drawer Upright 

Card Index and Miscellane- Cases and Supplies one that 


ous Transfer purposes. Great makes a difference to every 
varietv of first quality gor ds be dv in the trade, as W ell as 
offered, at moderate prices. to the ultimate purchaser. 





Card Index - , 
a Ff (Pr Style “B” Vertical, 


Lk T [Fara ti r 
nA af 7 6 in. deep 
; i 





755 St. Paul Street ROCHESTER, N. Y. 
Rranch Offices: 3oston, Springfield Mass Albany New York Ne irk 
Philadelphia, Washingtor Pittsburg? Buffalo, Cleveland, Chicago 
Kansas Cit Los Angeles, San Francisco, Oakland 
Canada The Office Spe ilty Mfg. Co Ltd Newmarket 
2000 Agents and De ers in more than 1200 other cities 
I » Sheet . ane : " 
von ate Makers of “Y and E” Filing Devices and Office Systems. Check File 





Tilting Back Style “A” Vertical 


Document Drawer Style Shannon Document Set-Up Style “A” Knock-Down 





























— SS S.C? 
a ae 


<< —sZ 


a 










a 


—_— 


———————— 
a_i ; 


So 


LEP Oe GF 


a 
= 


| 








OFFICE APPLIANCES July, 1917 





The 
MONROE 
in use in 
the Foreign 
Departmentof 
the National 

0 
Commerce, 


New York. 


A F undamental 
Improvement 


in Operation and Results 


FROM simple additions to handling complicated 

_ engineering problems the Monroe Calculating-Ad- 
ding Machine reveals a simplicity and accuracy hitherto not 
attained in calculating devices. 

It not only Adds, but it Subtracts, Divides and Multi- 
plies as easily as ordinary adding machines Add. By perform- 
ing all these operations, either singly or in combination, it fits 
perfectly any needs in any business. 

Every operation is DIRECT; reciprocals and complementary 
numbers are unnecessary. Visible proof at every stage insures 
absolute accuracy without re-checking. 


Anyone, with 


Monroe. It does not require an expert operator. Simply set the 
numbers on the key-board and turn the crank—forward for Ad- 
dition and Multiplication, backward for Subtraction and Division. 


Used by representative business houses all over the country, 


as well as in all 


F your busi- 

ness is large 
enough to 
warrant the 
employment 
of a book- 
keeper, the 
Monroe will 
save you 
enough time, 
energy and 
mistakes to 
pay for itself 
in a short 
while. 
4 


4 
4 












Occupies less 
than a square 
foot of desk 
space. 
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a little practice, can obtain high speed on the 


important branches of the Government Service. 


Send This 
Coupon and 


witnout Cost To Monroe 
on what Calculating 
s i Machine Co., 
10)'85 40) > Woolworth Bidg., 











_ 
gati 


in New York, N. Y. 
Please give us (check 
the item desired): 

O Further information con- 
cerning the Monroe Calculat- 
ing Machine and how it will 
save time in the figure work of 

our business. 
DC A demonstration in our own office. 


Firm 


0 BE ee Sane 

s ndividual’s 
4 | Prrrrrerrrrerr ry CTEPET TELE TT TT Ee TTT T 
i etecechnhedeet 6400¢460bh06600804600R0000 








New Ways of Valuing Typewriters. 

One of the St. Paul papers among its classified adver 
tisements has a standing head, “Typewriters 7c per line 
which, of course, reé fers to the price of the advertisement 
not to the price of the machines. \ correspondent 
the paper in question, over a signature whose letters 
taken in sequence form the name of a well known 
chine, jocularly takes issue with the publisher in the 
lowing letter: 

“Editor, Daily News: We refer to your classified 
vertising section of yesterday. My idea was that the ma 
less a governmental 


ter of price control was mor: 


| 


function, but it would appear you have seen fit to ‘butt in 
You sure are gumming the game, to say the least of 


when you arbitrarily fix the price of “Typewriters at 7 

per line.’ Again, it is too indefinite. Do you mean 

a written line or a whole line of typewriters, or what? 
“I once offered a certain make at $8.33'44 per pound 


of $sV 


(weight), and as it weighed six pounds, the pric« 
was clear to all. Also I have sold typewriters with ‘a 
line of talk,’ but ‘7c per line’ gets my bewhiskered quad- 
ruped. 

“Also, why do you single out typewriters, why not 
price the other stuff?” 


THIS DAILY LIFE.—If the fat gentleman in the Pan- 
ama hat who was trying to flirt with the typewriter ap- 
pliance demonstrator in the Dearborn street window last 
Saturday morning happens to see this sketch he will see 
just how devilish and fascinating he looked—from the 
inside of the store. 











Reproduced from a cartoon in the Chicago Evening Post of June 
The paper and envelope feeding device upon the 
machine—known as the ‘“Fasterfeed’’—has 

been heretofore described. 
Typewriter Man Joins Pelton & Co. 

Word comes from Georgetown, Ky., to the effect that 
B. L. Beall, who has been connected with the typewrite: 
industry as salesman and manager in various middle 
western territories for the past eleven years, has joine 
the staff of Geo. E. Pelton Co. of Georgetown. Mr. Beall 
was a one time manager of the Lexington branch of tl 
Underwood Typewriter Company. In his new work 
Pelton & Co. he has the assistance of a corps of con 
petent stenographers headed by Mrs. N. P. Mann 


Lexington. 

Hanson Typewriter Service Company Adds to Staff. 
Cleveland people are familiar with the sticker, “If your 

typewriter needs a doctor call Main 6099.”’ This is 


number of the Hanson Typewriter Service Company 


that city. All of the Hanson Typewriter Service men are 
dubbed “doctors.” Perhaps D. M. instead of M. D. wi 

be the most suitable designation—doctor of mechanics. 
At any rate, Mr. Hanson states that the following “doc- 


f his staff 


tors” have joined the service department of 
O. D. Ingham, P. Felsh and E. Knoop. 
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| Complete and Practical in every Detail 





The Noiseless Typewriter 


100% NOISELESS 


Highly commended by well-known representative concerns 
after exhaustive tests, resulting in repeat orders and standardiza- 


tion of equipment. 


The practical Noiseless mechanical construction not only 
insures a permanent noiseless result, but also increases durability 
by preventing the usual excessive wear and strain caused by the 
hammer method of typewriting. 


Our catalogue will interest you. Send your address and 
we will mail you a copy at once. 


THE NOISELESS TYPEWRITER COMPANY 


General Sales Offices: Factory: 


253 BROADWAY, NEW YORK, N. Y. MIDDLETOWN, CONN., U. S. A. 
Sales Offices: 


NEW YORK CHICAGO PHILADELPHIA WASHINGTON BOSTON BUFFALO 
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Underwood Men at Atlantic City. 

The picture shown on this page is a likeness of a group 
taken in front of the Underwood exhibit at Atlantic Cit 
on May 26. The party journeyed from Philadelphia to 
Atlantic City, thirty strong, and after viewing the ex- 
hibit, which has been enlarged by the addition of the 
Progress Show, they indulged in the various means oj 
entertainment supplied along the Boardwalk wntil six 
o'clock in the evening, when they assembled to partake 
of a shore dinner at one of the leading hotels. 

The occasion was in honor of W. H. Laubenstein, ]. 
H. Scarfe and F. F. Aaron. Mr. Laubenstein has been in 
charge of the Underwood accounting department at Phil- 
adelphia for a number of years. He has now joined the 
sales organization with headquarters at Reading, Pa. Mr 
Searfe, who for a number of years has been traveling 
auditor for the company, has joined the Philadelphia or- 
ganization as assistant manager, while Mr. Aaron has 
just taken unto himself a wife. The Philadelphia sales 
organization of the Underwood, therefore, thought that 


the occasion was one which justified a jollification 


~~ ~ 








No. 2845, illustrating and describing the line of folders 
file pockets, envelopes, etc., made from the material call 
“YawmanotE.’ 

No. 2793, describing the “Efficiency” desks, whicl 


sist of filing cabinets built in the shape of desks. 


The Exhibit at Grand Rapids. 


The Globe-Wernicke Company announces that th 
will exhibit sectional book cases, sectional filing cabinets 
wood and steel, Globe steel sates 3rown’'s disc recor 
cabinets, sectional dise record cabinets and other products 
at the Grand Rapids furniture exhibition this month. The 
market opened Tuesday, June 26 This exhibit is on tl 


ground floor of the Klingman Furniture Exhibition 
ing and occupies section nineteet 


Discounts Withdrawn on Cuspidors. 


The Ireland & Matthews Manufacturing Company 
Detroit, Mich., announce that on July 10 their present 


discounts on brass and steel ispidors were withdray 





Underwood Philadelphia Sales Organization at Atlantic City. 


Parkin-Longley Company to Move. 

Che Parkin-Longley Company, of Little Rock, Ark., 
one of the prominent office equipment houses in that 
state, has leased for ten years a three-story building 
at 215 Main street, Little Rock, and expects to move into 
the new and larger quarters about “August | \ more 
extensive line of office furniture, safes, filing cabinets, 
stationery, etc., will be carried in the new premises. 


Four New Envelope Stuffers and a Reprint. 

The Yawman & Erbe Manufacturing Company of 
Rochester, N. Y., has recently produced five little en- 
velope enclosures as an addition to its list of printed mat 
ter These are as follows 

No. 2829, describing the “Everlasting” index tabs for 
card and vertical files, books, catalogues, etc. 

No. 2842. describing Fire-wall steel cabinets and ex- 
plaining why these cabinets offer protection against fire 
and extreme heat 

No. 2844, describing the “Mammoth” vertical file in 


wood and steel, for the filing of blue prints, maps, plats, 


etc. 


[his action, it is understood, is ving to the constant 


advancing prices of raw materials 


Packard Officers Named. 

\t a recent meeting of directors of The Packard | 
tric Company, Warren, ©., the following officers we 
named for the coming year 

President, N. A. Wolcott: vi president, Chas. Fillius 
secretary, R. E. Gorton; treasurer, N. A. Wolcott 

Mr. Wolcott, the new president, is well known, ha 
been associated with the Packard organization in the | 
sition of treasurer for the past fourteen years 

No immediate change in the company’s policy ts co 


templated by the new officers 


Paper Concern in New Home. 
The Elsinore Paper Company some weeks ago re 


to new quarters at 131 West Twenty-fourth street, N« 


York, N. Y., between Sixth and Seventh avenue Hert 
they occupy the ground floor and basement with ab 
5,000 square feet of floor spac« \. G. Lutz is secretat 
and treasurer of the company nd Louis Hecht is presi 
dent. 
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Use f%&& Sectional Display 


Cases 
For that New Store Equipment 


Each and every installation of the many which we have installed, has brought forth 
a letter of commendation from the purchasers. This sectional method is the economical 
and unique way to provide display equipment for Stationery, Drug and Jewelry Stores. 








because it never loses its value. 
Re-arrangements can be easily 
secured or if removal is necessary, 
cases can be arranged for the new 
location with little trouble and 
no loss. 





Serviceable 


because of the many different 
kinds of storage sections procur- 
able and their adaptability to 
combinations. This unit system 
enables you to use a stack or a 
few sections at a time and add as 
needs demand. Note illustrations 
and these features are immedi- 
ately apparent. 





Our Detail Department 


will be glad to assist you in determining the proper sections to meet your requirements or 
allotted space. We will furnish sketches showing the exact arrangement of sections 
we think best suited to your needs. This service places you under no obligation—in fact we 
welcome an opportunity to show you the low cost at which these very practical and efficient 
cases may be installed. Your request for suggestions will receive our prompt attention. 


The W<@ Manufacturing Co. 


= 162 Union Street 
= Monroe, Michigan 
= 


2 


New York Office---368 Broadway Chicago Display---511 Wabash Avenue 


Address Mail to Factory 
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Sfis Fibre Boarét: 


Light 
Practical § Ee 


Fibre Board Office Specialties agrious de 
increasing demand, especially in@ir low + 
where Card Systems, Filing Deggs, they 
Ete. are first being introduced faere file 





Fibre Board Vertical Transfer Cases 


These are strong and durable files, made of tough fibre board, with cloth re-enforced corners and 
covered with Agate Paper. Hold the entire contents of an ordinary vertical letter filing drawer. 
Made in two depths—20 inch and 25 inch. Shipped K. D.—Folded Flat, in packages approximately 


2? inches high. Get quantity prices. 


Fibre Board Vertical Letter Files 
Are made in three capacities—-4 inch, 5 inch and 
6 inch, and in Letter and Legal Cap sizes. Cloth 
re-enforced corners, drop front, cloth hinged top. 
Have ring pull on end for easy handling. These 
are exceptionally handy files for orders, bills of 
lading and special inter-department correspond- 
ence, etc. 


pee Security 
, | Mailing Envelopes 
Are made of tough stock, which bends but does not break. The lock works 
automatically, so that contents cannot be removed without destroying the 
lock or tearing the mailer. Made in a large variety of sizes to accommo- 
date all standard sizes of photographs and other mailable material. Put 
up in handsome display boxes for retail sale. : 
ffi Wood-Back Invoice Books eh oe ats 
A large variety of sizes is included in this line, all being made with solid 
wood backs, into which the leaves are glued and riveted. Leaves cannot 
be pulled out, backs cannot break. A variety of bindings makes this a 
very desirable line. Sizes 114x16} and 12?x18}. Get Wi Catalog of : 
Office Specialties for complete information regarding these salable books. 


Yfz Box Letter Files 


There are 16 different kinds of Box Letter Files, listed 
in the #2& Stationery Supply Catalog. A wide range 
in price to take care of almost every Box File require- 
ment. "Easy Clasp" and "Modern" Files, shown on this 
and opposite page, are big sellers with the stationery —[7™ 


















trade. 
Ask for the Catalog now! 


the ff" Manufacturing Co. 


162 Union Street 
Monroe “i+ Michigan 


New York Office—368 Broadway 
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tationery Specialties 


it | Strong 
. Economical 


‘ies @rious departments, etc. Owing to 
ly in@ir low cost, strength and compact- 
x Detss, they fill many wants—especially 
‘ed fahere files are not to be permanent. 





Fibre Board Card Index Trays 


We make 3x5, 4x6, 5x8 and 4x9 sizes in these substantial trays for Index Cards, Cancelled Checks, Ete. 
They are very substantially constructed of fibre board, with cloth re-enforced corners, covered with 
Agate Paper. Covers are separate. Nickel plated pull and label holder on each tray. The steel, 
self-locking follow block operates on round counter-sunk rod. Very practical files of immense popularity. 


Card Index Cabinets with Fibre Board Drawers 


The drawers of these cabinets are constructed like 
the trays described above. Cabinets are made of 
Stained Hardwood— 
serviceable and attrac- 
tive inappearance. Made 
in two, four and six draw- 
er sizes for 3x5 cards, and 
two drawer size for 4x6. 
ante This*substantial fibre board file has a tapered 
Document Transfer File tray, which holds papers up to 48x10 inches. 
Capacity about 114 inches. Cloth re-enforced 
corners and covered with Agate Paper. Has nickel plated label holder 
and drop handle. Easily accessible for transferred Documents, Envelopes, 
Collection Papers, Ete. 


ff zt oe - Wood Back Scrap Books 


Three sizes each of nine kinds of Scrap Books are listed, offering a large variety 
in bindings and sizes. Manilla, white and grey leaves. Also made without the 
words "Scrap Book" for use as albums, etc. Solid wood backs from which the 
leaves cannot be removed, except by tearing. Space is provided for expansion 


Get fa Catalogs 


of Filing Devices, Stationery Specialties 
and Sectional Bookcases. Our lines are 
most complete and varied to meet almost 
any needs. 






We offer attractive values and advertise 
our goods at retail selling prices which provide for a liberal margin 
of profit. If you do not know all articles in the J line, write 
now for our catalogs. 


The J Manufacturing Co. 


162 Union Street 
Monroe - Michigan 
New York Office—368 Broadway 
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ae 99 Md ; 
es “421” Line Files 
Are the Recognized Standard Among 
Low-priced Letter Cabinets. 
Sold as Leaders by Many 


Progressive 
Dealers 
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No. 421 I 


FILES FOR EVERY PURPOSE 


Letter, Legal Cap, Invoice, Card Index, Check, Document, 
Voucher, Legal Blank and Other Sizes 


Variety, Compactness and Economy are the special advantages of this line. There are ten 
kinds of drawers for filing almost any business papers, cards, ete. Your choice of these files may 
be arranged in one cabinet to meet almost any need. These files are compact, handy, accessible. 


Nospace is wastedand these files have been 
economy is effected i demonstrated by 
through the elimina- : 
tion of superfluous 
parts. Each frame- 
joint is inter-locked, 
glued and held with 
twoscrews. Drawers 
are dust-protected 





many years of prac 
tical, daily use in all 
parts of the world. 
Get 
if Catalogs 
Attractive discounts 
and roll on Roller and liberaladvertising 
Bearings service make "#fee 


‘he superior wear * ines" favorites with 
The super ea Full Height Drawer Sides Lines" favorites wit 
dealers, everywhere. 





resisting qualities of 
You buy #@@ Files reasonably so you can sell them reasonably—at a liberal profit 


The f/&S Manufacturing Co 


- 162 Union Street Monroe, Michigan 


New York Office—368 Broadway Made also in Canada by The Knechtel Furniture Company, Ltd 
Hanover, Ontario 
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Brief Mention of Some of the Men in this 

Field Who Have Enlisted and of Other 

Persons and Firms Who Have Contributed 
to the Common Cause. 


Editor's . Read f Ofice Appliances are cordiall 
invited ¢t s informat about those in the office equip 

ent bus § ho haz ned the colors, in order that ap 
propriate mention of the fact may be made 

Fletcher B. Gibbs, of Chicago, is sending seven young 
men to the war service his country, four of whom are 


his own sons and three his one-time wards, of whom two 


are sons of a brother, George Olney Gibbs, now dead 
Mr. Gibbs’ youngest son, Frederick R. Gibbs, twenty-one 
vears old, has enlisted the artillery. The next son, 
Robert H. Gibbs, of Eberhard Faber, New York, has 
Fletcher B. Gibbs, Jr., with the 


U. S. Gypsum Company, was temporarily rejected owing 


enlisted in the cavalry 
to near-sightedness, which objection will probably be 
overcome, enabling him to enlist. The eldest son, Charles 
Amory Gibbs, an engineer with the American Telephone 
& Telegraph Company Cleveland, is married and has 
one child, but with other men in the telephone and tele- 
graph service expects mustered into the army serv 
ice in that capacitv. 


Of Mr. Gibbs’ wards, Shea Smith, son of the founder of 


Shea Smith & Co., Chicago, and now actively connected 
with that firm. is married and has two children It is 
stated that Mr. Smith will enlist as soon as he can reduce 


i certain amount of overweight. Two other former wards, 


nephe vs ot Mr. Gibbs, are Charles K. Gibbs, now en- 
listed in the Officers’ Reserve Training Camp at Fort 
Riley, Kansas, and Lawrence B. Gibbs, a junior at Rens- 
selaer Polytechnic Institute, Troy, N. Y. This young 
man has recently been accepted by the American Red 
Cross ng offered his services as driver of an ambu 
lance donated by himself to the service of his country. 
The New York Stationers’ Association has started a 
und f rchase equipment of a hospital am- 
bulance behi lines in France. 
Rol cA 3 easure ota g nd to 
ub Ss 1 ers of the United States for the 
equipment of a hospital ambulance for use in Fran 
Parti ulars « the sul ription to this fund \\ ll be roun l 
R. V. Wi Ss, sor Ralph L. Winans t Buxtor 
& SI Stationery Company, St. | s s 
\y N il ‘J int ‘< ¢ 
k * 
sending 
1S - I S. Bau 
x 2 nt of the Bos S 
Ass Chamber of ¢ 
( [ ed States ge 
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LELETUET ELLA 


Are You Getting 
Your Right Profit? 


UEMATSU ae TT 


In these = 
days of rap- — 
idly advanc- 
ing prices it 
is of vital 
importance 
that you be 
right on this 


Ropp’s 
Ose 3M: 


Puck Tables 


question. 








TET ETAT 





With the little book shown, any 


merchant, even 11 unaccustomed to 
figuring percentages, can instantly ascertain 
what any item costing from one cent to one 
hundred dollars must sell for to realize any de- 
sired percentage of profit and cover cost of sell- 
ing; also what goods must sell for to cover cost 
of selling regardless of profit. IF YOU ARE = 
NOT MAKING THE MONEY YOUR VOLUME : 
OF BUSINESS WOULD SEEM TO WARRANT, Z 
THIS BOOK WILL TELL YOU WHY. 


H. G. Moore, president of the 
National Association of Credit Men, 
says: “Our Association is doing everything 
in its power to prevail upon our business people 
to figure costs and to get proper profits, and if 


each business man in country had your 
Tables and would use them business conditions 
would be very much improved and failures = 
would be much lessened.” 


Fletcher B. Gibbs, president of 
the Chicago Stationers’ Association, 
says: “This book occupies the same relation 
to the merchant as a set of interest tables to 
the banker, and should find a useful place in 
every establishment where correct price marking 
forms one of the in portant profit yielding func- 


VN IY 


Hin 


ROPP’S PRICE MARKING TABLES, compactly 
arranged i y sold until recently 

f $5.00 e den vas steady. We can 
now supply tl Ok ft r readers, in substan- = 
tial binding, for only $2, POSTPAID. Your 
money back if it is not what you want. 


Send \y Ord lay. Address 


The Office Appliance Company _ 
417 S. Dearborn Street CHICAGO — 


{\/)sNnNnMNMMNNTAAY tase 
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REORDERS 


We pride ourselves upon the 
unvarying quality of our 
products. 


Upon our ability to duplicate 
any order that we have pre- 
viously furnished. 


And — the standardization 
of our line throughout. 


The initial order is seldom 
profitable to the dealer or to 
us. It costs us both too much 
to make the sale. 


It is the repeat orders, sold 
through previous effort, that 
are the true foundation of any 
sound and profitable business. 


THE UNSOLICITED 
TESTIMONIALS 
OF SATISFACTION 


The ability to maintain stand- 
ards, to supply the identical 
product over and over again, 
means fewer complaints and 
spells success. 


The kind of service your cus- 
tomers want and appreciate. 
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Boston Index Card Co. 


Olfice and Factory New York Office 
113 Purchase St., Boston 395 Broadway 


YOUR SECURITY 


(QUALITY (i SERVICE) 














TRADE MARK REGISTERED 
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order of Lieut. H. ¢ Gawler, of the U. S. N. Paul Bauer 


became a licensed wireless amateur operator when he was 


eleven years of age. He is the youngest boy in the state 
of Massachusetts to receive a government license. His 
set is one of the finest owned by any amateur in the dis- 


trict in which he lives, and is one of the first private 
wireless sets which have been commandeered by the gov- 


ernment. 


* « x 


Harry A. Kennedy, of the Wm. J. Kennedy Stationery 
Company, St. Louis, has become a member of the Ofh- 
cers’ Reserve Corps 

* * 

Frank Spalding, of the Spalding Stationery Company, 
St. Louis, is also a member of the Officers’ Reserve 
Corps. 

. * 

Norman Harvey, of the General Eclipse Company, 
Danielson, Conn., has joined the 13th Connnecticut Coast 
Artillery. 


* * * 


Stationers and paper manufacturers of Holyoke, Mass., 
have sent out a strong appeal to the young men of that 
city urging them voluntarily to offer their services to the 
United States. They urge the importance of immediate 
enlistment in Company D, Second Regiment, Massachu- 
setts Infantry, National Guard, and engage to see that 
Holyoke will take care of each recruit as far as it lies in 
the power of the townspeople to do so. Many of the best 
known stationers and paper manufacturers in this district 
of New England subscribed their names to this appeal. 

*« x * 

Henry Evans, of New York, one of the new vice-presi- 
dents of the American Writing Paper Company, early 
last month subscribed through the Central Trust Com- 
pany of New York for a personal purchase of $1,000,000 
worth of Liberty Bonds. 

“* * 
The Hill Printing & Stationery Company, of Waco, 


Texas, is one of the concerns which has bought a Liberty 


Bond for each of its employes, accepting such terms ot 
payment as are convenient for the purchaser to make. 
eS aoe 


Clarence J. McKenzie, of McKenzie Engraving Com- 
pany, Beston, is First Licutenant of Battery C, Field Ar- 
tillery, M. N. G. 

* 2 6 

Raymond Fox, of William F. Murphy's Sons Company, 
is a member of the First Regiment N. G. of Pennsyl- 
vania. 


‘ 
Ernest Magee, of William F. Murphy’s Sons Company, 
is a member of the wireless corps 


* * * 


Harold F. Leahy, Harvard 1913, and vice-president of 
the Chicago Gum Tape Company, has joined the Officers’ 
Reserve Training Camp at Fort Sheridan, III 
* 
Donald C. Ward, collector for the San Francisco office 
of the Underwood Typewriter Company, has enlisted in 


the Naval Reserve. 


* 

Charles Henn. stock superintendent of the Underwood 
Typewriter Company's San Francisco office, has joined 
the navy as a radio operator, having become proficient in 
that work during a previous enlistment. 

H. Eisenmeyer, ot F. W. Wentworth & Co., San Fran- 


cisco. has jo 1ed the medical « rps of the United states 


Army. 
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Receipt Printing 
Cash Register 








Up-to-Date System for Retail Stores 


Electrically Operated National The New N.C. R. 
Cash Register Credit File 

Cuts out all bookkeeping of custom- 

ers accounts. 
eye No customers’ ledger, blotter or day- 
It does 15 things in three seconds. book. 
Every customer’s account balanced 
to the minute. 
Tells which clerk sells the most goods. Complete record with one writing. 
Saves time and work for clerks. 
Customers like it; it saves their time. 


Greatest labor-saving machine for 
retail merchants. 


It does quickly what clerks can’t do. 


Advertises your goods direct to your 
customers. 





War or no war, prosperity is increasing. Hence don’t delay. 
Order now and get the profits which our system will make for you. 


It more than pays for itself out of the money it saves. Sold on small monthly payments. 


Old cash registers repaired, bought, sold, rebuilt and taken in exchange for new registers. 
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farm 











To Dept. 169, National Cash Register Co., Dayton, Ohio a ae ae 
Please send me full particulars of your Business P 
latest model cash register and the new 
Address siatsdisigdiiteainecalieaia tal 





N.C. R. credit file 


Get the benefit of these prosperous times. Cut out this coupon and mail it today. 
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Browne-Morse 


Quality 
FILING CABINETS 
& CARD INDEX SUPPLIES 


are the Quality Standard by which the 
better class of office equipment is judged. 


are your standard because their use in 
your office reflects your own good taste, 
judgment and appreciation of equipment 
and supplies which insure the maximum 
of service and efficiency. 
Most progressive Business men keep a 
Browne-Morse catalog on file for quick 
reference and to aid them in arranging and choosing 
additional equipment If the copy which you are 


using is old—let us send another, a new edition. 


“B-M” lines are being added to all the 


time. Changes, improvements and_ the 
consistent development of our business demands 
changes in our catalogs With our Equipment or 


Supply Catalog at hand you will be ready to order with 
assurance and satisfaction 





















“B-M" Filing Cabinet and 
Office Equipment Catalog 
is a book of Office Lay- 
out Suggestions. It illus- 
trates every character of 
equipment and gives sizes, 
finishes and prices. 


“B-M" Card Index and 
Vertical File Supply Cat- 
alog—describes and illus- 
trates every kind and 
character of Card, Guide 
and Form that one is ever 
likely to want. It's com- 
plete; Ulustrated in colors. 


ee MMMM TTT E 


Tell Us Which Catalog You Want. 
We'll Send It. 


a Send Vertical and Other Filing Equipment Cataleg. 
() Send “B-M” Card Index and Vertical File Supply Catalog. 


y 


rowne-Morse Compan 
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17 McKinney Ave., Muskegon, Mich. = 
BRANCHES — 

343 Broadway - - New York City = 

109 N. Frederick St. - Baltimore — 

919 Liberty Ave. - - - Pittsburgh = 

193 E. Jefferson Ave. - - Detroit == 


SeAUUUUUUUUUUUUNUUNNNQUOOUEEUUOUUUAOOOOGAGEEEEEOOEUOUAAA ADAH ALLLET TT 


A. C. McLaughlin, of the Portland, Oregon, office of the 
Dalton Adding Machine Company, has joined the United 
States Marine Corps, 

Bert Ketchum, advertising 


Walker Company, Muskegon, Mich., has resigned 


joined the Michigan Naval Militi 
H. S. Cole, who recently sold is interest in the Col 
Book (¢ ompany, Atlanta. Gaa.. has joined the othcers’ tr I 


ing camp at Fort McPhersor 
‘ 

Louis Oglin, o' the sales rorce 

Co., Chicago, has joined the Unit States Aviation Train- 


ing School at St. Louis, Mo. 


stevens, Maloney x 


W. F. Wholey. of the Globe-Wernicke Company’s New 
York office, sailed for Francs une 20, where he will 
serve in the American Ambula: Corps 

E. a Isbell and Henry \ B eh two of the directors 
and trustees of the Henry A. Beebe Company, bool 
sellers and stationers at New Haven, Conn., are with the 
colors. Col. Isbell heads tl Second Connecticut I 
fantry regiment. and Major Be is in command of on 


of the battalions. 


A number of men employed by the Globe-Gazette 


Printing Company, Wahpeton, N. D., have joined military 
organizations. Eight men of the Citizens’ Reserve com- 
pany employed by this concern recently won a prize for 
morning attendance at drills. 


John Dunn, of the Globe-Gazette Printing Company, 


has joined Company I of Wahpeto 


The Underwood Typewriter Company has organized 
among its employés a home guard consisting of 135 well 
trained men. A _ picture of this body of men with its 


officers was published in the June number of Office Ap- 


yliances. 


Gustav Erbe, son of the co-founder, treasurer and gen 
eral manager of the Yawman & Erbe Manufacturing ( 
pany, has gone to France as second lieutenant of t 
Ambulance Corns of Cornell niversity. Mr. Erbe 
one of many “Y and E” men who have enlisted. Amor 
them are: Officers’ Reserve Harry Gilman and Ro 


land Waener Regular Army—Stewart W. Walter, Jas 
Sweeney. Geo. Frisch and A, A. 


> 


Stewart Richmond, Thos 


Simmons National Guard—G. D. Beveridge Navy 
Albert H. Tross and John J. Witzig Naval Reserves 
Leslie Gehres, Robt. Macartney and Isadore Lehier 
Marines—Clarence MacDonald and H. H. Kraul. 

Benjamin C. Wallsten, a department manager of O 
Appliances, joimed the navy two months izo and 18 I! 
training at the Lake Bluff Naval Training Station near 
Chicago. 

* 7 + 

Thomas McMahon, Underws manager at Albany, N 
Y., was one of those requested to speak nightly in the 
theaters of Albany and vicinity after war was declared 
He is a capital speaker and irdent patriot, and has 
heen doing fine work. The Gloversville (N. Y.) Morn- 
ing Herald of April 20 gave a two-column report of his 
speech in that city He was accompanied by Ensign 
Handsch. 

As a result of Mr. McMahon's speech fifteen volun- 


a 
n 
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tattle 


A DECIMAL TABULATOR 
ON EVERY SILENT MODEL 





The decimal tabulator is an inbuilt part of every Silent 
Model L. C. Smith & Bros. typewriter, furnished at no addi- 
tional cost. It insures accuracy in billing and tabulating. It 
saves time in regular correspondence work by enabling the 
typist to bring the carriage at once to any desired point of 
starting in the salutation, paragraphs and close of letters, and 


add ressing of en velopes. 


For an explanation of the advantages of the decimal tab- 
ulator, variable line spacer and many other features of the ball 
bearing, long wearing Silent models, send for the “Silent Smith” 


booklet—free of charge. 


L.C. SMITH & BROS. TYPEWRITER CO. 


Factory and Home Office, Syracuse, N. Y. 
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Getting Business 
WITH 


Good Stationery 


Business stationery on 
Old Hampshire Bond is 
good business for you to 
get, and it will help your 
customers get good busi- 
ness. 














Why not plan to makea 
special Old Hampshire 
Bond campaign tor the 
next two or three months. 
Your customers, if you 
are cultivating the right 
class of trade, ought to be 
the kind that would ap- 
preciate Old Hampshire 
Bond, especially when the 
paper is brought to their 
attention in the right wavy. 


[f you are interested in 
this suggestion, we can 
co-operate and to good 
advantage. Drop us a line 
and allow us to tell vou 
our plan. 


Hampshire Paper Company 


We are the only Paper Makers in the 
W orld making Bond Paper exclusively 


South Hadley Falls Massachusetts 


MOPNALIUN NANA 1011 


HUN: 


teered that evening and thirty-four more enlisted in the 


few days following. 

Someone informed the editor of Office Appliances that 
there had been a little disturbance after the meeting. He 
wrote to McMahon for an account of it, and 
received this characteristic reply 
1as a disturbance occurred 


immediately 


“The incident reported to yol 


in the hotel after the meeting. Some ‘nut’ threw a bit of 
noise. | tolerated him for a while, and then ! 
But it was a small matter, and the ‘nut’ took my advice.” 


Energetic Cuban Concern. 
Among the attractive business places in Havana, 
Cuba, are the of 
Texidor Commercial Company 


many 
pewriter Company’s 


Che 


tees of the Royal Ty 
agents, the illustra- 

















and manager, 


tion shows Alexander Texidor, proprietor 


at his desk in his private office 
The typewriter business of the Texidor company shows 
an increase of 300 per cent over the corre sponding pe riod 


of last year. 


Stenographers Mobilize for Service. 
National asked the 
Company, others, to 


Council for Defense Under 


7 he 


w oc rd 


Typewriter imong assist in 


mobilizing 5,000 stenographers for government service 


two weeks. Early in May, Vice-President Rossiter gave 
directions concerning this to the Underwood branches 
throughout the country. The response was immediate and 
enthusiastic \ll branches me forward with numbers 
of applicants At Seattle, Was! for instance, the thr 
extended out into the street n several occasio 

Many unusual offers were received from patrioti 
ployers One big firm offered to furnish transportatio1 
to anv of its stenographers that might be called, as { 
much convenience to the Government 

The leading bank in Seattle iffered to pay wl 
difference might exist between the Government wages 
and the regular salaries of its stenographers who enlisted 
Manv firms engaged to hold tl positions otf a 
stenographers until thet 

The Seattle V spapers st r Pres Ass i n 
took the matte p and gave ublicity fa nd \ t 
is a Sate w that Seattle s ed its I] 

The Sterling Standard | (omy \ Ste 
Ill., has sold The Standard, a daily paper, to the Gazette 
and will enter the printin " stationery business | 
president of the company L. Ricl mynd. t I 
lines of loose lea and oftice ture and s | lies 


been taken on 


q | 
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PRESERVING TIME! 


Allsteel Transfer Cases preserve 


the fruits of business—records invaluable 
—from fire, dirt, confusion. Mr. Prospect, at 
but slight cost over old ‘‘whoop-la!’’ methods, 


buys protection as well as filing efficiency. Once 
Sell him the 


entire Allsteel line. Hundreds of dealers claim it pays to 
sell Allsteel Transfer Cases. Do you? Try it! 


testing Allsteel’s magic he’s likely yours. 


g MAR 


OFFICE FURNITURE 


The General Fireproofing Co., 
YOUNGSTOWN, OHIO 


Boston Washington Seattle Atlanta 


BRANCHES: New York Chicago 
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Writes an Art Metal Dealer: 


“Our Sales Are Dou- 
bled Each Year.” 


*“‘We have enjoyed a big success 
with Art Metal. The constant 
stream of re-orders we receive 
every month is evidence that our 
customers are satisfied; and the 
further facts that 95° of our filing 
device business is steel, and that 
our sales are doubled each year, 
demonstrate to us that we have 
a line which more than meets 
the demand.”’ 

GEO. A. DRAKE & CO. 

(Signed) Geo. B. Wray 


Manager Furniture Dept. 


Thus writes Geo. A. Drake & 
Co., The Art Metal Store of De- 
troit. A prominent office equip- 
ment store of the middle west, 
investigating the Art Metal 
Agency, had written them for 
facts. Their letter, part quoted 
above, tells best its own story. 


Art (Y\atal 


Steel Office Furniture and Files 


325 Dealers are now selling 
Art Metal. More dealers are 
wanted. If you are looking for 
the steel line, write for the Art 
Metal Dealer Plan. 


Art Metal Construction Co., Inc. 


27 Gifford Ave. Jamestown, N. Y. 


Memo Coupen— 


Write to Art Metal Construction ¢ Der B-7, J 
town, Ne York, for their Dealer Plat Tear it and 
mail now so vou won't forget 
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Loose Leaf Chairman Objects to Manufacturers’ 
Policy. 


Office Appliances has just ived the following 


letter from Frank R. Welch, chairman of the Loose Lea 
Committee of the National Association of Stationers & 
Manufacturers 
The loose le nutac in tl r latest ca ie 
ri Thy é 5 | eC uced Ss unt t ! i€ a] S 
ste ad « i¢ in l¢ lis i 4 © ¢ 
thre ame s < 
\ ha he Loos C<¢ e, | 
t] his s i the S | Ss ale ¢ 
the S \ r i es | © ¢ 
, stock loose lea king displays 5 
i a er o l i g e line S 
leaf de s ‘ the p . ~ pUss 
1 ict ¢ rket his handise 
The I i ers ive h raet 
t ince st ¢ the deals 1 that the « s 
cost oft dou c usiness is ncreasing I the Sa '* 


tion as the manufacturers’. 


“This committee has suggested in the last three years 
that the manufacturers, in ses of having to 
their cost, advance the list price instead of reducing the 
discount We would suggest that the dealers take this 


matter up with their manufacturers. 
Yours very truly, 
Frank R. Welch, Chairman Loose Leaf Committee 


Rockwell Speaks Before Springfield Rotarians. 

During the Industrial Trade Exposition and Export 
Conference at Springfield, Mass., last month the Rotary 
Club held a dinner at which Harvey P. Rockwell, export 
manager of the Yawman & Erbe Manufacturing Com 
pany. told some interesting things about the ideas and 
impressions gathered on his recent visit to South America. 

Mr. Rockwell spoke of the possibilities for business 
there and gave his view of the characteristics of the peo- 


ple and what he had observed of their methods of doing 


business; told of the climate of the various republics and 
something of their great area as well: the general conduct 
of their affairs. et He brought out the fact that ther 
is very little manufacturing done there: that almost all 
equipment is imported, which makes a great opportunity 
for us: but he also brought the work is 
necessary te | elop this field despite the re [ r 
tunity He mentioned that, despite certain expressed 
opinions to the contrary, the representative Americar 
cerns stand in very good South Ame and 
that the people are progressive Selling prices 
goods are very high because almost all articles ars 
ported He also referred to the f t that one of the diffi- 
cult things citizens of tl [ ed States to get a s- 
tome s tl f tuat é which has 
value one day and another value another. He told of his 
own expe r ne time é id S¢ é < 
amou! ( n his é w 
purcl as ins 4 1 i Ss 
not take t s ey i sé < 
states al he | K ft i 
¢ V at « S ] los ] 
Utica Firm Expands. 

Ike Utica O e Supply Company of Utica. N. Y¥ 
| hased s ss M s & ( 1 has 
} é S Ti ss S 
I 1 lo« i i 2 ‘ B ( j s \ 1 S 
galli a Ra B. Pfleeg ers I 
he te ry withit i a s ty les 4 
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is _». The Sundstrand Way 


at Cuts Out the Stops 


Adding & Listing 
Like the aeroplane method of traveling as compared with rail- 
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roading—the Sundstrand method of operation cuts out the stops. 
It cuts out seventy-one unnecessary keys and just that many un- 
necessary stops. Eliminating these stops means a 40 per cent 
speed gain—a new development in adding machine efficiency— 


nothing less. 


The Sundstrand 10-key method of operation does more than add 40 per cent to the speed of the 
operator. It also insures the correct “set up” of every figure. You don’t have to stop and think to find 
the right column and the right key—there is only one key of each numeral, while the large keyboards 
with 81 keys, have nine columns of nine numerical keys. 

The illustration given here tells the true story of Sundstrand superiority. It tells the secret of its 
method of cutting out the stops in modern 
adding machine operation— waste hand ee a 


apr : 
movement, loss of time, worry and possi- gy . 
<a x ace ; 2 2 s 
bility of mistakes. a © : “ < © © © ‘ 
Before the advent of the Sunstrand 10- § 2) « c 8] © BY r 
. * Ps re .) a rs 
key method of operation, operators of 8l- - ~ 


key adding machines were obliged to make 
. 3 ‘ : / - ; ‘ 
six dead stops in setting up items like this / »/ uy ae 17 } 


$2,819.37 


To set up these six figures in an 81-key 





adding machine, requires twenty-two and 
one-half inches hand movement. The only 
way to cut out these six halts and waste 
hand movement completely, is the Sund- 
strand way. 


Think of it! Twenty-two and one-half 
inches hand movement saved in setting up 
one item of six figures the Sundstrand way, 
and a similar ratio of saving hand move 
ment prevails throughout an entire list of 





ye 






heures. 
= 0 Pe 


: 


I his startling comparison, showing the ie I 
elimination of wasted time and antiquated bes 





: ; : : é The Old Fashioned Method 
methods of adding machine operation, 1s 81 Keys to Operate 
the reason why thousands of great business , 
houses, demanding high efficiency, now use The Suddiianit Gted 
the Sundstrand. 10 Keys to Operate 


The Sundstrand keyboard is so simple that anyone who can write figures on paper can operate it 
perfectly without instruction. The ten keys are so practically arranged that touch method of operation 
may be easily and quickly adopted. 

You place yourself under neo obligation by allowing us to show you the Sundstrand method of 
Write for illustrated and descriptive 


} 


operation and other exclusive, up-to-date time-saving features. 


literature, prices, etc 


The Sundstrand Adding Machine Co. 


Rockford, Illinois, U. S. A. 
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i imnmenes 
if Filing 


Appliances 
For Big Business 


Busy big business needs equipment that 
will economize the time of filing—that 
will make the finding of needed papers 
quick and sure. Macey Filing Appliances 
are built to meet just such demands. 
Macey Filing Cabinets are the choice of 
big business because —of their known 
serviceability, dependability, dignified 
beauty, and because of their proven 
economy. 


== 
P= 


There’s a Macey for Every Demand 
Because of the great variety of styles and 
sizes, the Macey dealer has no trouble in 
meeting the most extraordinary demands 
of his customers. The Macey standard 
construction and finish enables the dealer 
to standardize the filing equipment of any 
office. 


The Best That’s Made in Wood and Stee! 
Macey Wood Filing Cabinets have a 
large filing capacity, require a minimum 
of floor space and combine dignified 
beauty with low cost. The sectional 
idea finds its most ideal expression in 
theMacey Upright, Horizontal and Inter- 
Inter Cabinets. 

Macey Metal Cabinets are well known 
for their superior construction, protec- 
tion against fire and beauty in appear- 
ance. A special feature is the strong 
side suspension slide, permitting draw- 
ers to move at a touch of the finger. = 


If You Are Not a Macey 
Dealer, You Should Be 


Macey filing appliances are 
easy to sell, because they are 
priced right and will give 
your customers 100 per cent 
service. They are profitable 
to handle, because they 
bring repeat sales, and be- 
cause every sale nets the 
dealer a fair profit. Write 
at once for our catalog and 
dealers’ prices 


The Macey Company 
Grand Fapids Michigan 
Made in Canada by the Canada 
Furniture Mfrs., Ltd., 
Woodstock, Ont 
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APPLIANCES 











~ 


July, 1917. 


Fine Enthusiasm at Export | 
p 
Conference 
One Result of Gathering Is the Certainty 
of Large Show and Exposition Next Year. 

~ PLENDID enthusiasm and a program of brilliant and 
S varied discussion characterized the Export Conference 
of Manufacturers held in connection with the Industrial 
Exposition at Springfield, Mass., June 23-30, 1917. Several 
addresses are reported, practically in full, elsewhere in 
this issue of “Office Appliances.” The most influential 
men of the exporting field in the East attended the gath- 
ering, one of whose results is the certainty that an exposi- 
tion and show will be held next year, which is likely to 
become a permanent institution. 

One main object of the session was the discussion of 
business conditions in exporting as affected by the war, 
and an attempt also to estimate the problems and oppor- 
tunities which will be offered the American pioneer in for- 
eign fields at its close. Both the Exposition and Confer- ; 


ence were planned and directed by a general committee 
(headed by Frank H. Page, President of the National 
Equipment Company) named by the Executive Commit 
tee of the Eastern States Exposition. Co-operating in 
the enterprise are the United States Department of Com- 
merce, the National Association of Manufacturers and 
other group organizations. 

Associated with Mr. Page on the General Committee 
were Adolph W. Gilbert, President of the Chapman 
Valve Company; Joshua L. Brooks, President Brooks 
Bank Note Company; Henry H. 
Springfield National Bank; William H. Shuart, President 
Simpson, 


Bowman, President 


Springtield Glazed Paper Company, and John C 
Director General. 


Formal opening of the Export Conference took place 


at 3 p. m., Saturday, June 23. Chairman Page presided 
and delivered the address of welcome. The general them 
for consideration he defined as “How Can the American 
Manufacturer Maintain His Present Increased Output Af 
ter the War?” He described the gathering as an attempt 
to assist the government in solving that problem 
Assistant Secretary Edwin F. Sweet of the Department 
of Commerce represented the United States governmenr, 
and while predicting the early defeat of German auto- 
cracy, added an appeal for co-operation after the war in 
rehabilitating the German nation in a commercial way. 
An address of great practical value was that of Harry 
Gee, General Manager of the Foreign Department of the 
American Express Company of New York, on “Transpor- 
tation in Foreign Trade.” In part. he said. in describing 
the need of co-operation between shippers, railroads, ships 


and consumers 


“No single agency is able to stand alone They must 
be co-ordinated and directed, in this war of one billion 
souls. Everything and certainly transportation must gi 


way to public necessities in the prosecution of the 
Howeve Fr. the transportation interests are, we 
alert and anxious to assist in every possible way to e 
pand America’s after-the-war commerce. In the matter 
of foreign expansion, we believe that at the end of this 
war, each nation will seek to work out its own comn 

rd for developments aut 


ing the war from the standpoint of trade associates 


cial destinv without undue ree 


ness or even militarv allies.” 


He opposed the extension of present military alliances 
after the war for the purpos: restricting trade, sayi 

“These amale itions foretell redistribution and 
rangement of lines and routes, and national friendships 
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The Greatest Asset 


any business can have is a constantly 
increasing list of well satisfied customers. 





The Greatest Assistance 


any business can have in gaining and maintaining 
well satisfied customers is selling merchandise of 


Unfailing Dependability 


LOOSE |-P LEAF 


Is the trade mark that insures satisfaction because 
it is backed by a guarantee that really 


GUARANTEES 






































Remember the 
significant phrase 


“__ without cost to dealer or consumer” 





Irving-Pitt Manufacturing Company 


LARGEST EXCLUSIVE LOOSE LEAF MANUFACTURERS 


Kansas City ]-PlEa Missouri 


NEW YORK 














CHICAGO 
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HE maker whose name 
appears on his product 
is not afraid to risk his 


reputation on it. 


For over fifty years papers 
bearing the Whiting name 
and Trade Mark have been 
the Standard of the Station- 
ery world. These papers are 
MANUFACTURED 
AT OUR OWN MILLS — 
NOT ASSEMBLED — thus 
cuaranteeing a uniformity 
of quality and finish in all 


grades of manufacture. 
Whiting’s 
Organdie 
Whiting’s 





Angora 
Whiting’s 

Woven Linen 
Whiting’s 

Standard Linen 


are the highest in quality of 
the many grades made at 
our Mills at Holyoke, Massa- 
chusetts. The largest mak- 
ers of All- Rag Pole - Dried 
Papers exclusively in the 


world. 


WHITING PAPER COMPANY 
14th Street and 7th Avenue, New York 


Mills at Holyoke, Massachusetts 
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will not prevent friendly but none the less earnest com- 
mercial competition after the war. Let us assist in every 
way possible in the creation of new conditions that when 
the war clouds are finally dispelled and the principles of 
| 


right and freedom so dear to New England hearts have 


full swing throughout the world, these new conditions, 
born to the lessons of the war, will enable America to take 
its proper place in overseas transportation.” 

Mr. Gee predicted re-establishment of the American 
flag, after the war, as the guardian of American goods 
shipped to overseas destinations 

“America,” he continued, “is now building ships for 
the world, and the economies that will be developed from 
uniformity in standards of construction and the general 
education and stimulus that will attend our shipbuilding 
operations during the remainder of the war will doubt- 
less so re-establish American shipbuilding as to prevent 
its ever being set back again While we believe it will 
be necessary to unify or adjust international laws and 
practices with respect to the operation of ships, we be 
lieve that these and other conditions necessary to the 
furtherance and perpetuation of an American merchant 
marine will be met, and that, as in the days of the Clipper 


1 


ship Boston harbor was filled with vessels flying the Stars 
and Stripes, so it will be after the war, not only in all 
American ports but in ports throughout the world.” 

Walter F. Wyman, manager of the export department 
of the Carter’s Ink Company, spoke on “Bvilding Up an 
Export Sales Campaign.” 

Among the registrations of delegates to the conference 
of interest to the stationery and allied trades were r. 
W. Ayres, Mt. Mill Paper Company, Lee, Mass.; Harland 
S. Bradford, American Pad and Paper Company, Holyoke, 
Mass.; Alfred I. Campbell, Mountain Mill Paper Com 
pany, Lee Mass.; Charles Champion, Berkshire Hills Pa 
per Company, Adams, Mass.; Charles A. Chase, American 
Pad and Paper Company, Holyoke, Mass.; F. L. Coggin, 
National Blank Book Company, Holyoke, Mass.; C. H. 
Copeland, Berkshire Hills Paper Company; Charles H. 
Coye, C. H. Dexter & Sons, Inc., Windsor Locks, Conn.; 
W. L. Daniels, L. L. Brown Paper Company, Adams, 
Mass.; C. W. Dearden, Strathmore Paper Company, Mit 
tineague, Mass.: D. P. Denison, National Blank Book 
Company: H. H. Fitche, National Blank Book Com 
pany; Benjamin H. Franklin, Strathmore; Henry L. Har 
rington, Berkshire Hills; S. Robert Hart and Arthur C. 
Hastings, American Writing Paper Company; E. R. Mac 
Laren, Berkshire Hills; W. J. Norton, American Writing 
Paper Company; G. H. Parker, Monroe Calculating Ma 
chine Company; Charles P. Randall, Parsons Paper Cor 
pany, Holyoke, Mass.; H. H. Reynolds and R. B. Rising. 
B. D. Rising Paper Company, Housatonic, Mass.; F. R 
Shaw, Berkshire Hills Paper Company, Adams, Mass 
Robert Bastow, Corona Typewriter Company, Groton, 
Y.: H. P. Rockwell, Yawman & Erbe; Harry M. Atwood, 
Milton Bradley Company; J. P. De Carvaths, Davol Rub 
ber Company, Providence, R. I.; A. L. Murray, The Safe 
Cabinet Company, Marietta, O.; D. M. Proctor and A. L 
Webber. Milton Bradley Company; . 
R. Monroe, Monroe Calculating Machine Company; Paul 


a 
— 
f 


R fahony, Remington. 

Some of the important papers read at the conf ce 
are given elsewhere in this issue The st table 
achievement, perhaps, was t ighgoing presenta 
ion of the S« h Ameri len nd the il 
ysis Ss easons for Nortl American failure, thus 

hese opportunities tor larger merchandis- 
ing Phe ddress of Hor lames Logan, on another 
page. presents the difficulties of South American compe- 
tition. as well as the demand, since the war for our 


pioneer work, very fully and ably. 
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THE PORTABLE 


Latell 


takes the place of three men 











Every Barrett installed means three more soldiers in the American Army. 

If you are losing clerks, you need a Barrett more than ever. 

If you don’t use the Barrett, you are wasting man power that the 
nation needs. 


A Combined Adding, Listing and Computing Machine 


Model No. 12 
Capacity 
9,999,999,999.99 


$700 worth of equipment 


A Composite 
Machine 


Constructed after a study 
of all modern adding ma 
for $250 \ truly portable 
machine. Weighs only 22 


pounds. Any office boy can 


chine requirements, it meets 
from every standpoint every 
demand made upon it. Every 
carry it about under his arm. 
Other models $85 to $300 
according to requirements. 
Wide carriz 


ments 


accounting problem, what 
ever it is, can be handled 
with equal facility in any 


department of your business. ige for state- 





No matter what it is in figures, you get it quickly, easily, surely, and with 
it you get a printed proof. 


To Responsible Dealers 


Exclusive territory available with extraordinary passed, approved and purchased by the United 
inducements for those capable of meeting the nec- States Government, the English Government, the 
essary requirements This machine ts already Governments of France, Italy and representatives 
used in quantities by 85 of the first 100 corpora t the Russian Government, as well as by Cuba 
tions in the United States. It has the endorse and Latin America 
ment of 1,000 representative users in differ lf you are interested in representing a line of 
sections of the country, who use from one to 119 extraordinary earning power, send full particulars 
machines eacl lhis machine has also been at once to 


BARRETT ADDING MACHINE CoO. 


Bulletin Building PHILADELPHIA, PA. 


i 
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| xpocoun 
LINEN LEDGER 


Specially Designed 





The desirability and economy of special pur- 
in their entire suitability to 
this 


pose papers lie 


the work in which they are used. In 
way, unusual and important requirements can 


be carefully provided for in a practical way. 


Typocount is a thoroughly practical linen 
ledger paper, for the 
of Machine Bookkeeping. Th: 


experimenting, it 


made specific purpose 


result of long 


and careful combines in 


one moderate-priced sheet, every quality that 
satisfactory Machine 


makes a_ substantial, 


Bookkeeping ledger paper. 


Like all other Byron Weston Company 
products, Typocount has great strength and 
firmness of texture, with an excellent finish. 


surface of particularly 


The 
adapted to 


Typocount is 


machine work, insuring clean, 


sharp impressions. 


The unusual stiffness of Typocount enables 


almost endless handling in 


it to withstand 

and out of the machine and still remain up- 
right when filed. It is the tough, pliable tex- 
ture combined with this remarkable “back- 
bone” that makes Typocount unique, and so 
valuable for Machine Bookkeeping The 
buff color does not easily show soil. 


Send for free test sheets and the 
interesting TYPOCOUNT folder. 


BYRON WESTON Co. 


**The Paper Valley of the Berkshires’’ 


DALTON MASSACHUSETTS 
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Furniture Men Have a Picnic. 


Enjoyed to its fullest was the 1917 outing of the Cin- 


cinnati Furniture Exchange. T} orning of June 23 was 
bright and inspiring and the sun shone on a procession 
of more than thirty automobiles, guarded by a special 
detail of police, as they left the headquarters of the Fur- 


The members and their guests, with 


with lags of the United 


niture Exchang« 


their autos, covered States, made 


a brilliant appearance as they wended their way through 


the city to the suspension bridge, where the escort of 


yolice was dropped. Continuing through Covington, Ky 

it - 

Dixie Highway, the procession reached the “Man 
famous in the homelike 


Hill,’ 
“Stringtown on the Pike,” by John Uri Lloyd. 
remarkable onnected with 
that in a 


Furniture 


to the 


sion on the made novel of 


the out- 


1 
ll 


One of the facts 


the Cincinnati Exchange is 


ngs of 


the years in which they have been held, Jupiter Pluvius 


has seldom shown his face, and this year was no excep- 
tion. The “Mansion” farm and grounds are now owned 
and operated by Tom” Cody, of Covington, Ky., as a 
pleasure resort. They are situated directly on the Dixie 
Highway, and are a favorite stopping place for visitors 

\ day of fun had been planned by the Entertainment 


Committee, consisting of John Dornette, Jr., 


Willian Louis A. Bode, Harry W. 


Chairmar 


Rischoft H offeld, 


Joseph H. Monter and President Henry A. Sprengard 
The retail dealers were the ouests of the manufacturers 
The host. “Tom” Cody, had pro ided a most excellent 


Various 


Manufacturers and 


which the members partook of heartily 


games and ith! 


burgoo, 
followed 


etics 


‘Accessories played ball, resulting in a victory of two to 


struggle which lasted 


one for the Manufacturers after a 

for seven innings. The Entertainment Committee pro- 
vided a very patriotic program, on the title page of whicl 
was printed in colors a picture of “Old Glory” and the 


words of the “Star Spangled Banner 
At noon a ] 
headed by “Ton 


cooks, followed by the members and gues 


yrocession was formed on the grounds, 


the band, playing a dirge, tl 


( ody 


waiters and ; 
in the immediate rear of a bar ued lamb The 1] 

then was cut up by the cooks and distributed to th 
hungry \fter brief rest. the procession was agai! 
formed and a group picture taken with the Stars an 


Stripes spread before the guests. A flag-raising follows 


high steel pole 


and “Old Glorv” was hauled aloft on a 
An eloquent and pa riotic speech was made by Juda 
Alexander, of the Municipal Court, after which the ba: 


played the “Star Spangled Banner” and “My Country ‘Tis 
ot Thee - 

The crowd returned to the picnic grounds to enjoy a 
fine chicken dinner with all the accessories. During tl 
afternoon a feast of “roasting ears” and butter was et 
jovedl « the ounds, served in regular country stvle, t 
whi ill were willi to do justice Che homeward jo 
ney alon he Dixie Highway he soon afterwards 

An stically printed fla 1 cardboard, with t 
words \mer 1 and The St Spangled Banne 


Se ee 
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The Work They Left Behind Them 





Who’s doing it? 

As the boys go marching off to 
training camps, and the lines of your 
organization are shortened, what are 
you doing about the work they leave 
behind them? 


There’s just about one thing to do: 
turn to machines, 
wherever possible. 

Make the work of 
those who remain 
count for more than 
it ever has before. 

Lengthen— with 
the Multigraph —the 
lines shortened by the 
withdrawal of men. 


In Sales Work, for 


Example 


There will never be 
a better time for you 
to learn the possibili- 
ties of selling by mail. 
With a Multigraph 
you will find it prac- 
tical and economical to cultivate neg- 
lected territories and get orders from 
towns you can’t reach with your fewer 
salesmen. Elsewhere your salesmen 
will cover more ground and get more 


Multigraph Senior 


with print: 
producing typewritten 


THE, 













Electrically driven and 


completely equipped for high-grade printings 


or elec trotype s, or tor 


rs’ ink, type 


ULTILRAF 


SSS AA ETS 
Produces real anne and form-typewriting, rapidly , 


economically, privately,in your own establis/unent 


orders quicker—because you can do 
more and better work in preparing 
the way for them, educating buyers, 
and taking the preliminary steps of 
selling. 


Direct-mail advertising is a tremen- 
dous force. In nearly every business 
fortunes have been 
made in selling by 
mail only. With 
Multigraph methods 
and resources you can 
apply that force most 
directly,economically 
and effectively — and 
you'll get proof of 
that for the asking. 


Get the Work 


Done 


The work they left 
behind them will be 
a much less serious 
matter in your organi- 
zation if you go after 
it with (as a first 
step) the coupon in the corner. Sales 
work is the readiest — but not the 
only—instance of how the Multigraph 
can help you make better use of the 
man-power of your organization. 


letters in quantities 


The Multigraph, 1830 E. 40th St., Cleveland 


fultigraph do toward getting 
n my organization—with 





You can’t buy a Multigraph unless ) 0u need it te TIA 
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Crocker Men Take Liberty Bonds. 

The first of the H. S. Crocker Company's “get together” 
dinners was notable in a number of ways. In the Iirst 
place, the forty or fifty members of the company’s torce 
who were present got together on the Liberty Bond 
matter and subscribed a total of $10,000 for bonds. Then, 
too, the first of the bonuses on sales announced by the 
house last year were distributed to the employes earn- 
ing them. This gathering was so generally successful 
that it has been decided to hold the meetings each month 
hereafter. 


Chicago Stationers’ Field Day. 

The committee in charge of the field day exercises of 
the Chicago Stationers’ Association are rapidly complet- 
ing plans for that event, which will be held at North- 
western Park, Desplaines, Ill., on Saturday, July 21. The 
committee in charge of the event consists of George E. 
Ramskill, Julius Biel, W. W. Matthews, H. J. Schnable 
and G. B. Cormack. 


S. B. Kirtley of Columbia, Mo., inventor of the Kirtley 
Visible Account Ledger “Self Indexing,” is a Gideon and 
was present when this association of Christian business 
men decided to distribute Bibles among the hotels of this 
continent. Gideons have already placed over 250,000 
Bibles in the guest rooms of the hotels of the United 
States and Canada. 


The Buckeye Ribbon & Carbon Company of Cleveland, 
Ohio, is now located in its own building, 1466-1468 East 
55th street. The new factory is said to be one of the 
most complete and well-appointed typewriter ribbon and 
carbon factories in the country. It has an excellent loca- 
tion, facing east on 55th street at the corner of Spencer 
avenue, on the main crossing line in the city, and only a 
short distance from the downtown section. 

The Buckeye Ribbon & Carbon Company was organized 
about eighteen years ago.-James and M. F. Donovan, 
brothers, are president and treasurer, respectively. The 
new factory, it is expected, will provide adequate facilities 
for turning out the company’s products in increasing 


quantities. 





Holland Business Man Visits America on Way to 
Far East. 


F. A. Dijkstal, Jr.. of Rotterdam, Holland, paid a visit 
to Office Appliances on June 14. Mr. Dijkstal is on 
way to the Dutch East Indies. During his stay in Amer 
ica he will examine certain lines of office machinery, stecl 
the Far East. 


Mr. Dijkstal savs that conditions in Holland are good 


furniture, etc., which he will represent in 





F. A. Dijkstal. 


as to demand but that it is impossible to get the goods 
which the merchants require. Dealers are, therefore, tr 
ing to avoid selling out their stocks entirely, retaining 
enough wherever possible to give them a nucleus for new 
stocks as soon as transportation again opens up between 
Holland and other producing centers. 


Mr. Dijkstal has had an interesting and at times an « 


citing experience during the last three vears. He spent 
two years in the military service of his country, guardit 

the frontiers at a time when Hollanders were in almost 
daily expectation of a violation of Dutch neutrality. He 
has often been within sound of the guns on the Belgian 


battlefields. 





New factory Buckeye Ribbon & Carbon Company at Cleveland. 








Office Appliances in Great Britain. 
Exclusive Correspondence of ‘‘Office Appliance: 


London, June 14, 191, 


D' SPITE t urious times we live in, with gigantic 
battles t kin place s arcely one or two hur ired 


Dé i = 


miles away and with pleasant little aeroplane raids to 


keep us still more fully informed about the fact that the 


state of war exists, business goes on and prospects look 
in certain directions even brighter than they did this 
time last year The various troubles that afflict every 
husiness. and this of course would include our own par 
ticular branches, still prevail to a greater or lesser ex- 
tent. Skilled labor is hard to obtain. In the typewriter 


and allied businesses the only men of military age left 


have to keep continually getting fresh exemptions on 
the plea that they aré¢ indispensable to the conduct ot the 
business in which they are engaged, and the tribunals that 


sit to grant these exemptions are now looking upon appli- 


cants pretty lightly 


<--> 
At the same time a lot depends upon the applicant’s 
physical conditior All people registered for the Arn 
ire divided into nin classes A. B and CC, and |, 2 3 of 
eacl The \ men are radually being taker 
eir indispensability, wit few exceptions The B 
C men, not being so fit, at generally left where t busi- 
ness obvious! ants tl adly This does not 
that the ty1 riter and oft appliance business is being 
y ts and cripples In fact, it is ast 
vy many ;% t looking 1 s nowadays discover O 
t st irposes and on 
] a S Ss garrison duty 
( il we I : ps. It does 1 
t re ' there will be 1 
1 na Sh lled i bor reso ¢ 
, : ; ae euvilite 
1 ties i 
<—-e-—> 
} ] ~ ] nade L1Sé 
‘ ‘ + whol if 
be a 2 
: ' dig taba 
t ] ~ T } no =¢ i 
eT 5S 1 Ww ¢ eT po 
.% girls ; 
t t ( ig ¢ Tl le 
é S efore beco S 
<—-e-—> 
’ | ences 
< | u 
< S parts It 
s s ported represent 
rements r repair work I 
is ter lati illow ere it is difficult 
; t all syste 
larl ears to have 
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nes pretty w latest prohibition came 


th writing machine 


n 1 rther it se in the price of ma- 
months ago, but all 
the firms are now in line on t tter and a good many 
have no further machines to sell \t the same time 
kept intact although 
of course they are reduced | iuses over which the 
companies have no ntrol It perceived by the far- 
sighted heads of the great A American companies 
that after the war there will be a great need for skilled 


ser ts of every ¢ tion and therefore such as re- 
main are not being let go easil at the present time 
even though current n¢ tor s rvice is reduced to a 
minimum 

< -e a 


British-built n benefiting by the 


1 } +} ' 
prohibition and al ‘ ere 


t many of these they 
are cutting up a ver! I ind y melon Their prices 
are usually under tl standard his s here, but they have 

been raised fully 2 e1 with the standard 
profit is very fair 
and the area of sale r lish typewriter manu- 


facturers say the pro tion has business very good 


wholesale . 1 turing stationers and 
envelope and ; generally all report 
lar, he : ¢ of course, their 

is paper es these goods, as well 

1s for allied fat rthday and picture 
office requisites 
kee] n the { t ( é ‘ practically forced 
hw the inci ing ¢ ties iy of the supply of 
labor and 1 mat in of Sandle Broth- 
yn, declares that 


business conti £ and many orders 
; xecut F supplies. A fire 
broke out on tl on April 30th, but 
t inter é t t of business It was 


ntaining flat paper 

le-up stat the bulk of the con- 

tent is destroys re and water luck- 
ily in 1 ses n hand in a differ- 


: te orders received. 


. 4 ti t { ‘ I il, the order pro 


} ess , mi terial for.the manu- 


re Es nd the Paper Com- 


ler to arrange for 


¢] nortat antity or the pro- 


uding strawboard, 


: board), and manu- 
ilso materials for 

od pulp, esparto 

may have been 

d lso to regulate, in 
hes oY the Defense of the 


< 
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“FINHERE’S Jones’ letter 
—I can always tell it 
by its extreme whiteness and 


snappy, crisp feel.’ 


Jones, like many other keen 
business men, uses 


BERKSHIRE 
PAPER 





for his letterheads — mak- 
ing them distinctive and 
easily distinguishable. 


Eaton, Crane & Pike Co. 


Typewriter Paper Department 


PITTSFIELD - MASSACHUSETTS 


; Dealers—Are you equipped to supply 
live business men with Berkshire 
Paper? If not, wmte today for 
samples and prices. 


NEW YORK 225 Fifth Avenue 
CHICAGO 108-110 So. Michigan Avenue 
PHILADELPHIA 1024 Filbert Street 
BOSTON 55 Franklin Street 
SAN FRANCISCO 770 Mission Street 
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Realm Regulations, the distribution and use of paper 
and cardboard manufactures of paper and cardboard and 
materials for the manufacture of paper, whether imported 
from abroad or produced in the United Kingdom. The 
commission have full power to call before them such per- 
sons as they shall judge likely to afford them any informa- 
tion upon the subject, and to have access to and examin 
all such books, documents, registers and records as may 
afford them the fullest information on the subject. They 
may also visit and personally inspect such places as they 
may deem it expedient to inspect for the more effectual 


carrying out of their purposes 
<-> 


With regard to the various prohibitions that are in 
force affecting the office specialty and stationery trades 
and in fact other trades as well, a suggestion has been 


made respecting the employment of vacant spaces in 


ships on the homeward journey. Old friends of mine, 


in the trade write from their offices here that they 


have been notified numbers of times of extra space 
in ships coming from the United States, but that they are 
not allowed to fili these spaces in spite of the fact that 


labor-saving office appliances, are ac 
knowledged to be of value to the country. They add 


“We are now practically shut down whilst knowing that 


their goods, being 


we could, by using wasted space on ships, keep going to 


the advantage of the country.” 
<--> 
The plant and personnel of the Birmingham steel pen 


been in a considerable measure converted to 


trade have 
of the 


war purposes, so that the output falls far short « 
normal. Present productive capacity is, however, quite 
equal to the available raw material and labor, 
there is an irremediable shortage. Ff 


quantities of pens are called for by the various Govern 


ment departments, and facilities have to be 
however, the 


The export 


as to both 


normous 


of which 


granted for 
the manufacture of those. For the rest, 


trade is working to a great extent on stocks. 
demand is active, particularly from Southern Europe 


Stock lines are being rapidly depleted to meet it. It is 


stated that the industry will stand in need o 
as the converted 
plant must suffer from the heavy work it is being called 
upon to do in producing munitions. There 
German or Austrian trade which British steel pen makers 
such formidable 

They have no 


reputation for good quality. British pen manufacturers 
} t 


hold on the best 


rt extensive 


re-equipment when the war is over, 


is not much 


covet. The Germans have never been 


competitors as the French in this field 


are pretty confident of retaining their 

markets, but they are naturally anxious 

trade dislocation as much as possible 
<8 > 


; 


to minimize tile 


To the long list of well-known typewriter men who 


have recently joined the army I must add the name o 


H. C. Churchill, manager of the Monarch. 


Methods of Putting Goods on Swiss Market. 
Fro.n a Report from U. S. Consul Philip Holland, Basel, No 2 
Swiss manufacturers do not sell to the dealer, but 
to the consumer through traveling representatives 
man manufacturers also sell some of their goods in 
same way. This is done more easily and with less ex 
pense than in the United States. Representatives of a 
cheaper class are employed, whose salaries and traveling 
expenses are much less than those at which trave 
on the road in the United 
Some dealers, however, buy outright from the 
these products to the 


salesmen can be put States 


Ge 


manufacturer and offer 
others act as agents and sell from samples and catalogues 


of a prominent dealer, most 


According to the statement 
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Office Chairs of Evident Superiority in Manufacture 


There is a staunch elegance and distinction about the ' 
Line of Office Chairs which masters and magnetizes trade. They 
are manufactured with the most rigid modern economy and so 
are placed in the dealer’s hands at a figure which makes swift 


The dealer has in The Masters Line a group of Quality 
Goods which helps to sell every feature and angle of his service. 


The Masters Line 1s so named The Complete STOT ot T] 
because it is actually mastering Masters Line—in word and 4 
the field. Selection of materials ture—is told in our elaborate a 
and choice of styles is not left to beautiful new catalogue—ai 
rot r imitation, or chance: we ome of the progress [went 

, Century othce equipment ot 
study the real problems of the inst deoede Whe “Sel 

‘ ast decade netne o1 10 

office equipment dealer—and make ate tn teiie Shin ilnins 
our chairs to make his profits. Line. you will want to read ti 
Underneath the beauty and _ the story of the Progress of an Ide 
finish there is rugged endurance Send for this catalogue today 
in The Masters Line—the clinch and at least master this oppor- 
in irgument to the buyer tunity. 
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The Masters Line 


PLL 


Tavlor 


easy. Each design is individual and attention-com 


he pace—and hold it. 


Correspondence Solicited from Importers 


The Taylor Chair Company 
Bedford Ohio 
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66 
We shall never go 


back to the foreign 
drawing pencils.” 


Writes a satisfied 


user of 


A ELDORADO sale is profit- 
able to you and your 


customer. 


Made in Jersey City, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 


DEPT. 98-J ESTABLISHED 1827 














American filing devices have already been copied and 
marketed in Switzerland by German manufacturers, but 
the quality of the German goods is inferior to that of the 
American goods. 

Finished steel furniture is classified under No. 784a of 
the Swiss import tariff of October 10, 1902, and pays 22 
francs per 100 kilos ($1.93 per 100 pounds) Account 
books of all kinds, including loose-leaf ledgers, are classi 
fied under No. 335, and pay an import duty of 40 francs 
per 100 kilos ($3.50 per 100 pounds) 

The buyer in Switzerland obtains a permit from the 
Société Suisse de Surveillance Economique, commonly 
known as the “S. S. S..” to import goods, notifying tl 
shipper that he has done so. The shipper then takes o 
a form of affidavit from the Swiss consul at the port of 
| 


h and 


shipment, which is to be certified by the Britis 
French or Italian consuls at the port of shipment. In 
case the Swiss consul is not informed that a permit | 
been issued to the*buyer in Switzerland, he will cable a 
the shipper’s expense in regard to the matter, but he wil 
not issue a permit for shipment until he has been intormed 
that such a permit has been issued to the buyer in 
Switzerland 

It is not necessary to consign all kinds of goods to the 
a S.: certain goods are excepted. In case the goods 
are not consigned to the S. S. S. the shipper must get a 
certificate from the Swiss consul at the port of shipment 
that the goods to be shipped are not on the S. S. S. list 


The port of Cette (France) is now used for “full car 


goes” only. Ordinary shipments go forward via Mar- 
seilles (France) and Genoa (Italy) No shipments can 
be sent via Rotterdam Shipments for Switzerland via 


Genoa will be handled only by the Transatlantica Italiana, 
5 State Street, New York. No “order” shipments will be 
taken. 

[The names of Swiss manufacturers of office equipment 


j 


and of Basel dealers in office supplies may be obtained 
from the Bureau of Foreign and Domestic Commerce or 
its district or co-operative offices. Refer to file No. 83199 
Articles on foreign markets for office supplies were pub- 
lished in Commerce Reports for Dec. 29, 1916, and Jan. 9, 


1917. |] 


Valuable Book. 
C. S. Sikes, general auditor of the Pere Marquette Rail- 
road Company, has written a comprehensive work on 
“Railway Accounting,” in two parts. This work is pub- 
lished by the La Salle Extension University, of Chicago 
It is a valuable contribution to the practical literature of 


business organization and management 


Part one is devoted to organization and includes Di 
tal, construction, station and freight accounts Part tw 
in a sccond volume, discusses the subject of claims 
includes per diem and passenger accounts and disburse 
ments and general accounts 

Mr Sikes, the author, has held auditing positions vitn 
the Georgia Railroad, Great Northern, and Rock Island 


He is now neral auditor of the Pere Marquette 


Timely New Diaries. 


Jordan & Company of Chicago have gotten out a series 


of Soldiers’ and Sailors’ Diaries as a timely contribution 
to present day requirements They are 

No. 138—A Saldier’s Diary Flexible cover of khaki, 
imitation leather, gold stamp: complete diary, gift page 
addresses, calendars for 1917-18. Size, 334x5 

No. 148 \ Sailor's Diary Flexible cover, navy blue, 


imitation leather gold stamp; complete diary, gift page, 


identification, addresses, calendars for 1917-1 


%. _ 
334x534 1n 
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National Prices Reduced 


REMARKABLE as it seems, at this time, the National Blank 
Book Company has considerably reduced the price on several im- 
portant items in the National line. This reduction has been 
made possible in most cases by making a slight change of materials. 
In this way the goods have been brought down again to a popular 
selling price, without any appreciable sacrifice of quality or service. 

The following lists give the numbers of these items and their new 


prices: 


Retail Prices 


Duplicate Order Books lriplicate Order Books 
Size Per D N Size Per Doz 


2-1 
* @ 
os 


So 
NOM 
oo 


— 
o: 
— 


t 
> 


AAR AKA AK KR KKK KK KAR KKK YE 
t 


4 


x se Fillers For Sinrplex Covers 
Per Gross 


‘ $14.40 
i. aes ’ 14.40 
si ‘ 14.40 
in 14.40 
Pocket Time Books 
Milk Books 

I Per Doz., $2.00 


Size ] 


$49 . i% x 6% 


Desk Pads 
No Size 
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VENUS 
10‘ PENCIL 


HERE are many pencils, made 

by many firms. Some pencils 

are good, some are medium, 
some are poor. 

The value of competition in the 
pencil business as in any other busi- 
ness is undeniable. A worthy rival 
product stimulates the manufacturer 
to greater efforts and the result is 
Improvement. 

The greatest enemy to progress 1s 
self-satisfaction, 

VENUS PENCILS made in 17 de- 
gress from 6B softest to 9H hardest 
and hard and medium copying for 
billing and manifolding, have always 


been offered with the suggestion 


that the purchaser compare the mer- | 


its of VENUS Pencils with others. 
It is by comparison that superiority 
is proven. 

The makers of VENUS PENCILS 
have always insisted that their 
goods should stand on their own 
merits. It is for this reason that the 
distinctive, instantly recognizable 
water-mark finish was chosen. 

VENUS PENCILS are not of war 


time growth intended to capture the 


American market. VENUS PEN- 


Feansawrssvnersveessivssveernens Periusneunesnpenconensenseenoeres evnperennsenennee 





CILS have been made and have been | 
in the lead for years. 

Every good pencil bought, encour- 
ages the sale of the highest quality 
pencils by dissatisfying the users 
with anvthing but the best. 

Competition 1s welcomed, but there 
really is none. Why? Because it 
is recognized that a better pencil 
than the VENUS cannot be produced 


American Lead Pencil Co. 
220 Fifth Avenue - New York 


and Clapton, Londen, Eng. 
































Meetings and Dinners 


Reports of Annual Meetings, Dinners, etc., 
in This Field, 





Pacific Northwest Stationers Hold Annual Meeting. 
The annual meeting of the Pa c Northwest Stationers’ 
Association was held at Seaside, Oregon, on June 14, 15 


and 16. The meeting was largely attended by representa- 


tives from Oregon, Washington, Idaho and Montana, and 
presided over by George | Miller, of the Lowman & 
Hanford Company, Seattle, who appointed M. R. Martin, 
Tacoma, as secretary in the absence of Edward Trick, of 
Seattle. 

W. T. Yeazell, secretary of the San Francisco Station 
ers’ Association, accepted the invitation to attend 
meeting of the Pacitic Northwest Stationers’ Associatio1 


He made a very interesting address on the general trade 


his district, and a comprehensive report of 


( onditions in 


how the association there was formed, meeting some 


strong opposition at the outset. He also cited instances 
where the dealers would go to almost any length to retain 
the present spirit of co-operation that exists in this dis 
trict he success of the San Francisco organization is 
undoubtedly due to the untiring efforts of Mr. Dimond 
and Mr. Yeazell, who now report the best of feeling in 


their district among the dealers 


Several matters of importance were discussed at lengt! 


and passed on by the association. All the dealers in this 
district report that the co-operation brought about by the 
association has improved trade conditions in the enti: 
northwest The reports of the arious committees wer¢ 
read and approved, showing the association in splet 
condition financially. Many new members were add 
since the last meeting, and steps were taken to inet 


this members} ip 

The tollowing officers were chosen for the oming 
year \. B. Howe, Pioneer Bindery & Printing Comy 
Tacoma, president; W ‘1 \} 
pany, Portland, vice pre sident M.R. Martin. Cole-Martir 


fontgomery, J. K. Gill Cor 


Company, Tacoma, secretary and treasurer 


Karl R. Terry, of the Lowman & Hanford Cor 
Seattle: J. S. Ball. Kilham Stationery & Printing ¢ 
pany, Portland, and W. J. Ortell, the Show & Border 
Company, Spokane, were reappointed by President H 
to serve inotl r vear as the sche lule committee 

The date d place of tl x ! 1 meeting | 
decided later. 

Merchants’ Association Elects Officers. 

Officers of the Merchants’ tior N \ 
for the mit vear have been elected by the | 
lirectors as llows 

Pre lent Willias Fell M gan resid 
Brow \ Brid Free ' ( 14 << rage ( ; 
first \ s t, Lewis | Pierson, chair1 
oard Austin, Nichols 1 ¢ iy, Incorporate 
ond vice — lames \\ te president a 
White and Company. Incorporated: third vice presid 


William Hamlin Childs, president of the Barrett ( 
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There’s a Reason Back of 
MultiKopy’s Great Popularity 


All the advertising and trade boosting in the 
world will not make an article the best seller in its 
class unless that article possesses real merit. 


It is QUALITY above all else that makes 
Multikopy “the world’s best selling carbon paper.” 


The public knows that MultiKopy is a “quality- 
product.” MultikKopy means satisfied customers 
because its copies are permanent, sharp, clean, clear 
and non-smudging. Stock MultiKopy and you will 
attract to your store the best possible kind of 
customers. 


Do you know that MultiKopy sales are insured? 
Do you know all the facts about our Definite Guar- 
anteed Selling Plan? May we tell you? 


Our Star Brand Typewriter Ribbons are guaran 
teed to give 75,000 impressions of the letter “a” or 


ae” without clogging SO as to show on the paper. 


F.S. WEBSTER COMPANY 


338 Congress Street Boston, Mass. 


Address all letters to Home Office 


New Yerk: 114-118 Liberty St. Chicago: 14 N. Franklin St. Philadelphia: 908 Walnut St. 
Pittsburgh, Pa.: 830 Park Building 








Carbon Paper 
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FROM THIS HANDY 


BIR =J- bale) 4 


“This new open package will sell three 
times as many Davol Marsh Finger Pads,” 
was the statement of the buyer of an office 
supply house 


Get; Your Share of 
This Business by 
Sending Order Today 











HYGIENIC FIN ADS 

RUBBER GER P 
will sell on sight to hundreds of people in 
your trade—will sell to everyone who 
handles or counts money, paper or cards, 
The corrugated tip 
Grips the Paper—One Sheet at a Time 
and does away with the mussy, germ-laden 
sponge cup and other finger moistening 
devices. 

NEW OPEN PACKAGES 


for display and easy sales 
'4 gross and % gross sizes 


Price $5.50 per gross 
Special price to dealers on 5 gross lots 
Display Card, Printed in Colors, FREE 
with every order Put it in your window and dis- 
play Marsh Finger Pads in your store That's 
enough 
Dealers write for prices on 
Davol Pure Gum Bands 
(red and gray) and 
neumatic Telephone Receiver Pad 
A readily selling novelty that shows a good profit 


DAVOL RUBBER COMPANY 


PROVIDENCE, &. I., U. S. A. 
MARSH 
FINGER 
PADS 
Retail for 
10e Each 
3 for te 
Tbe per dozen 










pany; treasurer, Silas D. Webb, chairman of the 


of the China and Japan Trading Company; sec 
In thanking the members of the board for the 


service which the Merchants’ Association has ri 


] 


and is rendering, not only to the city and to the 








but the cause of the Allies 


Chicago factory representatives of the various 
and carbon manutacturers throughout the coun 


general managers of the local con 


at the Morrison Hotel and formed a local ribbon 


| Chicago Ribbon and Carbon Club. 
' 
| 


carbon organization The object of the new clu S 
develop acquaintance and promote the spirit of fraternit 
among men in the same line of business. A. B. Hols 


of re election, Mr Morgan congratuiated them upo!l 


panies, met on Jur 


of the Columbia Ribbon & Carbon Company; R. S. Moor 


Company; A. H. Barkerdi 
Holden, of 


of the Ault & Wiborg 
Mittag & Volger, Inc., and H. J 


gryant & Pierce, attended the dinner and gave their 
hearty approval to the work which was done. Manag 
J. A. White, the representative of the F. S. Webster Com- 
pany at Chicago, presided during the dinner. He is the 
senior ribbon and carbon man in point of service 
Chicago 

The factory representatives of New York City hav 
a similar club, the activities of which have been of n 


advantage to the trade in the East 


ng 


Mille 


Stamp Manufacturers Meet at Cleveland. 


The International Stamp Manufacturers’ Asso 
held its annual meeting at Cleveland, Ohio, June 
and 21. The convention was a complete success, on 
dred and twenty-tive peopl having registered VI 
lowing officers were elected for the coming year 
Henry J. Hanson, president, Chicago; Albert 


first vice-president, New York: W. S. Beecher, 
vice-president, Louisville, Ky.; Louis Melind, thir« 
Bernard Cairns, fourth vice-pre 


president, Chicago 
Toronto, Canada: A. Woodruff, treasurer, Auburn, 
F. A. Rees, secretary, Chicago 


Board or dire tors Gs \. ] May pf chairman, ( 
G. Fred Hiss. Columbus, Ohio: H. W. Foglesong 
ago: R. F. Hershey, Pittsburs Pa.: H. R. Se 


Cleveland, Ohio 
Auditors: Fred H. Bronne: 


Kansas City, Mo.; Thomas Wright, Cincinnati, Ol 


Among the many solutions passed at the con 
one addressed the president the United St 
as follows 

The International Stamp Manutacturers’ Ass 
in co nti issembled ta easure ssurl 
tl it they iT l ( illy iT 1 ( Ss 
ind the 1 ted States at all S 


In recognit of the ae erforme 
| year’s administration, all t ers of the Stat 
| Association of Essex County, N. J., were re-el 
| the annual meeting. as follows: S. R. Bake the 

Printing Company, president; R Id Knit é 
dent: Marvin Shurts, treasur 1 E. F. She 
tary Phe eC e was hel vew n Ju ] 


19 
( 


lé 


Louisville Sentionere Meet Twice a Month. 


unsettled market conditions, 
Stationery 
found it necessary to hold 


| 
| 
| 
' 
| 
COwing o the 
arrangement will continue until furthe 
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Bind Your Loose Papers 
in Book Form = / 


A Perfect Binding 2 
at Little Expense — 


THE ACCO FASTENER 


with the Prong Shield Washer 











Fits perfectly flat on fakes up no room in the 
Files 

Its effectiveness, simplic- 
ity and neatness make it 
the only practical fastener 
for any kind of a file. 


papers. 
Made in sizes to fit all 
standard gauges of 
punching and any size 
and quantity of sheets. 














Every Advantage of a Bound Book when used with 


THE ACCO FOLDER 


Provides Perfect System 
Convenience and Protection 







With all other loose leaf folders at transfer times it is 
necessary to remove papers from files with absolutely no 
protection against loss. 





—r They take up no room in 
the files and thus afford a 
perfect system of keeping 
papers, without loss of valu- 





able space and with little ex- 
pe ( 
>) | he \ can 1>¢ used over 
. ind over again as it is easy 


t fix o1 move ACCO 
FASTENERS with or with- 


0 
f pe paper 





Write for prices and descriptive circular to 


THE AMERICAN CLIP CO. Long Island City, N. Y. 
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’*Ten-tion Mr. Banker! 


You enlist coin—not soldiers. But coin 
—like soldiers—needs the right kind of 
protection—in the trenches of ’Change 
and across your counters. The best, the 
neatest and the quickest-handled method 
of protecting your coin—in the vault or 
on the counter—is the Bemis Bag. It 
makes rapid work easy and accurate for 
the Man Behind the Grating, and inspires 
confidence in the modernness and pro- 


gressiveness of your institution. 





The Dealer’s Profit-Bank 


Dealers who once try the Bemis Bag 
never give it up. For its profits begin 
at once. It’s as easy to demonstrate as 
the value of saving money. Send for a 
sample, and try for yourself with your 
banking and similar customers. In the 
up-to-date bank or large office where 
heavy sums are handled, the Bemis Bag 
is as much a part of the system as the 
loose leaf ledger or the adding machine. 
Once used, the user is satisfied with 


nothing else. 


Send today for our catalogue, Mr. 
Dealer, and let us quote you our New- 
and-Better-Profits Proposition. 


BEMIS BRO. BAG CO. 


Cupples Station 
St. Louis Missouri 


Established 1858 
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On Saturday, June 30, the club held its second annual 
outing, in which all of the clerks and proprietors in the 
association participated. Over one hundred people at- 
tended this gathering, and the day was much enjoyed. 
By way of amusement there were baseball games and 
similar athletic sports for the men and other forms of 


entertainment for the ladies. 


The annual field day and outing of the Boston Station- 
ers’ Association at Nantasket, on June 16, was a marked 
success. The picnickers assembled at a pier near Boston 
at 12:15 midday, where they boarded a steamer named 
“Miles Standish,” which took them to the place of the 
day’s festivities. A drawing match during the trip fur- 
nished much amusement and entertainment. 

At the landing the picnickers were met by automobiles 
and taken to the beach, some 250 persons finally gathering 
around the lawn, where the athletic events were pulled off. 

A 50-yard dash for the ladies was won by Miss Adler; 
second prize, Miss Chapman, of Adams, Cushing & Foster 


Company; third prize, Miss Lyman, of Ward’s; fourth, 


Miss Corliss, of Ward's. 


In the potato race first prize went to Mr. Eldredge, of 


the L. E. Muran Company; second to Mr. Edwards; third, 
Mr. Bryant, of Ward's, and fourth to Mr. McCarthy, of 
Ward's. 


Many of the ladies participated in the hoop race, in 


which first prize was won by Miss Greenough, Ward's; 
second, Miss Saxon, of Adams, Cushing & Foster Com- 
pany; third, Miss Furbush of Ward’s; fourth, Mrs. Lynch, 
of Ward's. 

The fat men’s race showed considerable class, being 
won by Mr. Stetson, of the Bay State Paper Company. E. 
C. Bailey was a close second, while Mr. Morton of Ward’s 


came in third, and L. E. Muran of the L. E. Muran Com- 


pany, fourth. 

A highly amusing feature of the day was the ring push 
contest. A square piece of canvas with a ring about eight 
feet in diameter marked thereon was spread on the lawn 


and the contestants, tied by the wrists under the knees, 


with pads placed on their feet, were seated in the center 
each other Phe object was for the 


of the ring facing 
The prize win- 


players to push each other out of the ring. 
ners in this contest were as follows: First, Mr. Corby, of 
E. Damon; second, Mr. Elwell, The Engravers’ As 


Geo. 
sociation; third, Mr. Hurwitz, of L. E. Muran Company; 


fourth, Mr. Tilsey, of Thorp & Martin Company. 
The winners of the potato race were as follows: Miss 
Adams, Cushing & Foster Company, first; 


Chapman, of the 
Miss Crouse, Thorp 


Miss Cook, of Waterman's, second; 
& Martin Company, third; Miss Pother, Thorp & Martin 
Company, fourth. 

In the egg frying contest, the 
of Mrs. Bauer, Mrs. Sylvester, Mrs. Chaplin, Mrs. John 
Bailey, Mrs. Van Dorn and Mrs. McAdams, the winners 


Mr. Resnosky, of the L. E. Muran Company, first; 
Mr. ¢ rosby, of 


judges of which consisted 


were 
Mr. Eldredge, of the same house, second; 
Mr. Tilsey, of the Thorp & Martin Com- 
the Bay State Paper 


Damon's, third; 
pany, fourth, and Mr. Stetson, of 
Company, fifth. 

After the athletic events and a suitable period of rest, 
a fine dinner was served, following which were other 


games, including bowling, dan eg, 50-foot hop, ring board 


contest, etc. A. E Bailey won the bowling contest witl 


) 
a score of R3 for ive boxes. Mr Nelson was second and 


Mr. Adams fourth. Miss McElroy won first ladies’ prize 
The 50-foot hop was won by Miss Adler, Ward's; sec- 


} 


ond, Miss Chapman, Adams, Cushing & Foster; third, Miss 
Loman, Ward's: fourth, Miss Bryant, Ward's 


The ring board contest was won by Mr. Greenlaw with 
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C Little Study of Pen Cistomers 


and a good salesman can often make the pen sale lead to the sale of 
many other things that using a pen suggests. Ink, paper, blank books, cards 
and so on up to a filing system. It just depends upon the salesman 


For one thing Esterbrook Pens can be depended upon 
to give thoro satisfaction. The salesman is given confidence 
then to suggest that the customer may require something else. 


\nother helping factor is the use of the Esterbrook Counter 
Display Case. The customer finds it easy to select the pen 
wanted and this helps to make him more open to a suggestio1 
The pen department should be made one of the most attractive of your store. 
It presents unusual opportunities for real selling ability—and real suggestive 
helpfulness. 
We will be glad to have you write to us for suggestions how to make your 
pen department more attractive, more profitable. Write us today 


ESTERBROOK PEN MFG. COMPANY 
80-100 Delaware Avenue 
Camden, N. J., U.S.A 
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The Midget Binder 


is the little orderly of the desk that 
keeps your papers in line—that cuts 
out confusion. It takes up less space 
than an inkwell and it fastens your 
papers together as securely and as 
permanently as a magazine is bound. 
It can be used also for cloth, leather, 
fabrikoid, and other materials that 
require permanent fastening 

The Midget Binder operates by a 
single downward stroke of the lever 
and has a capacity of 100 wire staples 

it makes the best permanent fast 
ening and it is the smallest, most 
compact machine for the purpose on 
the market. It is handsomely fin- 
ished in nickel. 

rhe Acme line of stapling machines 
and paper fasteners includes the 
Midget and several other binders 
Write for full particulars of the line 
and our attractive proposition to 
dealers. 


} Acme Staple Co.Ltd. 


a 1643-1647 HADDON AVE., CAMDEN, W. J. 





. "7 Canadian Representative: 
Ernest J. Scott & Co., 59 St. Peter St., 
= Montreal 
\ European Agents: 
\ Progress Typewriter Supply Co., Ltd., 


8-9 New Zealand Avenue, London, E. C. 


e i. 
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a score of 400; Mr. Hines, 340; Sidney Tilsey, 280. Ladies 
first by Miss Bradstreet, Ward's, 430; Miss Johnson, 260; 
Miss Nelson, 160. 


E. Faber Men Hold Sales Conference. 


The annual sales conference of the house of Eber 
hard Faber was held during the week beginning Jun: 
All of the representatives of that house were present 
from their respective territories rhe meetings were at 


1 


tended by the following salesmen and department 
agers Eberhard Faber, L. W. Faber, E. E. Huber, A 
W. Williams, D. H. Archibald, F. M. Brown, R. Dor 
inguez, W. E. Edgerley, C. ¢ Fleming, Carl Finck, | 
Hambrock, IJr.. E. | Heischmann, F. G. Huber, W 
Miller Jones, Oliver Lee, E. A. Meyer, E. J. Milne, J. | 
Rennie, J C. Riley, L. A. Ruiz, Fred Schroeder, H 1) 
Shipman, H. B. Struble, A. | Thomas, J. N. Turner 
H. J. Tyndale, and J. M. Van Alst 


The salesmen on their arrival the factory were give! 
heartv welcome by Eberhard | be r, and shortly aft 
the meeting convened E. I Huber read an interest 


paper on the financial situation of the present day 


Che annual outing of the sales organization was 
on the afternoon of Friday, June 15, at the Ri 
County: Country Club, where golf tournament 


pla ‘ec, a nine hole two hall roursome being played Sor 
Oo! the salesmen who never! sec] i volt club betore 


igined they were playing baseball and tried to maki 


home run, only to find that the little ball remained 


touched after strenuous exertions to hit it had bee 
wasted The prize winning teams were as follows 
First prize, L. W. Faber and | \. Ruiz: second 


\. B. Thomas and F. Hambrock, Jr.; third prize, | 
hard Faber and Oliver Lee 
\ clock golf contest was also held, the prize winners 
being 
First prize, J. M. Van Alst: second prize, A 
Thomas: third prize, H. J]. Tyndale 


Philadelphia Stationers Meet. 
The regular monthly meeting of the Philadelphia St 


tioners’ Association was held on June 14 \ cor 


was appointed to consider tl] reorganization of the 
ciation on lines somewhat similar to those exist 
San Francisco, this committee to report at the Sept 


meeting of the organizatior 


The secretary, Francis B. Irwin, was appoint 


resent the ssociation at a meeting of the Penns 

Trade Secretaries Association at Erie. on June 2? and 2 
By resolution, $100 was donated to the A1 

Cross Society. and $100 to t Ambulance | 


American Stationers 


\ few days previous to the meeting above ment! 
a special meeting of the stationers of Philadel 
called to greet Arthur Dunn, representing Henry P. D 
mond of San Francisco There was a large attend 


at this meeting and Mr. Dunn was enthusiastically 
ceived and listened to with much interest and ple Sl 
1 


At the close of the gathering a ott 
tended to Mr. Dunn for his most excellent address 





New York Association Meets. 
The Stationers’ Association of New York held 


ing on June 25, during which patriotic speeches wert S 
cussed. This was the monthly dinner and meeting of 
organizatio! During the dinner a quartette entertait 
the company, and following this routine business was s 
posed of. President Lent stated that a committee ynsist 
ing of Messrs. Warren, Rogers and Lent had beet 
pointed to handle questions regarding the proposed g 


x 
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This is the new factory of the Buckeye Ribbon & Carbon Company, Cleve- 
land, Ohio, where the well-known efficiency-plus brands of Bucki Carbon 
Papers and Typewriter Ribbons wil! be turned out in the future 










[wenty years’ experience and the most liberal dealers’ policy known to 


the modern trade combine to offer you an opportunity for continuously 










larger profits. 






Our new building was specially designed to cover our particular 


ments, and is completely equipped with new and elabor 






chinery for making 







". TYPEWRITER RIBBONS 
and CARBON PAPERS 





We take this occasion to tell our many 


friends of our appreciation of the liberal 






patronage extended to us in the past, 






and trust that with our increased facili 





ties we may continue to serve them 






THE BUCKEYE RIBBON & CARBON CO. 


1466-1468 East 55th Street CLEVELAND, OHIO 
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IMPRESSIONS 


The Most Interesting 
Magazine Published in 


GREAT BRITAIN 


IG and constructive in thought, “Im- 

pressions” has been one of the most 

wonderful successes in business jour- 
nalism. It is the monthly mentor of our 
most prominent business men, who read it 
as a tonic and an inspiration. “Impressions” 
is the most widely quoted business maga- 
zine in the world. It deals with business in 
its human aspect, and says things which 
other magazines dare not say, for fear that 
a subscriber might be offended. If you be- 
lieve that business is something good as a 
part of your life, then you will like and en- 
joy and enthuse over “Impressions.” If you 
do not like business, you won't like “Im- 


pressions.” 


Well known and successful business men 
write regularly, giving their opinions. Here 


are a few extracts— 


It is an inspiration, sound, Your optimism is cheer- 
honest, straight from the ing, inspiring, helpful and 
shoulder It has given me encouraging. 
new ideas. It is refreshing to know 

that there is a man who 

It is a little classic which fearlessly prints his ideas 
must prove of value to for lifting business to a 
every right-thinking person. higher level. 


a no It is worth far more than 

io on ] eips you charge When I begin 
me put more grit in my to read I cannot put it 
work. down 


SUBSCRIPTION 


price is One Dollar a year. Send me an Amer- 
ican Dollar Bill, and get your name on my list 
right away. Your money returned immediately 
if you say you are in any way disappointed with 
the first number you receive. In three years only 
one man has asked for his money back. 


G. E. WHITEHOUSE 


76, Hanover Street, Edinburgh, Scotland 











ernment stamp tax on bank checks and the method of 
imprinting them. This committee will confer with any 
member of the trade who desires information 

W. G. Whittemore, for the field day committee, an- 
nounced that from the funds left over after the expenses 
were paid $75 had been contributed toward the support 
of the stationers’ recruiting station and $300 had been 
donated to the local fund for purchasing a Red Cross 
ambulance. 

W. R. Donnelly was then called on and told of the re- 
cruiting stations which are being maintained by the local 
trade. On motion of Mr. Hanau a vote of thanks was ex- 
tended to Mr. Donnelly and R. J. W. Huff, as well as to 
the committee for establishing these stations. 

President Lent in conclusion spoke of the work of the 
Red Cross society. He said that in response to his appeal 
for funds to buy a field ambulance, the sum of $1,255 has 


been contributed by forty local houses. 


New York Stationers Elect Officers. 

The Stationers’ Association of New York on May 29 
elected the following officers to serve for the ensuing 
year: President, Charles A. Lent; first vice-president, 
W. W. J. Warren; second vice-president, E. E. Huber; 
third vice-president, Mortimer W. Byers; secretary, Henry 
Frank; treasurer, Edward V. Brokaw. Retiring Presi 
dent Theodore L. C. Gerry was tendered a vote of thanks 
for his untiring efforts as the association’s president dut 
ing Mr. Hanau’s uncompleted term. 

President Lent stated that the board of directors had 
authorized the purchase of a $1,000 Liberty Bond \ 
resolution of regret on the death of C. M. Dennison, he 
said, had also been sent to Mr. Dennison’s family. 

President Lent urged stationers to work for a wide 
distribution of Liberty Bonds through subscriptions for 
employés. A number of members including E. E. Huber, 
of Eberhard Faber; R. J. W. Huff, of H. K. Brewer & 
€o.; Mr. Addoms, of the Miller & Wright Paper Com- 
pany; H. W. Rogers, of Wilbur & Hastings; M. E. O'Con- 
nell, of the L. E. Waterman Company, and Mr. Reisch- 
man, of Greenhut’s, responded, explaining the methods 
pursued by their firms. These methods were similar in 
their essential elements. 

The speaker of the evening was the Rev. S. R. Cohen. 


Congratulations to Mr. Black. 

Office Appliances extends its sincere congratulations to 
Mr. and Mrs. E. J. Black. The occasion for these felicita- 
tions is the birth on Tuesday morning, June 19, of twin 
girls Mr. Black tells us that the first one to arrive was 


Virginia Frances Black, actual weight five pounds, 


and one-half ounces Her first question was, “Do I get 
half day on Saturdays?” She will make a satista 
filing clerk The second Elizabeth Cheresa Bla 
weighing five pounds seven es, was the next to reg- 
ister Because of the added weight Mr. Black believes 
she can better stand the grind of pounding the type- 
writer keys This winsome young lady showed her di 
ples and right off asked how long she might hav: 
luncheon, if there was good chance for advancement and 


1 
I 


if it was likely that her pay would be raised frequently 


Everything being to her satisfaction, she voiced approval 
Both young ladies were registered in the American Red 
Cross before they were twelve hours old—the youngest 
members and prospective Red Cross nurses in the world 


E. J. Black is the western representative and distribu 


of the Melton Rhodes company's line of filing cabinets 


and sectional bookcases 
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A BIGGER, BROADER MARKET 
FOR LOOSE LEAF THAN EVER 


Uncle Sam’s War Preparations—the draft 
ing of millions of workers from stores and 
offices, will cause a dearth of clerical help. 
These workers must be replaced by better 
business methods—with time and labor sav- 
ing records. The present, therefore, is the 
time for dealers and stationers to concen- 
trate their sales efforts on the Loose Leaf 
Department and other items with an econ- 


omy appeal. 


THE C@&C LINE 
is the LOGICAL Line 


Every possible requirement is provided for 
among the extensive assortment of short cut 
business records and Loose Leaf Devices. 
Ready Made Accounting Systems are car 
ried in stock for every line of business 

Cesco Dealers are supplied with imprinted 
booklets, mail stuffers, window displays and 


other selling helps. 


SEND FOR CATALOG 


We want you, Mr. Dealer, to investigate the 
Cesco Line. We want to submit evidence 

facts and figures—why it is the LOGICAL 
line for you to handle. Send today for Cat 


alog and dealers’ proposition. 


THE C. E. SHEPPARD CO. 
Ca@cc LOOSE LEAF @@cco 


303-311 Hudson Street NEW YORK 
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Twentieth Anniversary Dinner, San Francisco Remington Office. 
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More About Remington Anniversary Celebration 4s @ choral number, a copy having been supplied to each 
) at San Francisco. person pre sent, Another Spe 1a ly prepared number was 
: ml _ a clever toast in verse written by Mrs. Poland 
i! On page 74 of the June issue we gave a brief account Those who took part in the program included Messrs. 
of the celebration which was held by the Remington McKay, Wilson, Williams, Schaaf, Sperb, Lawn, Harper 
Typewriter Company’s San Francisco organization on the ~ and Mewes. also Mrs. Scott. Mrs. Crusoe, Miss Keol as e 
occasion of the twentieth anniversary of the establish- and Mrs. Poland. 
ment of the office, May 1, 1897. We present on this page Just before the close of the evening everyone sang 
a picture of the gathering taken during the dinner on “Auld Lang Syne” in honor of Cecil R. Clarke, a met 
that occasion. The office was opened twenty years ago ber of the sales force, who was about to leave to join 
by F. E. Van Buskirk, now vice-president in charge of the Canadian military forces in Flanders. At the cor 
t domestic sales. The first machines sold at the San Fran-_ clusion of the evening’s entertainment the entire assem- 
l" cisco office were the old No. 2 typewriters. Since then blage rose and sang “The Star Spangled Banner.” 
; the office has sold each successive model, including the . 7 
I accounting machines and other features of the lines Newark Remington Office Pays Tribute to Depart- 
i] To commemorate Mr. Van Buskirk’s connection with ing Manager. 
. the establishment of the office. the San Francisco sales J. W. Kennedy, who has been for several years in 
force made the month previous to the anniversary cele- charge of the Remington Typewriter Company’s 
bration “Van Buskirk month.” at Newark. N. J.. left recently to assume the direction of 
The night of the anniversary was celebrated by a din- the Remington business in Kansas City and the territ 
ner at the Clift hotel \ppropriate addresses were made surrounding. Before he left the members of his sales and 
by Manager J. M. Lund and others, and a sprightly and __ office staff at the Jersey metropolis got out the trusty 
entertaining program arranged by J. A. Sperb and B. FE motorcycles and automobiles and held an outing at Wee- 
| Jordan was given [The program consisted of vocal und quahic park. The cars, gaily bedecked with pennants and 
instrumental music, dances and recitations by Remington banners, first paraded through the streets of New 
“home talent.” Numerous features on the program wer der the careful guidance of a regular mounted traft 
entirely original and some of them had been written es cer. The accompanying picture shows thi t 
pecially for the occasion Notable among these was a their destination just befor they started on 
song written by H. A. Sperb. This was used to fine effect cream soda spree” engineered by Manager Kent 
S&S 
gaily decorated and lined up 


Automobiles and motorcycles belonging to the members of the Remington staff at Newark. N. J., 
with their owners in honcr of Manager J. W. Kennedy who was about to leave to take charge of the Kansas City office 
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4 DEVICES 


Device for Figuring Pay-Rolls. 
The Porter-Cable Machine ( Me. nw 
is manufacturing a new device called the “Pay Teller” 


ay-rolls of large concerns. This device 





ompany of Syracuse, 





The Pay Teller. 


Adaptable Metal Compressors for “Y and E” Eft 
ciency Desks. 
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RE you handicapped by old methods? 

The smallest retail business should be 

conducted along methodical or scientific 
lines if it would escape stagnation and bank- 
ruptcy. 


The dealer should know at least once every 
24 hours how his business stands, otherwise he 
is walking in darkness. Here is the remedy: 


THE 
PERPETUAL 
INVENTORY 


is an exposition of approved methods whereby 
at any time the progress of sales, the condition 
of any item of stock, goods ordered, received or 
sold, is accurately and quickly ascertained. 


This PERPETUAL INVENTORY will be 
found simple, absolutely dependable, and ap- 
plicable to any retail stationer or equipment 
business. There is no red tape or necessity of 
extra help 


It will be found the heart of merchandising 
It aids sales by keeping the stock up to date, 
prevents overbuying, and points daily and un- 
erringly to the stock that should be moved 
quickly. 


With the idea of emphasizing the importance 
of this record, of explaining its method of oper- 
ation and enumerating its results, Agnes Samp- 
son Addie, a well-known and recognized organ- 
izer and system builder, has written a short, 
powerful monograph, in the hope that it will 
prove an aid to those who are seeking “the way 
out.” Itis a small size, big value book (72x54) 
made to fit the pocket, printed in large type on 
heavy book paper. The price is 50c, postpaid, 


Office Appliances, 417 S. 
Dearborn Street, Chicago 
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Twentieth Anniversary Dinner, 


More About Remington Anniversary Celebration 
at San Francisco. 

On page 74 of the June issue we gave a brief account 

of the celebration which was held by the Remington 

Typewriter Company's San Francisco organization on the 


occasion of the twentieth anniversary of the establish- 


ment of the office, May 1, 1897. We present on this page 
during the dinner on 


4 


a picture of the gathering taken 
that occasion. The office was opened twenty years ago 
by F. E. Van Buskirk, now vice-president in charge of 
The first machines sold at the San Fran- 
Since then 


domestic sales. 
cisco office were the old No. 2 typewriters. 
the office has sold each successive model, including the 
accounting machines and other features of the lines. 

To commemorate Mr. Van Buskirk’s connection with 


San Francisco Remington Office. 


as a choral number, a copy having been supplied to each 
person present Another specially prepared number was 
a clever toast in verse written by Mrs. Poland 

Those who took part in the program included Messrs. 


Lawn, Harper 


McKay, Wilson, Williams, Schaaf, Sperl 
and Moyes, also Mrs. Scott, Mrs. Crusoe, Miss Keohane 


and Mrs. Poland. 


Just before the close of the evening everyone sang 
“Auld Lang Syne” in honor of Cecil R. Clarke, a mem- 
ber of the sales force, who was about to leave to join 
the Canadian military forces Flanders. At the c 
clusion of the evening’s entertainment the entir« ss - 
blage rose and sang “The Star Spangled Banner.” 


Newark Remington Office Pays Tribute to Depart- 
ing Manager. 


the establishment of the office. the San Francisco sales J. W. Kennedy, who has been for several years in 

force made the month previous to the anniversary cele- charge of the Remington Typewriter ( ompany’s 

bration “Van Buskirk month.” at Newark, N. J., left recently to assume th peers — 
The night of the anniversary was celebrated by a din- the Remington business in Kansas City and the territor) 

ner at the Clift hotel Appropriate addresses were made surrounding. Before he left tl ‘ s of his sales i 

by Manager J. M. Lund and others, and a sprightly «nd _ office staff at the Jersey metropolis got out their trusty 

entertaining program arranged by J. A. Sperb and B. E motorcycles and automobiles and held an outing at Wee- 

Jordan was given [The program consisted of vocal und quahic park The cars, gaily be ‘ r ts and 

instrumental music, dances and recitations by Remington vanners, first paraded through the streets of New 

“home talent.” Numerous features on the program were’ der the careful guidance of a regul nt t 

entirely original and some of them had been written es heer. The accompanying picture shows the li 

pecially for the occasion Notable among these was a_ their des t st before ey s n 

song written by H. A. Sperb. This was used to fine effect cream soda spree” engineered ] \f ger K ; 





| Sees 


Automobiles and motorcycles belonging to the members of the Remington staff at Newark, N. J., 
with their owners in honcr of Manager J. W. Kennedy who was about to leave to take charge 





gaily decorated and lined up 
of the Kansas City office 
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RE you handicapped by old methods? 

The smallest retail business should be 

conducted along methodical or scientific 
lines if it would escape stagnation and bank- 
ruptcy. 


The dealer should know at least once every 
24 hours how his business stands, otherwise he 
is walking in darkness. Here is the remedy: 


THE 
PERPETUAL 
INVENTORY 


is an exposition of approved methods whereby 
at any time the progress of sales, the condition 
of any item of stock, goods ordered, received or 
sold, is accurately and quickly ascertained. 


This PERPETUAL INVENTORY will be 
found simple, absolutely dependable, and ap- 
plicable to any retail stationer or equipment 
business. There is no red tape or necessity of 
extra help 


It will be found the heart of merchandising 
It aids sales by keeping the stock up to date, 
prevents overbuying, and points daily and un- 
erringly to the stock that should be moved 
quickly. 


With the idea of emphasizing the importance 
of this record, of explaining its method of oper- 
ation and enumerating its results, Agnes Samp- 
son Addie, a well-known and recognized organ- 
izer and system builder, has written a short, 
powerful monograph, in the hope that it will 
prove an aid to those who are seeking “the way 
out.” Itis a small size, big value book (72x54) 
made to fit the pocket, printed in large type on 
heavy book paper. The price is 50c, postpaid. 


Office Appliances, 417 S. 
Dearborn Street, Chicago 
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Typewriter Men 


can add substantially to their 
profits by selling 


AZORA AIR 
CUSHIONS 


PEWRITER SUP- 
Y AND REPAIR 
MEN, in their calls 
upon the trade or wait- 
ing upon customers 
have many opportuni- 
ties of showing these 
cushions to men who 
are real prospects. 

You can attach 
Azoras in a few seconds, while ask- 
ing the customer whether he has ever 
used them. The beneficial effect is 
so immediately evident that the rest 
is simple, 

Azora Air Cushions are built on the same 
Successful principle as the automobile tire, 
@ combination of air chamber and rubber 
of the greatest resiliency. 

Azora Air Cushions would work in with 
your business excellently We'll be glad to 
tell you more about their sales possibilities 
—their nerve-saving, typewriter-saving, san 
itary features 
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PAT. DECEMBER 21, 1915 


Let L's Hear from You 


AZORA RUBBER COMPANY 
1945 South 54th Ave., CICERO, ILL. 


Sole Agents for India: 
PADAM GODREZ & CO., 201 Hornby Rd., Bombay 
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Sitting or Standing 
The Phone Comes To You 


SELF-BALANCING IN ANY 
POSITION AND AT ANY HEIGHT 


when supported by an 


EQUIPOISE 


TELEPHONE ARM 


250,000 in Daily Use 





Sells for $5.00 ---- Worth More 


Agents Wanted Everywhere. 


The Holtzer-Cabot Electric Co. 


Boston and Chicago 
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Our Guest Book. 

The tollowing friends have left their signatures in 
Office Appliances’ Guest Book during the past month: 
ALBRIGHT, A. C., St. Louis, Mo., called July 3. 
BLASHKE, DAVID, of Sydne 

July 1. 
BARKERDING, A. H., of Mittag 
Ridge, N. J., called last month. 
BROWN, JAMES S., New York, 
month. 
DURKIN, JAMES P., Pittsburg 
DIJKSTAL, F. A., inscribed his name in Office Ap- 
on June 14. Mr. Dijkstal was on 


\ustralia, was here 
& Volger, Inc., Park 
sited our office last 
Pa., called June 28. 


plainces’ Guest Bool 
his way to Iowa. 

FITZGERALD, G. P., of the Robert Simpson Com- 
pany, Toronto, Canada, called June 19. 

FLEENOR, J. G., New England Furniture & Carpet 
Company, Minneapolis, Minn., visited us last month. 

GASKELL, H. B., Salt Lake City, Utah, was a caller 
vn June 22 

HARVEY, J. C., of the Moon-Hopkins Billing Machine 
Company, St. Louis, signed the Guest Book June 25. 
HUSTRUTT, A. S., of the A. S. Hustrutt Company, 

1 


Toronto, visited us June 19. 


1 


MACDONALD, D. W. L., of the Ellis Adding Type- 
writer Company, Newark, N. J., visited the office of this 
magazine on July 2 

MULFORD, F. HOWARD, and Mrs. Mulford, of the 
\. Pomerantz Company, Philadelphia, called upon Office 
Appliances June 9. 

PALMER, CHARLES R., proprietor, the U. S. Type- 
writer Ribbon Manufacturing Company, Philadelphia, 
called at the office of this magazine last month. 

ROWE, R. R., of the Thaddeus Davids Company, New 
York, was at our office June 26. 

RUSSEL, THE MISSES LUCY AND JOSEPHINE, 
of Breckinridge, Mo., favored us with a call on June 28. 

SAUNDERS, D. G., cf Kansas City, Mo., visited Office 
Appliances on June 28 

WRIGHT, G. K., of the Wright Desk Company, Rock- 


ford, Ill., was in our office June 22 


Omaha Stationery Company Enlarges. 
The ¢ Imaha stationery Compat vy. 309 Sout! seve 
teenth street, Omaha, has recently « nlarged its store 
adding another store tront and s] OW window, affording 


an additional entrance and also several aisles 


and separate departments. The ympany has bee 
business for about ten years. J. A. Rummelbart and H 
M. Goulding are the present owners 

Manager Frank Crowe Weds. 

Frank Crowe. manager of the New York oftice of the 
Samuel Ward Manufacturing Company, was married 
June 25 to Miss Bessie M. McColley the ceremony tak- 
ing place at the bride’s home, 165 Astor place, Jersey 
City They are spending their honeymoon in the Adiror 
dacks, and will be home after September 1 at 814 Pa- 

ivel Jersey City. 
Two Appointments in Coast Field. 

W. Hart Palmer, of San Francis has been appointed 
wester ‘ esentative of the B rum & Pease Cor 
pany, to fill th cancy caus he deatl ae 
Upham He leaves a positior s buyer for the H. S. 
Crocker Company Another San Francisco promotion is 
that of A. C \Mloench to be gener 1 manager of A. Car- 
lisle & Company ite has been sales manage 
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THE WORLD'S 
=) ee 
AND PENCIL 


SHEAFFERS 


SELF-FILLING 
FOUNTAIN PEN 


AND 


SHARPPOINT PENCIL 


IN EVERY RESPECT THAT MAKES FOR 
WRITING CONVENIENCE AND EFFICIENCY 
YOU WILL FIND THIS PEN THE BEST YOl 
HAVE EVER USED FOR THE SHEAFFER 
PERFORMS WHAT OTHERS PROMISE iT 
or. V) Mm =] a ©) <4) 3. | 0) Oo), Me ce meci hs -n_-y Sal 
FACTORY SERVICE AT ALL TIMES -IT DOES 
NOT BLOT NOR LEAK WITH YOUR FA 
VORITE STEEL PEN DUPLICATED IN A 
SHEAFFER, you WILL ENJOY THE 
UTMOST IN SMOOTH. UNHAMPERED PEN 
MANSHIP 


STUDENT'S SPECIAL—ARMY & NAVY SPECIAL 
$2.50 to $50 


SHARPPOINT PENCILS THE HANI 
IEST SIMPLEST AND MOST PRACTICA 
LEAD PENCIL EVER MADE VILL LAST 

i ot <a, | eee ee. 2 oe 1 eo a ro) - en 
ANDALWAYS SHARP. ITS SIMPLE CON 
pe selonsle). me) \.44- me @ 2 Vol-me 4 lems -101-1-) 82 
ERASER IMMEDIATELY ACCESSIBLE. MAG 
AZINE HOLDS 22 INCHES OF EXTRALEADS 
GET A SHARPPOINT TODAY AND D<¢ 
AWAY WITH PENCIL TROUBLES FOR ALL 
TIME ' = 


SILVER-FILLED, STERLING, | $1 to $56 
GOLD-FILLED, SOLIG GOLD \ wii rocacr cur 


SOLD BY GOOD DEALERS EVERYWHERE 


MUM 


HMM 





Ww A HEAFFER PEN ) F RT MADIS N WA 


Ts mae). 2 sOwa 


STUDENT'S 
SPECIAL 
$2.75 
wane Cus 


Fall Use 1100 | (ACMA INAT HAAG HENAN COT ASOD UC TOO EAT DMNGA ALE UL NIT 








| ERE is the first advertisement of our big fall advertising campaign which will appear 
in thirteen of the country’s leading magazines between August and January, reaching 
over 15,000,000 people. This sales-building advertising is going to make 1917 a banner 
year for dealers who carry a complete stock of Sheaffer Fountain Pens and the new SHARP 
POINT PENCIL. Send in your order immediately so you will be ready with store and 
window displays of the full Sheaffer line to tie up with the first shot of our national 


advertising. 
W. A. SHEAFFER PEN COMPANY 


FORT MADISON, IOWA 
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Her little finger is pien FORK enous en 


SHAW-WALKER 


STEEL LETTER FILES 


HAT kind of prospect does 
W the Shaw-Walker dealer like 
best? The prospect with a 
chip on his shoulder. The prospect 
who feels that letter files ought to be 


a whole lot better than thev ar 


Because the Shaw-Walket 





rt ot cu me 
Sup] e gentle " i g 
i nut ilk awewl | r i x ' 
a ‘ sup | sles \ \ 
“ ly i lent! a ill » 
Walker draw vill Open ar 
s 
Suppose he uns al 
I l The Shaw-V ‘ 
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pect who demands the perf« eel letter 
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Shaw- Walker 


THE SHAW-WALKER CO. 
Everything in Filing Equipment—Com- 
plete Lines in Steel, Wood and Supplies 

NEW YORK--CHICAGO--WASHINGTON--DETROIT--ST LOUIS--LONDON 

Factory and Home Office 
1207-19 Western Avenue, Muskegon, Michigan 
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“The Matter with Kansas.” 
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SHAW-WALKER 


STEEL LETTER FILES 





E want urself im 
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THE SHAW -WALKER 














Factory 
5207-19 Western Avenue, 





NEW YORK--CHICAGO--WASHINGTON--DETROIT--ST 
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Made to Stand 
Wear and Tear 


66 9? 


Attractive— 
finished in dark 
green enamel. 


¥) 
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substantial top, 





rim and solid ANY 
steel bottom. WY 


A quick seller with 
profitable turn-over. 


Write us for prices 
and discounts. 


North Western Expanded Metal Co. 


983 Old Colony Bldg. CHICAGO 



























Makes Change! 


Accurate— 


Easy— 
Quickh— 
Wherever currency is handled, the Lamscn Cvin Cashier 
is a big economy as well as a convenience. 





Its low cost (only $/0.00) is quickly paid in the time 
and labor savings it makes. Absolutely accurate. A gentle 
pressure of a plainly marked key deposits the right coins 
in your hand. 

A great selling proposition for Stationery and Office Ap- 
pliance Dealers everywhere (with a fine profit). Because 
paymasters in factories, offices and businesses of all kinds, 
cashiers, ticket sellers, and bank tellers are findirg them 
indispensable. Use the coupon 


Get Our Dealer Proposition Today 
THE LAMSON COMPANY 


102 Boylston St.. Boston 


> . . : 
Please send me your Dealer Proposition on Lamson Coin Cashiers. 


a alk ara a «+++... Address .. 




















The Market s 
A Review of Market Conditions 
in the Office Equipment Field 


and tarther into a state of 


farther 


A’ WE advance 
war and 


factors Yn 


war conditions become increasingly para- 


mount as our national life and industry, mar- 


ket conditions quite naturally change from time to time. 
Certain commodities and materials, once plentiful and 
widely used in the manufacturing processes of the office 


equipment industry, become diverted to other uses. Steel 


and iron, for instance, are practically in the hands of the 


government, which, to all intents and purposes, controls 


the supply for military and naval purposes. This, how 


ever, does not mean that the mills cannot sell steel or 
that manufacturers cannot obtain it, but that the steel 
men hold themselves and their output at the disposal of 
the government and that other orders must give way, 
where necessary, to national requirements The enor 
mous increase in the demand for acids and other prod 
ucts used in the manufacture of explosives has taken 
these chemicals practically out of other industries in 
many cases, and substitutes have had to be found where 


possible for industrial uses. Furthermore, so great is the 


demand for expert mechanics and even for persons not 


to be classed as experts, but who can be trained to run 


machines and turn out parts that the labor supply is a 


very real problem in some parts of the country 


\ll of these have a direct bearing upon prices, 


factors 


for while we have boundless resources to make them 
available, it takes time and labor. Machinery to take 
the place of the human element is naturally being used 
wherever possible, and the increasing use of machines 


in industry is an outstanding factor in present conditions 


This, indeed, is the element which places the oftice equip 
ment industry in a peculiarly strong position, sing with 
the entry of so many hundreds of thousands of male 


workers into the army, office machinery becomes thereby 


generally necessary to conserve the energies 


left. It is that a machine 


all the mort 


of those who are realized 


works without pay, and that it is easier to train an op- 
erator to run it than to train him for the work which 
the machine can do with greater rapidity and accuracy. 


America has always been the land of machinery It is 


daily becoming more so under the stress of world-war 
conditions In Europe these conditions are many times 
more acute than they are here, and will remain so when 
the war is over, because so many hand workers will 
have been killed or permanently disabled. The proba- 
bility is, therefore, that whether the war lasts a year or 
several years longer, the demand for office machinery 
and equipment of all kinds will be on the increase rather 
than otherwise and that this condition will continue i 

definitely after the conclusion of peace, The ad ges 
of mechanical aids, once understood, will make their em- 
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The Popular 
Appeal 


Metal furniture, no 
Te ee ee ae less than other every-day 
conveniences, may create a tremendous popular appeal. 
Dealers who best sense the trend of public favor tell 
us that the No. 801 Security Steel Filing Cabinet fills 
the customer’s general needs in a most distinctive way. 
The recent large demand for this cabinet indicates 
that dealers throughout the country are appreciating 
this popular appeal. 


STEEL EQUIPMENT CORPORATION 
AVENEL, NEW JERSEY 
Makers of Security Steel Products 


Ni ee i” rk Branch Chicago Bran h; 
25 West Forty-fifth Street 1339 First National Bank Building 
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Meilicke 
Active Phone List 


ERE’S the device that will double the effi- 

ciency of your telephone. Makes it un- 

necessary to flounder through a huge di 
rectory—to worry about scratch paper. 


Solves the Phone List Problem 


Puts every name—every number right before you 
—has a 45 Division alphabetical index. 99% of your 
calls can be listed ina Meilicke Active Phone List 
Think of the telephoning time that can be saved. 


Note These Features: 


$1.75 


Hinged cards so that ref 
erence and entries can be 
made by merely tipping 
it 


Index cards automatically 


fiy closed when reference 
is finished 

Cards are loose leaf and 
will hold, 880 names, ex 
changes and phone num 
bers 

Tabs plair in sight 

The frame is heavy cast 
iron, black rubber fin 
ished, same as phone 
This attractive device is 
durable ind highly fin 
ished it will last a life 
time 





Sent direct on receipt of $1.75 
Dealers—Get Our Proposition 


MEILICKE CALCULATOR CO. 


Mfrs. Me rl te ke 
Room 418 Thompson Bidg., 


Interest Calculators 


CHICAGO, ILL. 




















Kohlhaas Sight Systems 


Portable Sectional 
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Address File 
Cards can be read without removing from Holder but 
may be placed or removed as readily as in a box Cards 
cannot fall from Holder, open or closed When closed 
the device is practcially fire proof 


ASK YOUR DEALER 
or Send for Catalogue 


Dental Files Pass-book Holders 
Household Records Currency Holders 
Check Sorters Real Estate Files 
Note Case Files Signature Files 
Physicians Files 


Address Files 
Desk Keminders 
Follow-up Files 
Recipe Files 
Petty Ledgers 


The Holders’ ma be adapted to any business where 
cards or loose leaf systems are used 
DEALERS—Why miss your PROFITS on this 
easy selling line? Drop us a line TODAY 
The Kohlhaas Co. 
Manufacturers 


31 West Lake St. CHICAGO, ILL. 
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id laber—awt4l be 


too expé nsive 


and its output too meager for the demands of the future. 
Paper.—Prices remain high and the probabilities are 
that before we finish the work our nation is now engaged 
in they will go higher. This applies to all classes of 
papers as well as to boards, et \ circular letter from 
some ot the paper mills recently sent to stationers pre 
sents the following nine reasons why paper will be 
hi rher 
] Workers are becoming scarce: Ammunition fa 
tories are taking them away in appreciable numbers at 
higher prices 
2 Waves. now 25 to 50 pel cent overt last year, are 
increasing daily, and will go still higher 
3 \ll materials entering into the manufacturing and 
nishing of paper are still further increasing in price 
} Co l ncreast alone 1s add m¢ ery considerably to 
the cost 
>. Py domestic pulp is fixed for the next three 
months, but t quantity is limited 
6 Scandit i! pulp shipments have bsolutely 
stopped 
7 . ere ire not enough ravs the count or be nY 
imported to make up the de el 
>| rl] T will therctore be t t ot pape 
( It ill not be a question « price, but question 
Oo paper Phe vill not ‘ ( ‘ to supply the de- 
mand So. ‘ le will ha ny will not 
Office Furniture.— The increasi mands ¢ un 
trv’s business nd tl constat nlarging olun 
production in industrial lines Yr more and ore 
othee turnitur both in stet wood s t 
ice otf atl ulti 11 the supply | od tio ends ot 
the business, makes fo stitte et t is well 
known fact that ¢ supply o estic woods suitable 
for nitur nl ture, o1 lent la near 
the , 1! s hece 1 ibsorhbe } t ( 
turers 1 s ( her and tarthe 1 ( ( ( ) 
tim I ‘ ses the ex oO \s 
to the t er ees sinh ties , 
= the e mill se O 
1] . . P ‘ ns \ sele « hy] 
or tr s-Atl t ness a Ct VO 
mor ! ore 1 ce tat Line twist 
trad War i s are abr ] nd 
the rates o1 this sid eve t « nces 
would tend to n syi 
We have alre ed thi v ¢ é 
advances n ( s “ae ) I easons I 
sufficiently oby Both \ steel I 
due to a S more ( The es oO 
production nd 1 le: . r 
choice 
Loose Leaf Devices.—Thes¢ Ss part 
conditions aftecting Il ot the ate Is w ra) 
into them. Brietly, wi nd p ly ever) \ te 
rial of loose leaf manufactur t S he 
way, are the ‘ sa nishe t p 
enormously | such at tly ! ( is 
glue in the | I ories 1 1 nv t s t 
it did four \ rs Oo, the ( in 1 1 
sends ol do!l Ss Leather s S afr 1 i oO! 
onimmon vl ( Eenglisl : e of il 
obtainabl one es into the f wv the S , 
concerns forehandedly laid 1 supplies 
equipper S ( to ( s s t lly 
high now, espe lly t t made ¢ es of loos« 
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WHAT WE ARE DOING 
FOR DE LUXE DEALERS 


@ Persistent advertising, in System and 
other national magazines, is slowly but 
surely making the De Luxe Line the 
best known line of loose leaf goods on 
the market. 


@ Catalogs, booklets, envelope enclosures, 
electros for newspaper ads, slides for movie 
curtains, window and store display ma- 
terial and other advertising helps which 
we furnish free are helping De Luxe 
Dealers in following up __ prospective 


customers and turning inquiries into 


orders. 


@ The “De Luxe Line Book of Systems 
and Binders,”’ illustrated below, is an ex- 
ample of the high class advertising litera- 
ture we are supplying De Luxe Dealers. 


@ This kind of sales co-operation, backed 
by a complete line of up-to-the-minute 
loose leaf supplies, and by dependable 
quality and prompt service, cannot fail 
success. 


Are You a De Luxe Dealer? 


If Not, Why Not Send Today for Our Advertising Prospectus and 


Dealers’ Proposition? 


We Will Tell You How You 


Can Build Up a Profitable Loose Leaf Trade. 


Deuxe [ine 
Book of Loose Leaf 
Systems & Binders 








WILSON-JONES LOOSE LEAF Co. 


CHICAGO—-NEW YORK 
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Increase Your Profits 


by Selling Satellite 
Typewriter Stands. 
The demand for 











Satellite typewrit- 
er stands is grow- 
ing every day 





Dealers are selling 
more and more all 
the time, and it 
will not be long 
before they will be 
staple merchandise 
in the stock of al- 
most every dealer 



















They are in use 
by the most pro- 
gressive business con- 
cerns in the country, 
such as Standard Oil, 
Pennsylvania Railroad, 
Remington Typewriter, 
White Motor Car Co., 
etc One concern, the 
Larkin Company, uses 
over 500 of these stands 






















The Satellite is popu- 
lar because it saves 
space, increases effi 
ciency can quickly be 
elevated or lowered, 
and lasts practically a 
life time 
















Our national adver- 
tising will bring trade 
to your store, but you 
must have the stands 
in stock you must be 
able to fill orders if you 
want to get your share 
of this growing business 













Write today for our speciai dealers’ proposition. 


ADJUSTABLE TABLE COMPANY 


116 Mt. Vernon Street 


Grand Rapids, Mich., U.S. A. 

























































NUMBER ONE! 


DAVIDS’ ELECTRO-CHEMICAL 
WRITING FLUID 

is free from all sediment and 
glutinous matter. It is triply 
filtered. It flows easily 
through steel and fountain 


pens. 





The ink to sell is the ink you 
would use. Once you try 
Electro - Chemical, you will 
“boost” it. A sample is yours 


on request. 


THADDEUS DAVIDS INK CO., Inc. 


New York and CuHIcAGo 























leaf work where the cloth is tinted a bluish color. de- 


pending upon aniline dyes for the tint. 3inders’ board 
partakes of the general advance which affects all paper 
products, and the paper of loose leaf devices is in a simi- 
lar situation. All metals have advanced and are anvanc- 
ing. No one need be surprised at the tact that loose leaf 
manufacturers are putting their prices up—they are doing 
the best tl ey can to equalize the rurden and protect the 
trade. 


Ribbons and Carbon Papers.—Considering the fact that 


at the beginning of the war no aniline colors were actu- 


this country and that most of the 


ally manufactured i 
papers used a base for carbons and the cloth used for 
the ribbons were imported from European sources, it is 
quite remarkable that the manufacturers have been able 
to continue to meet the demands of their customers. To 
be sure, certain colors have not been generally supplied, 


and black is gradually coming to be the most universally 


used pigment. As a manufacturer put it not long ago 
“VW e have combed every available spot for colors even 
to the can of blue beneath the back stairs.”” But at that 
no one who has had to have the goods has been forced 


to go entirely without, and as to prices, while costs have 
gone up prodigiously at the factory, manufacturers have 
been able to keep the price of the ished products down 


1 : 
t een burdensome. 


so that necessary adyances have no 


Office Machines.—The demand for all kinds of oftice 


machinery for the conservation of time and labor is keen 


and active. Factories are busy—indeed, many are pushed 
to the utmost, and in spite of best efforts are months 
behind with their orders. There has been no advance in 
the price of the larger machines, which carry margi 
sufficient to accommodate certain advances in raw 


terial costs, but should these costs go much higher, and 


labor—the chief item—show further advances, it will not 


be surprising if higher machinery prices come But there 


is no shading of prices. Machines sell at list and the 
users are glad to get them. 
The smaller devices which are generally used in offices 


costs and 


have mounted upward in price with advancing 
increasing demand, Manufacturers of wire baskets, paper 
clips, ete., are behind with their orders, as a rule, and 
the same is true of brass and steel cuspidors and 
like. In many cases the makers have been compelled to 
withdraw their quotations and to quote on individual or- 
ders from day to day, so acute | the 


come, 


Inks, Mucilage, Etc.—Demand for these products is 
good and manufacturers have no trouble in disposing of 
their products at figures in excess of the prices pre 
ing some few years ago. Here, too, production costs 
have gone up. Nut galls are higher and factory labor 
receives better wages. Gum arabic and similar products, 
even to the starches, command more money \bo 
only material whose cost has remained stable ts wate 


Wedding Attended by Moore Salesmen. 


The wedding of Miss Maud Hagy to Howard Mage 
the Moore Push Pin Com 


New England representative of t 


pany, June 23, was attended largely by officials and sales- 
men of the company. Percy G. Underwood, sales mat 

ager, was best man, and John T. Shields, Pa Coas 
representative, another attendant upon the bridegroom 
The couple are spending their honeymoon on motor 


tour of New England 
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Upon This Foundation Stands 


THE SAFE-CABINET 


Universal Need of Protection: Fire and theft teach their lessor 

of preparedness every hour. Business and professional men now 
realize that so-called fire-proof buildings do not make contents 
ecure. But fire is mastered—burglars baffled by THE SAFE- 
CABINET. 

Incomparable Quality: THE SAFE-CABINET has gone through a 
steady improvement and development and stands as the unques 
tioned leader in the field. THE SAFE-CABINET quality has 
been proved, first, in scientific laboratory tests, then in scores 

our country’s most destructive fires. 

Dealer Co-operation: Today men in various lines are reading 
SAFE-CABINET advertisements, built for them, sent direct to 
them—an extensive and intensive dealer assistance. As a second 
sales help we offer our time payment plan. All installment ac 

counts are carried by us. These are but two of many methods of 


SAF E-CABINET sales co-operation and building 


Selling Reputation: SAFE-CABINET merchants have built up a 

sales record that is second to none. Made in a wide variety of 
zes and interior equipment, THE SAFE-CABINET meets every 

safe and cabinet requirement. There is a size for every | 
large and small. 


yuUSINESS 


Ther j a limited amount of 

territory sti Ope n to the right 

kind of De Representation 
I 


THE SAFE- CABINET COMPANY 


Originators and Sole Manufacturers of THE SAFE -CABINET 
Marietta, Ohio 
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GOP" bed . NoEHEDeTeHDA DOH T see roOEFOHONRTeHOnED 


CASH TALKS! 


Terms on all imported material that enter into 
our ribbons are cash. We have to buy for cash 
and to make extra low prices we must sell for 
cash. During the summer months we are going 
to make startling low prices for cash, on 


Typewriter Ribbons 


NOW IS THE TIME to stock up for next Fall 
and Winter! PRICES WILL NEVER BE 
LOWER! CASH WILL TALK with us 


THE QUALITY WILL BE THE SAME high 
grade goods that are the result of an honest 
effort to produce nothing but the very best. The 
best cloth, the best colors combined to make the 
BEST RIBBON, that’s our aim and that’s what 
we are doing. 


sero neanserneee 


DON’T HESITATE to stock up. We guarantee 
our ribbons not to dry out within two years 
from date of purchase. THESE RIBBONS we 
will furnish under your own brand or under our 
brand, boxed in plain boxes or unboxed. 


TRY THEM AND YOU WILL AGREE THAT 
“PHILCO BRAND RIBBONS ARE ALL WRITE” 


Write us today 
The Phillips Ribbon & Carbon Co. 


MANUFACTURERS 


88 Manhattan St., Rochester, N. Y. 


(ADCO A 
“The Binder of Highest Efficiency’ 


il I } Ma 

’ 108 Sept 28 

; Ma 416 

Canada Patent 

Jan ‘ } Mar 
14 ‘] 





12 Reasons for its adoption: 


1. Binds a few leaves or 1000 leaves 


Holds leaves securely and in best aligr 


1. Has non-projecting chain posts \&” ter a 
requires no sections to iner ise ‘ pac 
4. Expanding mechanism all within st “ abe parts 
in covers 
Chain posts are flexible same liar nt git n 
smaller part as in telescoping p 
6. Has no leather back to wear awa ! s d 
Lighter, more easily handled, smaller i S sp 
& Can be made to fit any leaf size ut ut enter to r 
ean be duplicated Uses ordinary slitt ! punchir 
%. Stacks level, saves office furniture i surfaces rounded 
10. ADCO Flexicn Expansion Binder ha ess minimum ar 
greater maximum capacity than other 
11 Any leaf lies flat and easily rotates as in round back dger 
binder 
12. Economical, practica ffi nt, a mone saver 


ACCOUNTING DEVICES COMPANY 
564-570 West Monroe Street 


Chicago, Illinois 


Hererrnees 





T . . ee 
rade Conditions in Hawaiian 
Islands. 

" 
By Ernest Sennich Ohye. 
I:ditor’s Note Tj} erite) ft ti tied art I-rnest 
S. Ohve, has been for five years with ¢ urroughs Adding 
Machine Company, of Detroit, Mich ind now with the 
Waterhouse Office Outhtting Compa) td f Honolulu, 
where he is looking after the servi nad f the adding sna- 
chine business. Mr. Ohye has incorporated into his article the 
results oT his pers nal hsev atio? ! l rPertence in tie 
islands during the past ten monti tudicd market 
conditions thoroughly and ts fully convu l that the Hawau 
an territory ts ne f the est mar f ti a ld for the 
sale of modern office cquipment 
OCATED at the very “Crossroads of the Pacific,” 
# Honolulu has been the natural port of call for prac- 
tically all trans-Pacific steamers. When the European 
war 1s ended and with the resumption of general ocean 
travel and the utilization of the Panama Cana! as a factor 
in globe-circling tours, the Hawatian islands, according 
to the estimates of transportation experts, will become a 
central rendezvous for increased shipping, which will un- 
doubtedly mean an increased volume of commerce, and 
will possibly lead to a greater development of the sugar 
industry, which represents 90 per cent of total agricultural 
output of the Territory As a mecca tor the tourists 
Honolulu has become one of the most popular resorts on 
the Pacific. The Hawaiian islands are in what ts called 
the “Sunshine Belt,” that zone of cooling seas, warm 
brisk winds from the northwest, safe passage and de 
lightful voyage that extend fro1 San Francisco to the 
Far East Consequently, the passenger traftt to the 
islands is increasing by leaps and bout 
\t the present time when the nation is facing the most 
critical period in its history, Haw is doing her part for 
Uncle Sam Since the war was declared this territory has 
raised enough men to form a regiment of well trained 
soldiers, and all young men wl a physically t for 
service are enlisting in the arn banks other 
financial institutions are not slow 1 nswering the cour 
try s call, by subscribing more than three million dollars 
in Liberty bonds his shows the preparedness of tl 
Hawaiian Territory, and at the same time the stability o 
the commerce and tinancial activity s ell as the indus 
tries of the islands 
General business conditions 1n this t t ‘ ( 
good despite th : rhe s sstry s j ¢ 
healthiest condition in its histor t the pineapple 1 
dustry is also enjoying prosperit \1 dented 
prosperity, which Hawati is enjoying t present, has put 
a strong buying power into the hand tf the pe lk 
there is more money in the islands 1 thar 
in their history While the declaration of war by the 
United States has had a slowing elfect on tmmediate busi 
ness here. this was but a natural effect While business 
has been temporarily affected, the s nevertheless a feel 
ing of contidencs t is consider providential tl 
because it has put business int thinking moo I 
when the people stop to think, t ve hetter 
avoid mistakes \part om tl se in the st oO 
living, the outlook seems to be ex nally goo¢ 
It is gener: lly considered that t mce al pliance | s 
ness is the barometer of gener siness conditions in 
the States This als n be appli t this territory nd 
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ae Big National Advertising 
Campaign Sells CICO for You 


month the WARM Coll @t | @X @ RYE: 


readers of 


Saturday 
Evening 
Post CICO-wise means 
— the elimination of every perplexing . 
Collier’s pasting problem that ever poked its head above 


Lit the edge of your desk. This new liquid paste for 
ere y home or office has banished the splashy water well, 


Digest the hardened |umps—all the muss and fuss. It is one of 


eri Carter Inx 


So of Quality Products 








Reviews Four cents will bring you our introductory size bottle 
_— of CICO Paste. Send for your bottle today. 
Modern Sticks Best When Spread Thin 
Methods Adjustable brush holder keeps jar tightly closed—no 
i cap to turn every time you use CICO. Stationers sell 
System FICO in convenient 45c sad thc alleen 
and shown). Also in spreader tubes and bottles. Send 
Leslie’s a couple of stamps and your name and address. Get 
Magazines CICO-wise now. 
oni abil THE CARTER’S INK COMPANY 
these Carter reel Sentral 
Inx Quality Also Manufacturers of Carter's 
Products ads, Typewriter Ribbons and Carbons 
and are being * Pronounced “‘Sy-ko"™’ 
convinced of My 
the need of 7. . P 
CICOin their “s ‘Cice. " 
offices and 7 ( es : tt 
homes. ~ Te cee o 
Write for full details ee 
THE CARTER’S INK COMPANY 
Boston Chicago New York Montreal 


Also Manufacturers of Carter’s Typewriter Ribbons and Carbons 
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LAPARAAAA A ew ~~ ~~ eee 


This Desk Is Its Own Best 


Advertisement and Salesman 

















The 
Englemond 


‘‘The Desk Built Like a Ship’’ 


Dealers find in The Englewood a com- 
bination of unusual quality with price- 
availability. It sells to more different kinds 
of buyers—and brings the repeat oftener- 
than the desks it displaces. Strength: bal- 
ance: symmetry—here is its threefold stan- 
dard and secret of profit—the “Desk Built 

Like a Ship.” 
Write for our catalogue: It fits your 
demands. 


Englewood Desk Co. 


5816-20 Lowe Avenue Chicago, IIl. 
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Saves on “Overhead” in 
197 Lines of Business 


Yes, saves hundreds to thousands of dollars an- 
nually in labor and time, making duplicate copies 
of—invoices, shipping instructions, collection forms, 
house instructions, bulletins to salesmen, price 
changes, work tickets, shop orders, blue prints, 
purchase specifications, financial and operating 
statements. 


No type to set—no stencils to cut. Copies di- 
rect from original matter written with pencil, pen 
or typewriter. A boy or girl can do the work. 


Duplicator Manufacturing Co. 
95 Commercial Duplicator Bldg. CHICAGO 














can be proved by what one dealer said about trade condi- 


tions here. This dealer said that Hawaii is one of the 
best markets so far as the office appliances business is 
concerned, and that demands for the modern office spe- 


cialty are gratifyingly great. 

There has been a substantial growth in the sales of 
various types of office appliances in this territory during 
the last few years, but never before was there such an 
enormous demand for them as in this year. This is not 
only due to the general prosperity, but also to the fact 
that the steady development of industry and commerce 


has forced the people to realize the indispensability of 


modern labor and time-saving appliances. When the first 
Territorial government was established in the islands 
there were many ‘kamaainas,’ which is Hawaiian for old 
timers, who still regarded their ancient systems as the 
only proper means of business management, But the 
tide of progress is irresistible. The people came to realize 


that modern office equipment, with its practical applica- 


tion of the means to increase the per capita output 
office labor, is a factor in increasing individual efficiency. 


Business houses are alive as never before to the necessity 


of applying up-to-date labor-saving de es, methods and 
systems. Today numbers of various kinds of office d 

vices are as plentiful as in America, and all leading manu 
facturers are well re presented in the islands. Che Water 

house Co., Ltd., Hawaiian News Company, Office Supply 
a Wall, Nichols & &:0.. Ltd., and Patten & Co., Ltd.. 
are leading dealers the Territory The Waterhouse 


Company and Office Supply Company are the only two 
that deal exclusively in ofhce specialties, while the rest 


maintain office supply departments 


Typewriters. 


n 


The history of the typewriter in this territory is almost 
as old as in America, and the growth of the business has 
been gradual and substantial. Typewriters generally used 


the “Hawatian keyboard,” which 


here have what is called 
is slightly different in arrangement from that of standard 
American machines. Until this kind of machine was 
introduced the regular American models were imported 
The Underwood typewriter was formerly handled by 


Wall, Nichols & Co., but the Waterhouse Company has 


now taken over the ageney. The Royal typewriter is 
represented by the Hawaiian News Company Recently 
the Royal agent made a conspicuous and effective window 
display. Next door there was an original display of Un- 


by the Water 


derwood machines, which are distributed by 
house Company. Quite a number of Monarchs, L. ¢ 
Smiths, Coronas and other makes are to be found in the 
market. 

The enormous increase within the past few years in 
the number of people using typewriters has been followed 
i of critical 


by a corresponding increase in the number 
buyers who study and analyze before they purchase a 
machine. They have become typewriter-wise. So, nat 
urally, selling arguments of-dealers must be brought up 
to date, as the number of intelligent prospects increases 


As one dealer said, the day of fair competition has come, 
is also raised, and 


and the standard of marketing methods 1 


studies the market condition thoroughly and 
h 


one who 


relies upon a constructive selling and advertising scheme 
can win ultimate success 

Nearly all dealers maintain repair departments to look 
after the service end of their businesses. Some dealers 


have been for the last few years doing a concentrated 


selling campaign upon rebuilt machines with more or less 
while some are importing factory 
the demand. At present the market has 


success, rebuilt ma- 


chine to meet 
one can be an exclusive rebuilt 


not reached a stage wher« 
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After Five O'Clock 


~IFTEEN hours out of every 24 your cus- 
tomer’s books and records (the very heart 

of a business) lie unguarded. Show your cus- 
tomers the dangers to which they are exposed 
from thieves, prowlers, and, most perilous of 
all, those scorching hot little fires which start 
and often wreck an 











without apparent cause 
office from end to end. Follow up their ad- 


mission of danger by showing them 


234533 




















FILING SAFES 














he value of the ‘self built” safe asa selling 


Then sell not only the safe but the complete 
Carry Van Dorn Filing 


which argument is obvious. 


interior—the unit and wide sections 
Safes and you will be supplied with forceful 


every Van Dorn dealer carries to make up 
sectional cabinets for open-office filing. The literature to aid your sales. There’s a new 
folder on the press now. 


‘‘After Five O’Clock’”’ will accent these points 


in a unique and emphatic manner. 


15 unit and 24 wide sections enable a customer 
in any business or profession to “build” a safe 


that exactly fits his particular needs. 























For prices and full particulars of the Van Dorn selling plan, write 


The Van Dorn Iron Works Company 


Cleveland Ohio U.S.A. 
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Alic Ficinc E QquIPMENT 
FOR DAYLIGHT SAVING 


What you can do with Automatic Files will leave you 
daily one hour more for recreation or to devote to 
other matters, because they are gotten up for rap- 
idly and conveniently handling all kinds of filing 
matter. 

AUTOMATICALLY EXPANDING FILE DRAWERS 
now made of steel, enclosed in handsome Wooden 
Cases the same as for the past 14 years, in Flat Top 
Desks and new styles of cabinets, operate 
perfectlyin any climate. 

Don’t make the mistake and buy 
before you get the Automatic 1917 
catalog. We 
sell to consum- 
ers direct or 
through Office 
Supply Dealers. 


The Automatic 
File & Index Co. 


143-159 Pearl St. 
GREEN BAY, WIS, 










machine dealer 


repairing facilitic 


be conducted su 


\ few vears ag 
were practically 
buildings, govern 


using modern st 


equipment has tl 


othces in the I< 


ture. Interior tri 
cabinets in the b 
the products of 
New York state 
Specie Bank was 
furnish with ste¢ 
institution where 
extensively used. 
are gradually dis 


country districts, 


othce equipment 
Honolulu closed é 


which calls tor me 


and fixtures. Thi 
ever taken here 
alone proves how 


Experimenting St 
\ssociation is bei 


niture products 








who are veterans 





NAPPANEE 








aot TARLES . 


Oak or Mahogany 





K 
Durability plus Distinction of Design is the 
secret of Nappanee Superority. There is a 
notable richness of finish Spar moisture 


proof varnish is used. 


The advantages and profits this line holds 
out to you merit your careful investigation. 
Write today for complete catalog. 


See the Nappanee Exhibit thru July without 
fail, at 1433 So. Wabash Ave., Chicago. 


MUTSCHLER BROTHERS CO. 
Nappanee, Indiana 
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roposition How- 
lat witl adequate 


a business can 


el turniture and xt < 
mnsidered among dealers that steel oftice 
e brightest future in this territory Che 
rritorial government ludicial build 
equipped with up-t ite metal furni- 
ms, book stacks, desl tables and filing 
eautiful Public Library of Honolulu are 
a well-known metal rniture house of 
The branch office the Yokohama 
one of the first banks in this city to 


l. and the Bank of Hawaii is another 


metal furniture and tiling devices are 
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Adding Machines. 


Regarding the demand for adding 
the market is more or less limited | 
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TENSION 


Mail Containers 


are used in every line of business and 
they cover the mailing needs of any 
and all of your customers. 






HH 


iH} 


The Tension line includes open-end 
tension envelopes, double metal-clasp 
envelopes, single metal-clasp envel- 
opes, metal-flap clasp envelopes, doc- 
ument envelopes, photo-mailing en- 
velopes, filing envelopes, folders, 
mailing boxes, etc., etc. 





You will be especially interested, perhaps, in 
the Open-End Tension Envelope you ve seen 
everywhere and the Metal-Clasp Envelopes, 
one type of which is illustrated. 

Our book, ‘‘Envelope Specialties,’ is in itself an ed- 
ucation in mailing containers. Send for the book. 
It’s yours for the asking. 


THE TENSION ENVELOPE CO., Inc. 
33 to 87 34th Street 


Bush Terminal! Brooklyn, New York 
Telephone SUNSET 6000 
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STEEL TRANSFER CASES 


ARE EASIER TO SELL 
They Interlock Horizontally and Vertically at 


8 Different Points 





Locks on to adjacent case 


Hook at this point on cross 
rail locks case to case under- 
neath 





The same interlocking takes place on other side of case. 
The locking hooks are formed right in the construction members—they are not 
loose parts. 

This interlocking feature makes a complete rigid unit of any number of cases 
stacked together in any manner. 

You can readily realize how much of the transfer business in your territory these 


cases will get you. 
Write, right now, for agency possibilities on our entire line. 


THE O. M. EDWARDS COMPANY, Inc. 
Syracuse, New York, U. S. A. 








The Points 
in “General Rebuilt” 


Underwood Typewriters 


Premium Lustrous Actual Immediate Year 
‘‘Quality”’ “*Finish’’ **Rebuilt’’ ‘‘Shipment’”’ ‘‘Guaranty”’ 


——— — ee | 
\ 
Our only competitor is 


This—Mr. Dealer—is what users want 
fae P Ricp  They_Are Worth More 
The price ‘“‘point’’ may look big in the beginning—to you, 
but it “peters out’? when it makes a dissatisfied usin gecustomer 


All Makes We do “beat the Price’’—Quality Considered 
Wholesale Only 


























General Typewriter Exchange, Inc. 


70 Washington Street, BROOKLYN, NEW YORK 
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BUSINESS SHOW: 








Gray's Armory $3 Cleveland, Ohio 
Sept. 10-15, 1917, inclusive 


@ In this period of unprecedented immediate demand for the 
very latest time and labor-saving devices, the BUSINESS 
SHOW presents the best possible short-cut to real business 
results— bringing manufacturers, dealers and users together in the 
way to most quickly and efficiently supply actual business needs. 


 Cleveland—the city of varied industries—is busier than ever 
before and there is a great demand for the products of manu- 
facturers of time and labor-saving devices and systems. So 


this BUSINESS SHOW is timely and will prove a good 
thing for both maker and user. 


THE FOURTEENTH ANNUAL 
NEW YORK BUSINESS SHOW 


will be held October 15th to 20th, 1917, inclusive. There is now 
only a small amount of exhibit space available in these Shows 
most of it having been secured by prominent manufacturers—and 
those desiring to participate are urged to send at once for floor 
plans and further details. 
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ANNUAL BUSINESS SHOW COMPANY 


Frank E. Tupper, President 
150 Nassau St. New York 
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The Sign of Office Efficiency | :::. 


Tia | 
[DISORGANIZED desks waste 25% of the pay- "et 
roll. With thousands of offices break- . 

- atetaete ds + Ee the Cole epeat users terre 

ing in the successors he lefer lers f Burroughs 

this loss will be even greater lhe Work-Organizer Wanamaker, keep 

plan simplifies desk organization. P iper tthe Ford, Goodrich 

way, instantly accessible. @ ‘ ble abel Co., Bethlehem prog 
Steel, Larkin 


at 


Co., Multt- of Bi 


graph, Welch 
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> Company, and public utility corporations like th 
auan Electr Company, Mutual Telephone Com 


, and others are using quite a 1 er ot large addi 


nes In some othees wher pid lculatior s 
rative, smalle bl il icl ~ re re 
d to larger listing machines mechanical bool 
ing 1s really a new thing in this territory Like 
ressive banks in the Mainlar the banking hous 


shop & Co. of Honolulu adopted this system. ha 


° 1.1 1 1 ' 1 1 
Work-Organizers {toe Juice N installed six bookkeeping machin Vhen the bank first 
University . ' 
W-O for top of considered the installation of the new machi ookkeey 
lesk, lies flat Ser 61 . ot , ' 
Gaates: £6 on: -. ing method there was opposition among thi vokkeepers 
esk | ! 
G1 25 to $8.50 —_..) and the ultimate success of the system was di ted Th 
Ee niove apparently was a radical departure from accepted 
customs in bank bookkeeping. B ( r stall 
Shad been made and the clerical force: ad become accus 
tomed to the method oppositior 1 ly hanged 
triendly interest The successful eration of the new 
machine bookkeeping method of th Bishop & Co . 
re sponsibl tor the ad ption of the ame systen by tl 
Bank of Hawaii This bank, afte reful investigat 
has toliowed the cXal ple ot the l Ol @ Co... and 
ij 
|} W-O Desk . & eral } hines r _ r 
Y Drawer Tras stalled e\ al machine | ( Cc | 
7 1 achine bookkeeping has raised the tandard of account- 
‘ $15 o" . ' one , ae 
j tee yx 18 ing methods. ane hat these experie! Ss ott two bh: 
will Pave a way tor more sales ot ) keeping machines 
Send me litera 
W-O Desk ture to give my in this territory Incidentally the ntroduction of this 
Drawer File friends That is - - 
> ] . ; 1_] , 
Lise Gat agen Four widths for Desk Drawers 7 geruton of the system has opened up a larger eld for loose-k ~ 
» able Oo”, 104", 12° or 135° wide All asse re j hound 1] } 
ones, Gurane letter size. Either width, $1 00 San 208, res While the older bouns books wi 4 vs be used by busi 
Wwe really self the W-O for the deales itlining our simp! ness houses to some extent, the | s Ca Svste wil 
plan with each order. If you are not s ng W-O's fast a potential factor twentieth el I business, and its 
enough, write us If the trade doesn't move them, we wi ‘ ' 
rapia devel ment as tair to n ever 1 cas 
e . 7 , ' 
Work-Organizer Specialties Co. | opportunity for the dealer who is awake to its possibilitic. 
» : Other othce appli: nces of varie Ss tvpes are p t 
53 Lafayctte East Detroit,!Michigan , ; 
itely just as plent lasinthe M d tl t 
of Hawati affords to the Ameri turers ‘ 
~y derful field , ; products 











Steel prot 
Storage | 


Facilities || ° 


of the most efficient grade are afforded by his st 


Terrell’s shelves and cupboards. The con- to o] 
struction of the cupboards is such as to permit 
the adjustment of shelves within an inch of 


Conklin Pen Company to Continue. 


e Conklin Pen Manufacturing Company of Toled 


©., whicl luntary assig of | 8 1917 
1s te continue ] sIiness< ey n n 9 ener et ly 
heretofore S vas the onset » of onion 
necting of t , s held on ] 26 at 
ot the com] J \ solution t t effect was passed 
unanimously and ; ommittee ¢ reditors was se 
lected to Sssist Ssignes esel il 
rie if ‘ the or ; t\ 
It is stated that the na la es ) ’ 
We { due T ins ‘ ‘a 1 ‘ 1 
ime ot business 
Phe , ; 
pt] 


1 


tacy Leaves Accounting Devices Company. 


rry \ “T - " LOOSE léatl < \ sales 
Accounting Devices Compa Chicago, has s 
oO ee dione - : : 

eT > akc! \ 


any desired space. The shelves may in turn New Company in Wilmington, Del. 
be divided into compartments by adjustable,  Rinwned s Suet Entice joer iia 
vertical partitions. This system of space di- led is Wiknincton. Dd. < teh 
vision permits so wide a variety of space sizes _— % . _ i “ 
that even the: most peculiar requirement can stock of $150,000, to use and 1 f a patented device it 
be filled. the buil v ¢ ¢, bot! ! I 
Terrell also makes wardrobes open shelving and | tant 1? « rr <t S S 
lockers Write for full particulars. | ge E 
all nds 
TERRELL’S EQUIPMENT Co. 
Hilton Street Grand Rapids, Mich. Mediocrity never makes mistakes t is in too much « 
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Extremely 
Popular 
With 
Office 

Furni- 
ture 
Dealers 


Made as fine as 
the best kiln-dried 
hardwoods and 
skilled workman- 
ship can make 
them. 


DT 





Write for 
Catalog 


THE J. DORNETTE & BRO. CO., Cincinnati, Ohio 





New Dornette Typewriter Desk. 





ET ba 







Mr. Dealer— Do you sell 
discriminating buyers of Office Furniture? 


If you do, our complete Office 
Chair catalog will interest 
vou. Mailed on request. 


Our list of users includes the most prominent 
Banks, Public Buildings, Corpora 
tions and_ individuals, known 
throughout the world. Weare es 
tablishing new agencies and sell 
our products only through reputa 


















ble dealers. 






Write for information. 






We also manufacture an extensive line 
of Dining, Cafe and Bed Room Chairs, 
which we catalog separately. 






The Marble & Shattuck Chair Co. 


34 Foster Ave., Cleveland, Ohio 


“Designed for Comfort and Built to Last”’ 
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$ IDEAL METAL COSTUMERS 
, 

; embody all the best features of 
> modern ofhice furniture. They are 
$ convenient, sanitary, durable, 
; and ornamental. 

2 Anyone to whom you show 
> them will readily see the sanitary 
$ advantages of hanging clothing 
¢ where there may be a constant 
2 circulation of fresh air through 
5 the clothes. More than that, 
: Ideal Costumers themselves are 
¢ easily kept clean. Here are but 
> two of the advantages which 
Ideal Costumers have over the 


old-fashioned clothes-press. 

In addition, Ideal Costumers 
=—— are decidedly ornamental, as you 
can see even from an illustra- 
tion, such as, for instance, the 
accompanying one. 

And that Ideal Metal Cos- 
tumers are durable is evident 
without comment, for they 
are metal. 


Write for the Ideal catalogue, one 
of the most attractive in the field 


The Ideal Metallic 


Furniture Co. 
DETROIT, MICH. 
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“In the Good Old 


Summer Time” 


you need a chair pad that 
doesn’t stick when the sun 
starts the sap in the wood. The 
answer is a felt pad, for felt 
is self-protected against per- 
spiration and neither affects 
nor is affected by the finest 
varnished chair, Here it is— 


U-Need-Me 


FELT CHAIR PAD 


Prevents Shiny Clothes 
and,Stays Put 














Free to move with 
the body, although se- 
curely fastened in 
three places to under 
side of chair seat. One-quarter 
inch all wool felt. Brown, 
green and maroon, guaran- 
teed fast colors. 

Here is one of the 
biggest sellers in the 
stationery trade The 
dealer is sure of a large 
profit- margin and a 
good turnover Put it to the test 
by return mail 


Catalogue, Prices and Discounts for YOU. Write Today. 


GEO. E. FOX & COMPANY 


52 West Kinzie Street 


PMU tet 


CHICAGO, ILL. 








Salesmanship 


mere 


Selections from an Address Delivered at 
the Recent World’s Salesmanship Congress 
in Detroit, by R. D. Jackson, General Sales 
Manager of The Safe-Cabinet Company. 


| lr is a real pleasure to be with you, because we are 


here for the purpose of study, in order that we may 


increase our ability and earning power We succeed in 
proportion to how much and how well we study. Suc- 
cessfully to study, we must read. Lawyers, physicians 
and professional men of all types have libraries and they 


use them to increase their knowledge of their professions 
Study. 

Salesmanship is a_ profession. We should have a 

library dealing with the subject of selling. We should 

read the house organs, catalogs and various trade papers 


covering the lines which we are constantly selling and 


with which we are constantly coming in contact 

Go into the average salesman’s home and you will sel- 
dom find a_book or a magazine on salesmanship. When 
you do, it is covered with dust and has been on the shelf 
since the first day it was bought If there could be a 


way devised to make us go home tonight and every other 


night and devote one hour to the subject of reading as 
related to our business, we would be better men tomor- 
row and every other day thereafte: The question is, 
have we the nerve consistently and persistently to do 
this? We should and must impress upon ourselves and 
those associated with us the necessity of spending at 
least one hour a day reading the kind of literature that 
will tend to make us bigger and better men for the posi- 


tions we hold 

The second way in which we may increase our knowl- 

edge is by 
“Discussion.” 

We should spend our spare time during business hours 
discussing with others the problems which confront us 
every time we go into the presence of buyers. It has 
been proved that the easiest way to interest the prospect 
is to make the one best approach. We are constantly 
meeting salesmen who have ideas which, if we were to 
adopt and use them, would increase our bank accounts. 
Are we drawing upon them for these tdeas? We must 
not feel that we have a monopoly upon the world’s best 
selling thoughts. The salesman at the next desk, even 
though his records may be below ours, has a thought 
that will help us. We will get these thoughts in propor- 
tion to how much we discuss the subject with him 

On the road to increased knowledge we should culti- 


vate our power of 
“Observation.” 
The Lord gave us our eyes to help us in business as 


well as to find our way around. We must use our pow- 


ers of observation to see the things which we can convert 
os 


into sales arguments to help make sell 
bserving the things 


ing easier. In ad- 


dition to reading, discussing and 
which pertain to our work, we should use our brains and— 


“Think.” 
Be an eagk Get away from tl rowd Give your 


¢ 
brain a chance to think Let us not be black birds con- 


staying with the flock and squawking from early 


stantly 
night, thereby never giving our 


morning until late at 


brain a chance to think If a thing is worth doing, it is 


worth doing right. We cannot do it right unless we 


think out the preblem we have to solve How can we 


expect to give our approach 


any serious consideration 
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Get Ready Now For Fall Business 


N the summer, when business in many lines slows up a bit, business men have 
time to consider the new equipment they will need for the busy fall season. 


So, right now is the time for the dealer to stock up with equipment to meet this fall 


Berger “1300” Steel Units 


will enable you to meet the requirements of 
the business men in your section for filing 
cases that combine ample protection to rec 
ords and ease and speed of operation. 


demand. 


“The Drawer slides 
at a Finger Touch" 








VALLE 


The advantages of these units give you many 
talking points to convince your customers of the 
years of filing efficiency these units will give 
Our Co-operative Department renders valuabl 
sales assistance May we outline our dealer 
proposition? 

Write for Full yr eae 

and Monograph H. 


The Berger Manufacturing eae Canton, Ohio 


Chik St. Lou Minneapo San Francisco Los Angeles 








TAT 


Branches Boston New York Philadelphia 
Export Dept Berger B in New York Cit U. S. A = 
Md 


2008s conenennanmaaanr 


The New Martinsville Glass Mfg. Company 


NEW MARTINSVILLE, W. VA., U.S. A. 
Manufacturers of Specialties in Glass 











Prompt 
Service 


Highest 
Quality 








2 Safety 











We make a specialty of The services of our Expert 
developing new articles. Designers and Engineers 


All ideas protected. are at your call. 














O10 AA. Oe cadeaennnees conmennennagane, 
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The Sign of 
Satisfaction 








It means the dealer’s satisfac 
tion because it satisfies the cus 
tomer. Ours is built on both. 
Paperoid products are made to 
produce for all three. ‘There are 
years of solid prestige and 
broadening service behind them. 
In dealer-service no less than 
actual quality it is 


“THE LINE THAT WEARS LIKE LEATHER” 


Mailing envelopes, flat and expand 
ing wallets, file folders and pockets, 
filing containers and the Universal 
File—these are only a few of the 
concrete developments of the BUSH- 
NELL IDEA that are made to make 
your business grow Put us to the 
test and 


Seize This Opportunity to 
Prosper Through Paperoid 


Alvah Bushnell Company 
Makers of Durable Filing Containers 
925 Filbert Street 


Philadelphia, . Pa. 














tenet 


vviannadannitht 


Hereniiit AL 


Ghe /MIELINK Filing Safe 
Masters Model 





**100°,, a Safe With a Cabinet Interior’’ 


That is what thoughtful business men demand—the 

protection of a real Safe with the adaptability of a 

Filing Cabinet 

The appearance of the Meilink is its own convincing argument 
a stronger appeal by far than superlative word pictures. 

The Meilink is the choice of all who make comparisons. The 


t 


protection of a Safe is visible in its constructior 


Investigate for Yourself 


The Meilink Mfg. Co., Toledo, Ohio 
New York Office: 368 Broadway 
Address ali mail to factory 
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when we have given but little thought to it? Think out 
the one best thing to say to yqur pr nd your work 
has been made easier and more profitabl 

“Are we hon st men?’ We are dishonest with our- 


selves, our jobs and our families if we are not spending 
the proper time studying our business problems 
Study Equals Knowledge. 

Knowledge brings enthusiasm 

Iknthusiasm makes us work 

But few salesmen fail because of la of desire to work, 
An unknown quantity holds us bacl nd keeps us from 
doing a real dav’s work every day that quantity which 
is unknown to most of us is “lack of enthusiasm.” If 
we are enthusiastic we will work, but if we are not, we 
will loaf In this day of high salaries loafers’ pay has 
not been increased to any great « 
work may now satisfy our conscien 
the idea of what productive work means we will become 
very much dissatisfied with ourselves 


“Productive Work.” 


Chis means the number of hours we spend in the pres- 
ence of prospects each day discussing the need for our 
product Have \ tl nerve to ¢ I Illy honest wit! 
ourselves for six rk days If so, le us take o 
note books and pencils and write down the numb O 
minutes we end talkin the need for our product it 
the presence of thi rst buyer we ll upon Don't 
count the time spent en route to see this prospect Don't 
count the time you spend in the office before vou start 
your prospective work. Only count the time you spend it 
the presence the men you call discussing the 
need tor the product you have to sell When ye leave 
this prospect, make an entry in ‘te book of the 
number of minutes vour dis ussion | ¢ | Do not count 
the time you spend en route to y r next ospect or tl 
time you spend Walti to get i nis oftice Only 
count actual productive time which is the time spent in 
the presence of the buyer 

\t night be lonest with yourseli \dd this time up 
accurately and you will find that your actual productive 
work has been less than two and one-half hours The 
remainder of this time was non-productive and overhead 
non-productive expense 

Business men are onstantly str ng to reduce their 
non-productive overhead expens« If their non-product 


ive expense were one-fourth what our non-productive 


expense 1s a padlock would be pla 1 on their door bv 


I 


the sheriff in a very short time. 


Selling goods is a isiness, but too many salesmen are 
being thrown into the hands of receivers because of their 
failure to spend the proper number of hours in the pres 
ence of prospects ea h day. 

What would we think of a business man who failed to 


open his place of business until 10 o'clock in the morn- 


ing? What would you think of this same business man, 


when he did open fis place of business, if he spent one 
and one-half hours to two hours doing petty detail work, 
allowing customers to stand around hi place of business 


waiting to be attended to What w you think of this 


business man tf he closed his store from 12 until 2 and 


said to his customers, “We cannot sell you anything 


during these hours’” What would you think of this 
business man tt he closed his doors at 4:30 We cannot 
get business Sitting at desk or or street car, or ina 
pool room or picture show. 

When a real salesm spends his off doing 
detail work hk: is doing the wor ) a $15 clerk and 
should place that value upon his services. Our money 
is made when we are in the preset buyers and we 
should see to it that we Sp nd every possible moment oft 
our time in their presence The | ness world pays in 
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 Stationers!—Your Manufacturer-Customers | 
need Badger Loose-leaf Covers specially made 


Es ot 
OP tt Pe. 
a. & 





Some of you are getting 
their orders! Some are not. 
You who are not, are losing 
good money every day you 
neglect this big business op- 
portunity, for which we are 
Salesman’s Catalog Books specially equipped. Orders 
for Single Badger Covers, 
or for thousands, will receive 
equally prompt Service. 











Quick Action 
Loose-leaf Catalog 
Binder 





MHL i 


The Heinn Company Milwaukee, Wis. 


1h 


It gathers 
no dust 
on your 


shelves— Telephone 
Bracket 


Guaranteed for 5 Years 
Big demand from generous ad- 
vertising—we furnish every- 
thing to attract customers and 
close sales. 
One dealer sold 45 ‘‘Sperry’s’’ to 
every one of the next best make. 
Another dealer sold “‘Sperry’s’’ 
at the rate of 14 to 1. 

That shows you what your 
customers will think of it 
when they see it—give 
them a chance. 


























Retails at 
$3.50 
Not $5.00 
You Make 

45% 






















Complete with fixtures for attaching to top. : : ¢ 
of desk, or to wall or partition. Handsom+ly finished Modern 

in oxidized copper, or heavy nickel] plate, or durable 
black enamel like the telephone. Appliance 
Wire your orders for immediate ship- Company 













ment. Take six—return them if 
you don’t sell them and get 


Department F-102 
your money back. 


A » Sek 
We * f 


CHICAGO 





19 South La Salle St. 
Chicago, Ill., U. $. A. 








re oe 


Fie 


pipe eee 











= 





a. ' 
Note the Rod 
above. 
Our Rotary 


Truck for.vertical 
flags and Rod 
Fixture for hor- 
izontal flags abso- 
lutely prevent 
tangling or twist- 
ing about the 


pole. 
Send for circular 
and price State 


size of flag 


For your own protection 


see thal every fixture is 
marked patented 


Suit now entered 


against one in- 
fringement. 


Foreign 
Rights 
For Sale 


/ * SS 


Needs this to 
Prevent Tangling 





Rotating 
Truck 

















This rotary 
fixture per- 
mits flag to 
swing around 
pole at the 
slightest 
change in di- 
rection of 
wind 
Automatic 
spring cleat 
eases tension 
of halyards 
and permits 
fixture to ro- 
tate with flag 
in direction of 
wind Spring 
draws flag to 
its original 
position, 




















F. E. HOWES 


311 Atlantic Ave., 


BOSTON, MASS. 


U. S. A. 











All the Essentials 





of attractive, serviceable office desks 
are embraced in the Myrtle Desk 
Line. The best preliminary proof we 
can give is our new catalogue. We'll 
be glad to send you a copy. 
files really should contain one. 


Write for it today. 


MYRTLE DESK CO. 


HIGH POINT, N. C. 
FUGTUUUNENEREAUGUUUUAUOUEREOOOSEUEUUOUOUAEOOCEEOOOOOOCUUUUUEEEEEEOEOOOUEE 
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proportion to what we give, and when we give one and 
one-half hours each day to productive work and figure 
our salary upon an hourly basis, we will find that there 
are but few in this walk of life who are drawing as much. 
If we want to get more, we must give more, and if we 
give more, we must eliminate the wasted hours spent in 
jumping from one end of our territory to the other. 

Concentrate your best efforts in one vicinity creating 
prospects in that vicinity and thereby conserving your 
time and increasing the number of hours each day of 
productive work. That being done, your sales will be 
increased accordingly. 

When we go to our homes at night let us each night 
for one week take a note book and ascertain the actual 
productive hours which we have put in that day. Con- 
sider that you are an employer of salesmen and ask your- 


self, “Would you hire yourself at your present salary 


“How to Work.” 

Those of us who overlook the importance of making a 
door to door canvass are making a great mistake. Un- 
less this canvass is made, we will never get in touch 
with the people whom we should be selling. We are not 
smart enough to loaf around on the outside of a build- 
ing and tell just what the man on the inside is thinking 
about. Neither can we judge whether or not he will buy 
what we have to sell from a statement he made a year 
ago. Progressive business men watch very closely the 
steps taken by others. Your prospect may have changed 
his mind, therefore call again. 

Some salesmen are willing to go from door to door 
and make out a record of the prospects they call upon. 
Most of these records will read “not interested.” Cer- 
tainly the buyer is not interested. It is our job to in- 
terest him, because if he nad been interested he would 
have called at our office long ago. 

It is necessary to call frequently in order to convince 
a prospect of the need for a high priced, high grade 
specialty. We cannot and should not expect to sell a 


$200 article on our first interview unless the prospect has 


previously shown some interest in it. The salesman who 
makes a door to door Canvass never! expt riences hard 
times. He is kept so busy that he never gets glum and 


always has a list of good live prospects 


Successfully to sell a specialty you must have a list of 


at least fifteen live prospects You should at least create 
one good prospect each day If you do this, your only 
anxiety will be to find the necessary time to get to your 


prospects and explain to them just what you and your 


goods will do to help them in their business 


Too many of us assume the attitude that our past ex- 
perience and sales record makes it unnecessary for us to 
make a door to loor Cal ass. T his tvpe ot salesman de- 


pends upon clientele for his business 


New concerns ar onstantly starting who are ag- 


gressive and are encroaching upon the bounds of our 
territory and getting business that belongs to us. We 
will never get this business as long as we assume the 
attitude that we ve issed the canvassing days. 

he interesting and scientitic part of selling a specialty 
is to interest people in your goods instead of waiting at 
your office for a buyer t ome to y r depending upon 
leads 

\gain brine to your mind that \ must be honest— 
especially honest to yourself [his means much to you, 
to all of us Think for a moment—when did you last 
take a city block and canvass it from door to door? 


Study Equals Knowledge—Knowledge Brings Enthusiasm 


Many so-called salesmen who should be real salesmen 


are constantly losing their positions and dropping into 
oblivion because of lack of enthusiasm. Ask the em- 


d to make a change and “lack of 


ployer why he was force 
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Tt 99 THE GREATEST OF 
U N I = F O L D F O R M ALL TIME SAVERS 


; We have designed and manufactured, at great cost, 
a special machinery for printing and folding the above 

. “See forms. In this machinery we have many features 
which will enable us to lower the cost of manufacture, 
at the same time produce superior forms. 


\ll papers used by us are manufactured with special 
reference to manifolding qualities. They are made for 
billing machine use and have the proper strength to 
withstand constant handling. The finish is just right 
for the typewriter. 


“Unitfold” forms may be perforated, punched, num- 
bered, etc., etc. 


PRICES :—Owing to the unsettled condition of the 





paper and labor market, it is impossible to issue a 
price list at this time. Upon receipt of specifications 









we will quote promptly 


SERVICE AND QUALITY 
The superiority of our equipment assures our cus- 
tomers that all orders placed with us will be executed 
to their entire satisfaction. 





PERFECT 
REGISTRATION 


THE SCOTT-COPPAGE COMPANY, INC., ‘“UNITFOLD’’ PRINTERS 
SPECIALISTS IN LOOSE LEAF SYSTEMS AND SUPPLIES 


297-301 LAFAYETTE ST., NEW YORK 




















PLATENS- PARTS-TOOLS-SUPPLIES 


“Best By Test” 
OUR SERVICE-PLAN TO DEALERS 


IS SUPPLYING A LONG NEEDED REQUISITE. 


PRICES are MORE THAN CONSISTENT WITH THE 
QUALITY OF GOODS AND THE SPECIALIZED 
SERVICE RENDERED. 


A PARTS CATALOG oF unNEQuALED 


COMPOSITION. WRITE US ABOUT IT TODAY. 
TO THE TRADE ONLY 


THE AMES & FILSTEAD COMPANY 


CHICAGO: oot 8. Dearborn Street SAN FRANCISCO: 507 Mission Bt 
NEW YORE: 82 Duane Street DENVER: + > pee ———_ 
BOSTON AGENCY: 141 Franklin 8 y 
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FOR DESKS — TABLES 
ETC. 
Made of Heavy Plate Glass 


GLASS DESK PADS 


A Specialty of Merit 
SUPERIOR FINISH 


Write for Particulars 


Special Proposition to Dealers 


THE CHICAGO MIRROR & ART GLASS CO. 


217A N. Clinton Street, 


Chicago, Ill. 
Established 1890 























Style—5j and 8 oz. Desk Pots 


DIAMOND INK CO. 


Milwaukee 






DIAMOND 


; 
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Wis.. U.S. A. 


Diamond Writing Fluid 
STICKINE 


The Original Liquid Paste 
with the Patent Wipe Off 
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ESTABLISHED 1824 


ramous Get DESKS 








CUTLER DESK CO. 


We sell to dealers only BUFFALO, N. Y., U..A. 


Ub 


itt 


Climax Nambering Machine Climax Line ora 


Patented. Other patents pending. 


A SERIES of CLIMAXES 
The Greatest TIME SAVERS on the Market 





-atenred Other patents pending 














we 
















iz Whee 
1 to 999,999 


SR 


Three 
Movement 


Consecutive, 


CEM 


HCVeDUREDUNUNDANONENEDANCNeTNEHenN A ieeiatae aT 


Repeat 
Durlicat = 
= These Machines are ALL METAL (with the ex- = 
= ception of the Mosewood handle) with metal type = 
and figures giving neat, clear cut impressions. 3 
They are self-inking, dust and rust proof, abso z 
lutely accurate, compact, neat and of exceptional s 
appearance. The Cli n ax machines do identically 
the same work an ‘a just as satisfactory a 


manner as the Rese priced. Our guarantee 
is given with every machine, 


We also manufacture the 
Climax Dies Plate Dater 
constructed along the same lines 


Send today for catalog of our full 
line of Metal Stationery Supplies. 








ees The Traut & Hine Mfg. Co. , 
“<4 1 Union Sq., New York, U.S. A. : F 
i ticaie 123456 Factory: New Britain, Conn. er uN 18 aie ile = 
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Something About A 
Superior Line of 
Ribbons and Carbons 


The man who uses type- 
writer ribbons and carbon 
paper is the main consid- 
eration in the manufacture 
of the 


Crown Line of 
Ribbons and Carbons 


The many degrees in which they are made pro- 
vide a carbon sheet or ribbon which suits the 
particular requirements of each individual user 
—no matter how exacting those requirements 
may be. 

People who had become doubtful whether they 
could ever get a ribbon or carbon which would 
“fill the bill’ have found, after being introduced 
to the Crown line that the Crown specialty is 
“filling the bill” in every detail. 

Crown Carbons and Ribbons will pay dividends 
for you 


Crown Ribbon & Carbon Mfg. Co. 


Factory and Home Office: Rochester, N. Y., U. S. A. 


BRANCH OFFICES: 


81 Nassau St., New Yor Crry 542 8. Dearborn St., Curcaco, IL. 
Century Bidg., 8t. Lours, Mo. 327-28 Williamson Bidg., CLEVELAND, O. 
TO FOREIGN INQUIRERS:—Piease address Export Department, c/o 
our Rochester Office. Cataloguein English, French or Spanish, export 
discount sheet, together with samples and full information, will be sent 
upon request. 























The Dealer Record 


One Efficiency Dealer, operating as a one man or- 
ganization by the way, has closed sales in the five 
months he has been handling the Efficiency Line 
to the amount of $25,238.07. (The middle of Jan- 
uary he changed from another well known line 
to Efficiency.) 


The work includes two complete bank equipments 
totaling $15,000.00 and just 49 other orders aver- 
aging a little better than $200.00 each. 


Now that is quite a Dealer record, in fact we be~ 
lieve it to be The Dealer Record, not only for a 
One Man Dealer Organization but for any Dealer 
Organization in the United States. 


There is nothing phenomenal about it, nothing at 
all that cannot be duplicated by any good metal 
furniture salesman with the Efficiency Line. 


If you handle Metal Furniture and are perfectly 
satisfied with Your Sales and Your Profits, you will 
not be interested in our proposition, nor we in you. 
But if you are not satished with Your Sales, etc., 
a change of line may be what you need. Is it 
worth looking into? 


WATSON MFG. COMPANY 
JAMESTOWN, N. Y. 

















and your personal problems and concentrate for just a 
moment upon thoughts that will interest the man upon 
whom you are about to call. 

LOOK! Remember that your eyes are a help to you 
in business as well as to find your way around. Culti- 
vate your powers of observation. Learn to see some of 
the things which you should see that can be turned into 
helpful arguments and proofs why your prospect needs 
what you have to sell 

We should train our eyes to take in every situation at 
a glance, in order to be able to convert all weaknesses 
into arguments which would help us to build and prove 
the need for the specialty we are selling. 

Last. but not least, by all means, LISTEN! Remem- 
ber that listening is the courteous key that will open 
more doors than a jimmy. Therefore listen courteously 
to the office attendant, the clerks, etc. They will give 
you thoughts that will help you when you get into the 
presence of the man upon whom you are calling 

Most new salesmen seem to think that the road into 
the private office is a business card. We ask very en- 
thusiastically for these cards. The house supplies us with 
500 of them and three years after, when we have learned 
our job, we still have 450 in the bottom drawer of our 
desk. 

Successfully to sell a high priced specialty we must 
remember this railroad sign and heed its instructions be- 
fore we go into the presence of our prospect. 

In going into the presence of a prospect with a high 
priced specialty, you should divide the sale into a rea- 
sonable number of visits, in proportion to the price of the 
goods you are selling and with the idea of accomplishing 
one thing on your visit, and when this is done, say “Good- 
bye,” leaving an opening for your second call and a sec- 
ond message. 

Visit No. 1 is solely for one purpose, which is to make 
an investigation or survey of the conditions that exist 
in your prospect's business. You do this for the pur- 
pose of ascertaining the need for the product which you 
have to sell. 

Investigating or making a survey means finding out 
something about the man and his business before you 
start to talk the need for your product and then getting 
logical reasons fixed in your mind as to why the sale 
should be effected. 

In order to investigate or make a survey, for the pur- 
pose of finding out the need for what you have to sell 


you must first pl. 


ice your prospect in the mood to talk 
to you, 

Sale No. 1 which you must make is to sell your pros- 
pect on taking the tinte to sit down and discuss his pres- 
ent methods and business with you. 

When you meet your prospect, remember he wants to 


know— 
First: Your name: 
Second Whom you represent; 


Third: Why you call. 
Any salesman who can talk can easily tell his name 
and whom he represents. It takes a real salesman to 


give a good reason why he calls. You cannot give the 
reason why you call without knowing what result you 
want to accomplish Remember, in giving the reason 


why you called you must give the kind of a reason that 
will place the buyer’s mind in a receptive mood to listen 
seriously to what you have to say. 

Use the kind of speech that is convincing and not of 
an antagonistic or argumentative nature. 

To place the buyer in a receptive mood to listen to you, 


first make a fair and believable statement 
Second, don’t make statements that leave the impres- 
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POCKET INDEX CARD 








| NON-SHINE PAD Co. | litt! - 
s i — POT. 7090 Ridge Ave: & tual bu 
apes Philadetphia. Pe 
* } i ° pata THE ORIGINAL NON-SHINE 
A CHAIR PAD 
- 
Live deal- 
Send today for this Cata- ers in every 


trade district 
will find these 
lines a steady 


logue, every page of which 


touches your needs directly 


profit - stimu- 
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TYPEWRITER SHOCK 
ABSORBER PAD 








Factory: 
Office: 


Non-Shine Pad Company 


7037 Ridge Ave., Philadelphia 
101-107 N. Marshall St., Philadelphia ASSOCIATED COMPANIES Philadelphia 





Polar Manufacturing Co. 
101-107 N. Marshall St. 


GLASS DESK PAD 








M. R. LANDES, Proprietor of both companies 
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Half Size 


Just ready! 
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ere 


regular Ml 7 TIPLEX. 


NOW there is to be had 


An 


been striv 
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-2? 


A High Grade PORTABLE Typewriter 
additional NEW MODEL of the celebrated 


MULTIPLEX 


HAMMOND 
CONDENSED ALUMINUM 
Yet with Full Standard Capacity Half Weight 
Unlimited Width of Paper 


Just ready! Just ready! 


for has been reached—a high grade writing machine which can be conveniently 
yet it has the full 


‘occupies but about half the space heretofore needed, 





MANY bsinhsignssshinagen IN ONE 


of ig done on one achine A orld’s ages All of the 


Every known class 
Hun is f typesets, instantly changeable. 


requirements of literature nd the sciences 


ye machine handles ther i 


FOR DEALERS 


The is no competitior th other machines No typewriter has tl versatility of the 

MULTIPLEX None ich beautiful work No other can conden writing to one- 
arter of space ordinar »ccupied—for loose-leaf manuals, et« 

There are some valuable dealerships yet to be placed. No matter which machine may be 


now har the MULTIPLEX will not interfer Better be ck in making 


agency Apt 


THE HAMMOND TYPEWRITER CO. 


69TH STREET AT EAST RIVER 
NEW YORK CITY 
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Use It Anywhere 


The great strength of 
Star Manifold Linen, 
combined with an excel- 

















. 


lent writing surface and 4 
very little bulk, makes 
it a stock that fits into 


a surprising number of 








places in every office. } 
You need such a paper 
yourself, 

Made in 7 distinct col- 
ors and several finishes 
of white. 





Let us send you samples, 
with lists of sizes, 
weights and prices. 
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sion that you know more about the prospect’s business 


than he knows. Forget that you are selling goods. Pre- 
suming, in this particular case, that you are selling add- 
ing machines. Say to your prospect, “My name is Jack 
son, I represent the Blank Company The object of my 
visit is to discuss with you your present methods of ac- 
counting, with a view to helping you, if I can.” Your 
prospect will say, in most cases, “We are not interested.” 

“Mr. Blank, isn’t it true that you depend upon your 
present method of accounting for speed, accuracy and 
economy?” 

Get your prospect to admit that this is a fact. Follow 
it up with this argument 

“If there should be anything wrong with your present 
methods, wouldn't you be glad to have me point it out 
to you, if it did not cost you anything?” 

When the prospect is in the right mood to talk to you 
and has been convinced that it is to his interest to dis- 
cuss his present business methods with you, proceed from 
this point to make your investigation or survey. 

You can’t make an intelligent survey unless you have 
given thought and study to your prospect's business as 
well as your own 

When your buyer has been placed in the mood to talk 
to you, proceed with making your survey, eliminating 


from your mind the thoughts of a sal In making a sur- 
vey, get all the information that pertains to the business 
that would affect your sale. 


In getting this information, don’t trust to your mem- 

















The C. L. 
Steel Back 
Ledger 


—provides a backbone to the loose leaf 


stock. Being made in five capacities, each 
of which expands to 100%, it fills any re- 
quirement you may have. Its electrically 
welded metals and absolutely flat opening 
covers make features which swell the sales. 

The large capacity binder used in our ledger 
rack makes an ideal unit for use in connection 
with machine posting. 

The Tenacity line affords the dealer a complete 
assortment at a minimum of outlay. Write us 
for details. 


THE TENACITY MFG. CO., Inc. 


Reading, CINCINNATI, OHIO 





ory. Take a pencil and a pad of paper and put down th¢ 
things which you find in the survey that are favorable 
as well as unfavorable to the sale of the article which 
you are selling. When you are getting this information, 
under no conditions ever criticize the buyer’s method of 
doing business. 

With this information in hand and on paper, thank 


your prospect for the time he has given you. Say to him 


in leaving that you are going to give his business some 
' 


serious thought. Ask him to do likewis« Che probabili- 
ties are that he has given but little thought to the idea 
which you have to advance. He is a busy man, has his 
advertising, selling, collections and manufacturing prob 
lems 

State these facts to him and ask him if he won't give 
one hour's serious thought to the subject before you re- 
turn and when you do return you can discuss the prob 
lem to the very best advantage of the buyer as well as 


yourself. 


If your article is a high priced spe sud ‘ 
made this investigation or survey my opinion that 
your work has been well done and your sit should | 
brought to a close, making an opening tor a later dats 

rhe next step in your sale is PREPARATION. Prep- 
iration means preparing your mii d witli log cal reasons 
why the buyer should buy what you have to sell 

Take the information you have gained in your investi 
gation or survey, place yourself in the positior the 


who owns the business 
When you have this 


down on paper in tl cit 


fixed in your mind, put these ideas 


logical order You will tind tl 


one hour spent in preparation On an important sale will 
make you so anxious to get into the presence of your 
prospect that you can hardly w til the appointed 
time. 

In closing. | simply want to sav to vou as a fellow 
salesman that the one biggest prol let of every salesman 
is to do productive work, and if I have been le in the 
slightest degree to convey to you what producti Work 
in salesmanship is, and how it may be brought about, I 


si 


have accomplished mut 
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“CAPITOL” 
INKSTAND 


The “Capitol” is the 
highest achievement in 
the making of an ink- 
stand. Easy to clean 
and refill, Keeps the 
ink clear and_ fresh. 


Made in a variety of 
No, 2 designs and sizes. Send 
3% in, square ° 


Each 50 cts. for circular of latest 
models 





Prompt delivery on all numbers 


CUSHMAN & DENISON MFG. CO. 240-242 West 23rd St. New York 
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A Life of Sexéiies 


When B & G Desks leave our factory en 
route to the dealer's show room or eventu- 
ally to the office of the user, they have 
been constructed for a life of service. The 
most durable materials have been used 
and careful, painstaking workmen have 
fitted them together. 


All B. & G. Desks are of our patented 
knock down construction which reduces 
shipping costs and risk of damage in 
transit. 


We manufacture roll top, flat top, 
standing and typewriter desks. 


Catalog mailed on request. 


Bentley & Gerwig Furniture Co. 
Parkersburg, W. Va. 


LLL AC OM AARNE SIR RTS RE 


Ideal Tubular Stands 


are now used by practically all leading 
manufacturers of office machinery of 
every kind for which a stand is neces- 
sary. 

If you are interested in a stand that will 
increase the value of your product, send u; 
your specifications and we shall be pleased to 
submit sample with quotations at our risk. 

The cuts herewith show but two of a great 
variety of styles. 

Cut at left shows model No. 3 combination 
portable and rigic typewriter stand. Same 
model with all its advantages will be furnished 
for any other office machinery 

Mount your machine on our stand, roll it 
to your work, throw the crank to other side, 
and you have a rigid stand 








Burroughs 
Adding 
Machine 
On Our 
Stand 


Fowler-Manson-Sherman Cycle Mifg. Co. 
1447-1455 W. Austin Ave., Chicago 







Write for circular with prices and discount 







No. 3 Combination 
Typewriter Stand 
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Loose 
Leaf Binders 


Bring You Business" 


Proudfit Loose Leaf Binders will bring customers 
to your store, because they have so many exclu- 
sive superior features not found in any other loose 
leaf devices. 

Proudfit binders open absolutely flat, the leaves 
can be inserted or removed instantly, the book is 
no thicker than the leaves themselves, and there 
are no metal parts to scratch or mar the desk. 


EASY TO SELL 


The “Proudfit” 
ens, WAY 


Way 





Your customers will appreciate these Proudfit 
features. That’s one reason why the Proudfit line 
is so easy to sell. Proudfit binders will satisfy the 
most critical customers; they will bring customers 
back again and again, because these buyers will 
realize the advantages offered by Proudfit binders, 
just as you will realize the advantages of handling 
these superior binders. 


Write for the Proudfit catalog 
and dealers’ prices 





Uniocked— New Leaves In- Grand Rapids, Mich. 
serted in a Jiffy 





The Old “Post” 


Passed Away During Month 


Mmeseennsssieasesoesenssuaneriascnesnniiiiiit - 


Brief Mention of Friends 
Who Have Gone Before. 


H. B. Brooks. 


Harry Bertram Brooks, for years western representa- 
tive of the Cooke & Cobb Company, died on Friday even- 
ing, June 14, in the West Suburban hospital, Oak Park, 
ill. Mr. Brooks went to the hospital on June 5, where 
he underwent a serious surgical operation in an effort 
to save his life. The surgeons found unexpected condi- 
tions which rendered his case hopeless, and after linger- 
ine for a week he finally succumbed. The funeral serv- 
ices were held at Grace Episcopal Church, Oak Park, on 
Saturday, June 16, at two o'clock p. m., under the aus- 
pices of Columbia Post, G. A. R., of which Mr. Brooks 
was a member. The body was sent to Ann Arbor, Mich., 
for interment. 

Mr. Brooks was born in Madison County, New York, 


in 1847. He commenced his career in the stationery busi- 














Paper Filing Specialties 
aS 





A Line That Meets All Ti iaits 


Backed up by 47 years’ experience in the 
manufacture of Flat, Box and Expanding En- 
velopes, Vertical File Pockets, Wallets, Folders, 
Metal End Filing Boxes, Expanding Document 
Files, Transfer Files, Mailing Boxes, Leather- 
ette Envelopes and other such specialties. 


WRITE FOR OUR CATALOG 


JOHN F. DIEMER COMPANY 


Established 1869 


67 Cortlandt St. New York City 








Harry Bertram Brooks. 


ness in 1861, with S. Chapin & Sons, Oneida, N. Y., witl 
whom he was connected at the time he enlisted in the 
Union army during the Civil war. He served with Com- 


Artillery, known as Bates 


pany A, First New York Light 


Battery, for twenty-nine months, and was mustered out 
on June 28, 1865. 

The year of 1869 found him with the firm of S. C. 
Griggs & Co., in Chicago. After he gave up this connec- 
tion he served in various capacities with the St. Paul 


1 


Book & Stationery ( ompany, Carte! R ( & Co. with 
and finally with 


_ 
~ 

2 
/ 


whom he was cont 
the Cooke & Cobb ( mpany. 


1 


Mr. Brooks was one the best known men in the 
stationery trade of the United States He was a man 
of fine and upright character and was familiar figure at 
the conventions of the National Association of Stationers 
and Manufacturers. At many of the conventions of this 


® . ‘ 4 oa . 
organization he served as sergeant-at-arms. His widow, 


Mrs. Clare Gregory Brooks, survives him. 
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Uncle Sam’s Orders Must Have Right-of-Way 


The various Navy Yards, Camps, Recruiting Offices, 
State, County and Town Officials and various factor- 
ies, societies and lodges doing business directly and FOR UNCLE S| 
indirectly connected with War Efforts must have their 

orders filled promptly and accurately. 


To get results they must have letter files, order files, and 
indexes, and all manner of supplies used in the conduct of 
big business 


PLEASE RUSH 





Are you taking their orders and filling them promptly and have you connections that insure your ship- 
ments by return mail 


We are giving preference to all orders directly or indirectly affecting Uncl 


If It’s Quick Delivery You Must Have—Come to Us. 


The Wabash Cabinet Co. Manufacturers of highest 


: , . : ‘ 2 juality filing cabine 
giv Main Salesrooms, Executive Offices and Factories “4 a binets, 
ap 1s and supplies for 


Established 1883 Wabash, Indiana filing cabinets. 


Here Is Good Profit! “re i. 0 00 


ture offer the dealer more 
for little effort than Uhl 





















Art Steel Office and Factory furniture The reason lies 
Sold on 15 on the surface Uhl Art Steel Furniture is everytl 
days’ FREE that most wooden furniture is not. It possesses lightness 

and grace where wooden furniture has but massive solid- 


Trial 


1 x 
\ 


OBL ARTSTEEL 


Office and Factory Furniture 


ity, an 












as solid and substantial in use as the steel frame of 
’ scraper 

You can t trength portabilit simplicit enience ity and 
solute nitar qualit when presenting U} Art Stee j re ang 
sure no one vi refute your arguments because these qualit in Uh 
urniture ar nq ue oned Ever business office I pr I ind these 
the items to pre hardest Typewriter Table C lets ry pe er Chairs, 
ig Machine Stands, Catalog Stands, Desk 8 s, Off Table Office 
nd-paying equipment that i pra 4 ind ructible 


Write for our interesting proposition, 


The Toledo Metal Furniture Co. 


2721 Dorr Street Toledo, Ohio 

















THE DESK THAT DELIVERS 


Service and satisfaction go with the Imperial 
Desk. The buyer’s first thought, and his 
after-thought, are the same. You like its 
style and construction the first time you see 





it, and’ you like it better in actual use. 


The Imperial is the dealer’s ready repeater. 
It brings new business in other lines, and 
solidifies the demand for your service 





| Imperial Desk Company 
| EVANSVILLE, INDIANA 
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Are you stocked on 


fanoe Mann 


NGSsErs 


Inklets is the name of the largest selling, most 
approved and practical ink tablet, made by the 
same manufacturers that make the famous 


Eclipse Pneumatic Inkwells 





Cut Shows 
Two Well Set 


Ink always fresh and clean: 

No rubber to corrode or stick; 
Penstock and hands alwaysclean; 
Patent opening does the trick. 





SEND FOR SAMPLE BOX OF “INKLETS” MAKING FULL QUART 


75c for Blue-black, - - - 32 tablets) 
$1.00 for Red, Green or Violet - (32 tablets) 


Catalog A sent free on request 





General Eclipse Co., - Danielson, Conn. 














The Vital Part 
of Any Record 


is the ink with which it 
is written. The docu- 
ment itself is worth every- 
thing or nothing accord- 
ing the durability of the 
ink which is used in the 
writing. 
UNDERWOOD’S 

99 
“EVERLASTING 

Bank Ink 

“lasts as long as the 
paper’” on which it is 
used. 





Underwood's is real ink. Let us tell you 
more about it. 


John Underwood & Co. 
62 Park Place NEW YORK, N. Y. 


BRANCH OFFICES: 
Boston Toronto Londoa Paris Vienna 











John Hoge. 

John Hoge, a former business man of Miami Valley, 
and recently a resident of Zanesville, Ohio, died last 
month at the age of seventy-seven years. Mr. Hoge was 
a very wealthy man, his fortune being estimated at $10,- 
000,000. For many years he was prominently connected 
with the United States Playing Card Company of Nor- 


wood, Cincinnati 


O. S. Hicks. 


Orrin Samuel Hicks, a_ bookselk stationer at 
Markham, Ont., died month before last in that city in 
his sixty-third year Mr. Hicks was formerly a pul 
lisher before he became a bookseller and stationer Hi 
is survived by Mrs. Hicks, one son, Lieut. Ralph S. Hicks 
of the 8th Canadian Gun Corps, now at the front, 
one daughter, Miss Ethel Hicks, a te her in Toronto 


Milo B. Heinrichs. 

Members of the trade will learn with reyvret of the 
death of Milo B. Heinrichs, who passed away at St. Loui 
on May 28. Mr. Heinrichs had been engaged in the office 
furniture business at St. I_ouis about four years. He was 


originally with the Temple-Heinrichs Company, but later 





The Late M. B. Heinrichs. 


started in business for himself under the name of the 
Furniture Exchange & Repair Company. Subsequent to 
this connection, he organized the Heinrichs Furniture 
Company and was its president at the time of his death. 
He was popular with the trade and was liked and re 
spected by his competitors and all who knew him 

Mr. Heinrichs left a wife and a seven-year old d 1ugl ter 
to mourn his passing 

Peter Charvin. 

The sad news has ust con to s ot the death oO 
Lieutenant Peter Charvin, an ofthcer in the Fren army 
who was shot and instantly killed on May 4 while leadins 
his men in the charge upon Caronne, where the Fret 
added new laurels to their glorious record 

For a number of vears Mr. Charvin was connected with 
la Compagnie Real, agents for two well known Amer- 
ican typewriters, covering France and the Colonies. The 
president of this company is Lieutenant Charles Mamet, 
whose interesting article on conditions in France appeared 
in the March issue of Ofhce Apphar es 

Lieutenant Charvin was one of the first in the field 
the outbreak of the war and met t Germans at t 
French frontier, where he was wounded. His cool and 
intrepid conduct caused him to be awarded the Croix de 
Guerre and honorable mention for gallantry in action 


He was known to a number of Americans, who admired 


him for his high char icter, his energy and iis tearless- 
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[METAL OFFICE/ Waste Baskets 


{| Durable and safe because they are 
built from steel. 








FOR 
YOUR 
BEST 
TRADE 


{| Attractive because they are de- 
signed and finished like wood. 


Dealers:—You should have our cata- 


logue of steel desks and tables at 
hand. They are priced to sell. 


METAL OFFICE FURNITURE COMPANY 


Grand Rapids, Michigan 
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Two heads are better 
than one — likewise, 


YM) IN 


A 


a thousand are better than three or four, which presents one reason why OFFICE APPLIANCES 





should interest you. 
Our staff is in constant touch with all branches of the office equipment field, making it possible for 
us to secure first-hand information concerning trade developments. Our information comes from a 
= thousand different sources. Descriptions of new devices for office use are published in OFFICE 
a APPLIANCES usually long before the trade or general public learns of them. 
A Staple lines and specialties are described every month in the advertising columns. They represent 
= the products of more than two hundred leading manufacturers. 
z p g 
z Most of the special articles are contributed by men expert in the sale and use of appliances for 
eB modern ofhiee work, and contain interesting, usable information and recommendations. They contain 
Ea business ideas for business men 
= Use OFFICE APPLIANCES regularly and it will pay you dividends. 
_ THE OFFICE APPLIANCE CO., 417 So. Dearborn St., Chicago, Ill. 
cana. rail ae Me TL aS 
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a BLICKENSDERFER 


TYPEWRITERS 
NEW MODELS 


>o0% ft Visible Writing and All 


; 


Me] 


o P@eec 00 
o900/00908 | Requirements to Increase the 
Quality and Quantity of Work with 
the Least Possible Effort. 





The New Number Nine Model THE BLICKENSDERFER MFG. CO. 


Our Latest and Best ““BLICK” Executive Office and Factory 


With Standard or Scientific Key- ee : 
Board. Send for Catalog 32 STAMFORD CONNECTICUT 
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Furndas 








“urnas 








Outside View w 
Styles 280, 281, 285 for Catalog 


FURNAS OFFICE FURNITURE CO., Inc. 

L. W. SECOY, INDIANAPOLIS, 

WHITESBORO.N.Y. « INDIANA 
Furnas 
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RIBBONS 


Do you use them? If 
not, write us and we 
will give you proof 
that you should. 


REPUBLIC-DODGE 


Douglas Street and Third Avenue 
BROOKLYN, . NEW YORK 
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ness. He was regarded as an estimable young man, with 
a bright future in the office appliances business. He spoke 
English and German almost as fluently as his native 
French. 

Mr. Charvin’s father is chief of the government tele- 
phone service at Paris. Office Appliances and many other 
friends in America extend heartfelt sympathy to the be 
reaved family. 

Shortly before his death Mr. Charvin wrote a letter to 
a friend in the United States. Among other thing rs he said 
‘As for us, French soldiers of the firing line, we know 
what America is doing. * * * The winter has been very 


hard, and life, too, especially in the firing lines. All that 
we eat and drink is frozen, both bread and wine; but never 
mind—we know this is the last winter. * * * We know 
now that infantry cannot make an attack successfully until 


the artillery has prepared for it as well as possible. 

1 think we have come now to the centralization of forces 

And just now America is going to help us more than ever. 
“IT hope I'll be able to give you my feelings in a few 


weeks about what I shall soon see. Before leaving you, 
let me tell you that my first feeling is s ething like the 
words you wrote me one day: “Tomorrow's game is going 
to be splendid to lose that feeling is age 


ant T. Kuchler. 


Carl T. Kuchler, formerly a mani turer of sealing 
wax in New Ro helle. N. Y., died early last month at 
a private sanitarium at New Jersey, at the age of forty- 
eight. Mr. Kuchler was prominent in social and political 
life in New Rochelle. At one time he ran for mayor, and 
for a number of years was a member of the Board of 


Ald rmen., 


Mrs. Alexander Hepburn. 

Mrs. Alexander Hepburn, wife of Alexander Hepburn, 
manager of the retail taunted of Adams, Cushing & 
Foster, Inc., Boston, died on Saturday, June ‘ th 
Hepburn home in Somerville, Mass. Mr. and Mrs. Hep- 
burn had been married only about two years. The re- 
mains were taken to Newark, N. J., for interment. 

Removal Notice. 

Eberhard Faber’s Boston branch office has been moved 
recently from 220 Devonshire street to 294 Washington 
street, Old South building, rooms Nos. 446 and 447. 
This office will continue under the management of Fred 
M. Brown, who has for many years taken care of the 


New England territory for Eberhard Fabet 


Opens Chain of Offices i in New England. 
A B Guy of New Haven, Conn., has recently opened 


a chain of offices in New Haven, Brid eport and Wate 


bury The business in the three cities is conducted un 
der the name o the Reliance Type vriter Exchange It 
is the purnose of the company to handle well W 
office devices and to assist customers throug é 


Manufacturers’ Representative Opens Detroit Office 


\V. Clark Ri hards has opened ofmices tor the sale ¢ 
business devices at 83 Fort street. West, Detroit He 
expects to represent manufacturers these lines in Di 
troit and the surrounding territory 

The Office Requirements Compar formerly at 914 
Walnut street, has moved to 1215 Filbert street, Phila 


delphia, Pa. 


moving their ofhces 


and sales room. 
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THE P. & M. STEEL LEDGER 


A Culmination in Ledger Making 


Three reasons why this Ledger stands alone and unapproachable 

First: Because of its great expansion The 1% inch (narrow) back expands to 3% inches holding from 250 to 600 
leaves and index The 2% inch (wide) back expands to 5 inches, holding from 400 to 800 leaves and index The 3% inch 
(extra wide) back expands to 6% inches, holding from 600 to 1200 leaves and index. 


Second: Because the simplicity of its construction gives us the lightness of few parts; its shape secures us the best 
strength of its materials, and its ingenuity enables us to place posts at any centers, and gives us four lugs to hold the 
indestructible curved hinges 


Third Because its symmetrical lines and beautiful binding make it the handsomest ledger made, and an ornament 
for any desk 


The degree of satisfaction experienced with a Loose Leaf Ledger 
System depends in a large measure upon the device used for binding 


SEND FOR CATALOG 
Our new illustrated catalog will be completed shortly Let us send 
1 a copy with terms, discounts and full information 


THE PLEW & MOTTER COMPANY 


Chicago; Illinois 



































An Attractive 
Typewriter Desk 


This desk has been designed so 
as to give the maximum desk of 
efficiency and to be an ornament 
as well. It is made of carefully 
selected lumber thoroughly kiln 
dried. It is not expensive. 


This is just a sample of the Tell 
City Line. Upon inquiry we shall 
send you a catalog showing the 
entire line in detail. Every dealer 
in office desks should have this 
catalog on file. 


TELL CITY DESK C0. 


TELL CITY, IND. 














Two Products of Class Found in Stores of Quality 











as our purchase and improved production of both becomes daily a stronger 
source of profit and a surer guarantee to the Dealer. Our new plant makes 
them better business builders than ever for the trade. The 
Perfect Pointed Pencil Perfect Pointed Pen 
‘“‘The Two Finest Writing Instruments in the World’’ 


VW: 


WAHL ADDING MACHINE CO., 1800 Roscoe St., CHICAGO. ILL. 
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Can be built up to any number of spaces de- 
sired. Stands up as strong as a solid post 
stack, but can be separated into the different 
units ina moment. Each unit can be used 
as a separate tray. 


DEALERS— Acme “Build-Up Trays” are good 
leaders; display them in your window and 
sales will follow. The Acme Wire Goods 
Line is complete. Write for catalog. 


Barbee Wire & Iron Works 


180 N. Dearborn St., Chicago 
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THE 


AJAX 


EYELET 
FASTENER 


Binds Paper, Cloth or Leather 
An Automatic Magazine Machine 
using LONG, MEDIUM, or SHORT 


AJAX EYELET 


It punches the hole, feeds the eyelet, and clinch 
it in one operation of the lever. 
A MACHINE for the 
or Office. 
MACHINE APPLIANCE CORPORATION 
351 Jay Street, BROOKLYN, N. Y. 
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factory, sample room 
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Chicago, Ili. 


The Baldwin Stationery & Printing Company has taken 
a lease on the premises at 318 South La Salle street 
Remodeling on the store has increased the space. 


Gordon Wallace, who has hved in California for five 


vears, has returned sumed his connec- 


tion with Stevens, Maloney & Co. 


After havine been Iccated for torty-four year 
street, thirty-one ye 
location, Cameron. 
building, 163-165 West Randolph street. 


D. W. Bi l eti rol ss g sold 
his store to Ek. W. Runy Sid George Ricl 
ardson, of Tabor, | Mr. Bus! eC ! s 
ness in Council Blufts s 1872. 

Joplin, Mo. 

Frank Balding | Ss opened i st s ( 635 

Main street 
Kansas City, Mo. 

The name of the W1 Morton Company, formerly 
known as the Busine I quipment ( v, has been 
changed to the Hug Stephen Cor ny The concern 
nas removed to 924 Baltimore 

Los Angeles, Cal. 

The Southern California Rubber St p Company has 
moved across the street from the old location on Spring 
street, adding to “othce equipment row 


New Haven, Conn. 

It is announced the Henry A. Beebe Company, 
00ksellers and Stationers, 18 about ft dissolve, the tw 
principal members having taken up military worl 

New Orleans, La. 
Schumert-Wartield-Watson, Inc., after October 1 will 
building at 417-25 Camp street, yntaining 
more than 50,000 square feet of floor spac: 


New York, N. Y. 


occupy the 


The Patent Ink Sales Corporatio as been capitalized 
for $50,000 to manufacture and deal in inks, 
paper. S. Werner, J Mann and ( | Ackerman are the 
incorporators 

Omaha, Nebr. 

The Omaha Stationery Company Sout Se 
teenth Street, has added anoth nt ind \W 
vindow on Seventeenth street and s enlarge ts s € 
by a considerabl 

San Francisco, Cal. 

FE. David. secretarv-treasurer of Sanl Vail & Co 
iS away on a ten days’ vacation, otoring among 
valleys and foothills of the Sierra Ne 4 mountains 
Before returning | vill drive through the Yos te 
valley. 
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Comfort 


Cook ‘‘Quality”’ Spring 
Back Typewriter Chairs 
are made to give the 
highest degree of com- 
fort. The seat is care- 
fully shaped and the back 


WN 


is adjustable to a posi- 


tion so as to properly 


(eeethee us 


jettrereeee 


Nation-Wide Sale 





TENTH EDITION READY 
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HAND MADE, FLEXIBLE COVERS 


The memoires of a Soldier’s or Sailor’s life 
are most aptly told in his own Diary 
and have a lasting value beyond compare. 


No. 138A Soldier’s Diary. Flexible cover of 
Khaki, imitation leather, gold stamp; complete diary, 
gift page, addresses, calendars for 1917-18, exc. Size 
3% x5 in Price 75 cents 

No. 148--A Sailor’s Diary. Flexible cover, Navy 
Blue, imitation leather, gold stamp; complete diary, 
gift page, identification, addresses, calendars for 1917-18 
Size 3% x5 in Price 75 cents 

Boxed in dozen quantities only, either Soldiers’ or 
Sailors’ Diaries, ar $6.00 net per dozen with colored 
posters. Net prices on 100 and 500 lots on request 


Published by 


JORDAN & COMPANY 


209 S.State Street CHICAGO,U.S.A 

















support the back 
user. They: 
cially adapted to loung- 
Ix, 


rea not ecne. 
eC TOU Cspe 


ing, but are especial 


suited for those who 
have work to do and 


quickly. 


want it done 
These chairs are used 
throughout the country 
and in the 
cities abroad. Thereason 


numerous 


= for their wide sale is 
found in their merit. 
Handle this line and 


watch your profit grow. 
A Catalog will be mailed 
upon request. 


C. A. COOK CO. 
MANUFACTURERS 

16-28 Osborne Street 

Cambridge, Mass. 





aaa 


THE EFFICIENT MAIL DISTRIBUTOR 


Presents the Following Advantages: 


in sorting the mail 

tting started on the 
j 100 years ago clerks came to 
the office at daybreak and stayed until late 
in the evening—now eig! hours is con- 
sidered a long day's work. The shorter 
working time becomes. the more emphasized 
is the importance of a quick start. Letters 
invoices and all other papers are distributed 
swiftly and easily in this device. Eight 
compartments are y at hand—no 
reaching about is nece 


CONVENIENCE of The Seatoen are ad- 

1, justable so that 
CONSTRUCTION : larger space can be 
allowed for departments receiving heavy 
mail and smaller space for those whose mail 
is light. The EFFICIENT DISTRIBUTOR can 
be swung away from the desk so that after 
the mail is sorted, correspondents can easily 
get their work without disturbing the person 
at the desk. And it can be removed from 
the support, dismantled with the papers 
stillon the shelves and locked up in a 
desk drawer. 


To Dealers and Specialty Men We Offer 


an office device of merit. There is a large 
field and those who take up its sale will 
find it a source of profit. Write for further 
information and prices. 








The Bailey Distributer Co., Inc. 
Seneca Ave., Stapicton, S. L, New York 
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It has to be a 
good basket 
to “stand the 
racket” for five 


years. 


But 5 years does 
not by any means 
represent the life 
time of 


VUL-COT 


Waste Baskets 


vuaran 


twenty 


ipprox- 


\V\ KNOW oO} ne \ ul Cot 
ket t been 1n 
tor more than torty 


ng qualities of 

t W: e Basket 
provide very str: and 
arguments to 


ustomers. 


ihe wear j 
‘ 
ast 


ny 


When this 


up by 


irability is 
backed other 
jualities — lightness, 


good looks, 


the 


oothne $s 


ST 

cleanliness ylid sides 
ind bottoms, etc.— you 
have a combination of 
selling points that will 
mvince almost any one. 


Vul-Cot Baskets are easy to sell. 
Your turnover is rapid. 
Your profits are good. 

Writ 


lars and aeaier;r 


sition 


tor full 


particu- 


propo- 


American Vulcanized Fibre Co. 
520-525 Equitable Bidg., 
WILMINGTON, DELAWARE 
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Dietz Desks 


give satisfaction 





A complete line of office desks and tables. 


Write for new catalog. 


The J. F. Dietz Co. 


Cincinnati, Ohio, U. S. A. 














20c List 


A split ring memo- 
randum book bound 
inimitation leather. 


The Lowest 
Priced Split 
Ring Book 
Ever Made 


To epen—eney bend back. 
To close—simply pinch rings. 





No. 04416F contains 40 faint - lined 
sheets—2$ x 45 (end open). 

Carton No. 7. Contains one dozen 
books. 

Carton No. 6. 
books. 


Contains three dozen 





Write for discount and quantity prices 


Trussell Naf Go 


Main Office and Factor New York Ci. y Branch 
POUGHKEEPSIE, N. Y. 106-108 FULTON ST. 














TYPEWRITERS 











Detroit, Mich. 

It is stated that Frederick H. Morse, for two years 
state manager of the Royal Typewrit Company, has 
resigned and accepted the position ot manager for the 
Dictaphone Company, with offices in Detroit, of which 
city he has been a resident for thirteen years. The Mich- 
igan business of the Royal Typewriter Company will here- 
| 


after be managed by Bassett C. Berger, who has been 


associated with Mr. Morse for two vears. 
Johnstown, Pa. 

It is stated that William E. Flinn, for twenty years 
representative of the Remington Typewriter Company, is 
now in charge of the agency for the Royal typewriter 
for the counties of Cambria, Fayette, Westmoreland, Som- 
erset, Indiana, Bedford, Blair and Clearfield. Mr. Flinn 
is a friend and former associate of D. M. Alkire, the gen- 
eral sales manager of the Royal Typewriter Company. 

Kansas City, Mo. 

H. C. Bedison, forme rly connected with a leading type- 
writer company at South Bend, Ind., has gone to Kansas 
City, Mo., where he has taken a city territory for the 
branch office of the Underwood Typewriter Company. 

San Francisco, Cal. 

W. B. Larsen, who has succeeded A. C. Kienly as Pa- 
cific Coast manager for the Royal Typewriter Company, 
was for some years domiciled at Chicago, where he was 
in the company’s office. He is quite enthusiastic over 
California, and especially over the climate in and around 
In company with D. M. Alkire, general 

| 


San Francisco. 


sales manager of the company, he drove down to Los 
Angeles shortly after his arrival, going by way of the 
San Joaquin Valley and the Tehachipi pass. Mr. Larsen 
Sayvs he enjoyed each and every mile of the trip even 
to what most people would call the dreary stretches 


of the Mojave desert. 
* * « 


T. T. Malleson, Eur 


of the Royal Typewriter Company, was in 


pean director and export manager 


recently for a short stay with the local office of the com- 
pany. Mr. Malleson, after a brief visit, continued o1 is 
way to Japan 

On June 12, the Call-Post, a San Francisco evening 
newspaper, published a rather freakish article by Bolton 
Hall, author of “Thrift,” in which, however, Mr. Hall 
made a good point apropos of ne ( typewriters 
He assumed that the average typist receives a monthly 


salary of about $60 and that she will pound the machine 


about £2,000 times a day His point was that by always 
using a good new machine in pertect running or the 
employer could save trom twenty rtv cents a day 
which in the cours year W t to $50 or 
S60, sufhicient to pay the balance i! le or in old 
machine for a new on t isa the ¢ ple e’s 

work. 
Harry I. Seddon, manager of the | nia brar oO 
the L. C. Smith & Bros. Typewriter Company, has re- 
1 of visits to his sub-offices throug! 


turned from a round « visits to 


out the state. 
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DVERTISE yourself 
A with every sale. If 
you will supply your cus- 
tomers typewriter ribbon 


ME TCT ae aN 


@ and carbon paper demand 
: by furnishing high class 
gor yds under your own 


name and brand, you will 


os : 
i find that every sale of 
? Sais ee 

m these goods is a distinct 
F e . 

™ boost for your business. 
™ This, of course, will have 


an excellent effect on 
your profit. Your cus- 
tomers will come back be- 
cause your name on the 
container will show them 
where more eoods of the 
same style and quality can 
be secured 

Send for samples of our 
typewriter ribbons and 
carbon paper. Try them 
out thoroughly. Put them 
to the most difficult tests. 
You will decide that they 
are the kind you would be 
glad to have associated 


with your name 


© RS SPOT, CRP ars I dat 2" SGUEREA eT PALI ee 


Write today for samples 


USE 

; ibbon 

ober Mfg. Co., 
Sansom & 8th Sits. 
Philadelphia, Pa. 
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KENDALL | 
Envelope Sealer 





tents Pending 


ONE MOTION 


MOISTENS AND 


SEALS 
SO ENVELOPES 
A MINUTE 
Made of brass, polished and nickel 


i ; 
T eq 
Pla 


Automatic Moisture FEED 
SIMPLE - PERFECT - PRACTICAL 


Price $2.00 
We have an attractive dealer prop 
osition. Writ 


KENDALL MFG. CO. 


79 Sudbury St., Boston, Mass. 
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MADE TO WEAR AS, 
WELL AS SELL 
You want a calculating machine 
that has Jastt quality And the 
machine t at vears is also tl ea 
‘sess oa tl “ aii Hats ind tan 
used in mat ture It 
ple fac I t] it the 
“MILLIONAIRE” 
CALCULATOR 


and rectifie them 





Manufactured in Switzerland 


Write for Catalogue 
Today 


W. A. MORSCHHAUSER 


1 Madison Avenue NEW YORK, N. Y. 











NIFORMITY of 


inking is one of the 
most important factors of 
a typewriter ribbon, and 
upon this we have 
reached the point — par 
excellence. 


Our ribbons are made 
in the following writing 
strengths : 


Extra Light—No. 31 
Light—No. 34 


Light Medium No. 37 
Medium No. 40 


Medium Heavy—No. 43 
Heavy—No. 46 


Extra Heavy—No. 49 


The above writing 
strengths can be abso- 
lutely depended upon 
and the particular user 
will always get what he 
wants. The different 
writing strengths are also 
known by the numbers 
shown. 


A trial order will display 
beyond doubt the abso- 
lute control under which 
our inking system is 
conducted. 





DIXON, HOLMES & DIXON 


Proprietors 


HEAD OFFICE and FACTORY 


69-71 Wooster St. 
New York City 
Also 

1305 Arch Street, Philadelphia, Pa. 
212-213 Upper Thames St., Lendes, E. C, 




















Stn tatleh ajith pipes 





a 
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re Mr ee sonnenene soenennones , 


Here Is a Table That Demonstrates 
Its Own Merit 


Strong, of good appearance, made both 








with plain and quartered oak tops. The 
folding design fits it for ready shipment 
and instant availability. A table with 


quality and endurance which is a dealer's 
bonanza. 


THE M-R ‘MADE-RIGHT’ TYPISTS’ TABLE 








Ask for our 


Catalogue  exhibit- 





ing all stvles and 
> o 






varieties according 







to demand. 

THE MELTON-RHODES COMPANY, Inc. 
; Bookcases, Cabinets and Appliances 
GREENSBORO, N. C. 









Crane Ladies Stationery 
Sold by all Stationers and Booksellers 


These goods are suited to the tastes of the 
most select trade. Their merits are known 
the world over, and they yield a profit to 
the dealer. Once tried, the purchaser be- 
comes a regular customer. 


Presented in the following Styles and Qualities: 


SUPERFINE QUALITY. In Light Blue Boxes, 
containing } ream of Note paper each, and in separate 
boxes } thousand Envelopes corresponding. 


EXTRA SUPERFINE QUALITY. In Lavender 
Colored Boxes, containing } ream of Extra Fine 
Paper each: in like Boxes are Envelopes to match. 


Our papers are supplied in 
Bordered Goods and other spe- 
cialties by EATON, CRANE 
& PIKE CoO., Pittsfield, Mass., 
and 225 Fifth Ave., New York, 
whose boxes bear the word 
“CRANE’'S” containing our 


goods, 





This Trade Mark 
every box 


ALL THIS} STATIONERY CAN BE RELIED ON 
AS REPRESENTED. MANUFACTURED BY 


| Z. & W. M. CRANE wxs?: 














July, 1)17.- 

















Seeseeseesoe 
dor the ATICNUQN of the 
Maniwactirer, 
ee 
! 
' 
| 
L ‘ecislehiieemmaias — 
Asbury Park, N. J. 
jorden’s Stationery Store, which has been located for 


a quarter of a century at Bond street and Mattison ave- 


nue, now occupies new quarters at 719 Mattison avenue, 
nk books, 


where it has additional facilities for handling bla 
‘ t< 


typewriter supplies, hotel and office station ry, 
El Paso, Texas. 

The McLean-Gifford Company has bee 
with a capital of $20,000, to deal in stationery and office 
A. W. McLean, L. D. Gifford and A. Fernandez 
are the incorporators 

Paris, France. 
Leon Hyvrard, 143 Avenue Felix Faure, desires to enter 


incorporated 


supplies. 


into arrangements with American office equipment manu- 
facturers for exclusive agencies for France and the colo- 
nies. He handles office appliances of all kinds, including 
duplicators, ribbons, carbons, ete. 
Sydney, Australia. 


David Blashki, formerly in the mercantile business, has 


typewriters, 


started as a manufacturers’ representative. He has taken 


the agency for the Barrett Changer and some other of- 
fice devices, and plans to cultivate the Australian field 
by means of a well-selected organizallol He declares 
that there is an attractive opportunity now for the de 


velopment of American business in Australia 
Trade Opportunities. 


Reserved addresses in connection wit] Trade Oppor 
tunities” may be obtained from the Bureau of Foreig: 
and Domestic Commer Washingtor 1) ( 
the nearest office by application in letter fort \ppl 
cants should mention file numbers 
2411S A merchant in Portuguese Fast Af esires ft Se 

n agency for the sale of handkerchief I fancy we 
white and colored ittor lanket 

flanrellettes prints, Ka is etc., 

for the native glass eauds, hoes ! es rT? I ags 

ment, "paints, mosquito fti s 

lass and glassware lumin ( logs I 

samples should be mitted Q } i 

f. o. b. New Yor Corre ndenee " bee Eenelis 

erences 
24175—A firm in Peru n the marke 

tomobiles, rebuilt typewriters, wrappir per val 

crude petrole m motors furniture, cannes oodas nd hare 

ware It ilso desires tc entertair I s 

Quotations should t ce f. ao. be A Cast 

be paid. Correspondence may be in Ens I teferences 
24158 A firm in Spain is tn the market ead 

inches long, 0.195 to 6.234 of an ine diameter, with 

four-word inscriptio (uotations sl | be made f 

New York Cash vill be paid on reese t f goods Cor 

respondence should be in Spanish References 
24207 \ firm in Bolivia is desirous of receivir ruotations fror 

American manufacturers ind exporters ruled writir 

paper, letter and offic 1 siz typewriting paper, envelopes 

blank books and letter copying books. Correspondence should 
be in Spanish Pavment wil’ be made ‘ nst dom 


through New York commission house 











uly IQi7 () 









STJOHNS 


OFFICE TABLES 


THE 
BATTLEFIELDS 
OF 


BUSINESS 


When the “‘air scout’ on 
trail of the big order pho 
scrapers to the 


from the sky 
home office it comes 1n up- 
ona ST. JOHNS TABLE 
Just as the 


1Leracure Will A bilciit 


bre yadsidk , oO 
1 






from another ST 
JOHNS and the stafi 
| pwr 


pians OF attack pet 


ted 









ie 
N 





i 


1181 





Get Catalogue 


St. Johns Table Co. 


Cadillac, Mich., U.S. A 


wt 
A 
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Dan-Dee 
Hampers 
with Loose 
Covers, and 
Dan-Dee 
Waste 
Baskets are 
more pop- 
ular than 


ever. 











It is well 
to antici- 
pate your 
orders 
several 
months 
in 
advance. 


ERIE ART METAL CO. 
ERIE, PA. 

















Think “Eyelets” 
Think “Barrett” 


We carry constantly 
in stock millions of all 
kinds of Eyelets, 
Escutcheons, Washers, 
etc., and can make 
immediate shipment. 


No matter what your 
wants in Eyelets, Bar- 
rett can supply you. 
Too many sizes and 
shapes to catalog. 
Send samples and let 
us quote our lowest 
prices. 


The Barrett Bindery Co. 


726 Federal Street, Chicago, UL. 























ink prints a differ- 


fler dresses per minute 
tatementa, tags, 
I r I \ hines cost $110.00 








iter THE ELLIOTT CO., Cambridge, Mass. 


rc) 6 ee 14] eases On my list Send me 
LJ I Add « Machine on ten days 
’ i . f 1 100 addresses from 

a} stenc If I do not 
days I will pay 


. z 


) eent and one 
stencils 


but send your local 
, ' 





ee ae ee 
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Piercecraft Products 


2 


=| 
= 
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a 


i} 





Hit 





S. K. PIERCE & SON 


STATION A. GARDNER, MASS., U.S.A. 


Catalogue and prices furnished upon application 


> Alli 





[ ADDING MACHINES | 

















HAVE YOU ENLISTED? 


AS A DEALER—YOU ARE INVITED TO JOIN 
THE MANY DEALERS NOW PREPARED FOR 
PROFIT ON ROSCO AND RAVENS- 
WOOD GLASS DESK PADS. 





When one considers 
the tangible value of 
these specialties and 
the saving of time and 
temper effected by 
their use, and the tes- 
timony of dealers who 
are already handling 
the line, he finds the 
saying “Goods well 
bought are half sold” 
applies with particular 
force to these devices 


“ROSCO” AND “‘RAVENSWOOD"’ GLASS DESK PADS 
are a convenience whose value cannot be overestimated For 
memoranda they provide a place which cannot be overlooked, 


because it is right in the line of vision of the man at the desk 





merit and 


DEALERS: These specialties have proven their 
a steady 


their salableness A display of them will prove 
source of profit to you. Write for information and descrip- 
tive matter. NOTE: Rosco and Ravenswood Glass Desk 


Pads are covered by U. 8S. Patent. 
Ravenswood Office Specialties Co. 
Originators of Glass Desk Pads 
West Ravenswood and Newport Aves., CHICAGO 











Chicago, III. 

H. L. Carpenter, who for some time has been manager 
of the Chicago office of the Moon-Hopkins Billing Ma- 
chine Company, with offices in the National Life Build- 
ing, has resigned that position, and has connected himself 
with the bookkeeping machine department of the Under- 
wood Typewriter Company at Chicago. 

Los Angeles, Cal. 

J. F. Ryan has purchased the interests of J. F. Herndon, 
transacting business as the Automatic Adding Machine 
Sales Company, with offices in the Union Oil Building. 

New York, N. Y. 

Henry Abbott, of the Calculagraph Company, has been 

re-elected treasurer of the National Association of Manu- 


The Monroe Calculating Machine Company has 
awarded the general contract for an alteration and exten- 
sion of its present factory. The extension will be a one- 
story reinforced concrete factory 

3 H. Love land, in charge of the Syracuse office for the 
Monroe Calculating Machine Company, has left that ter- 
ritory to work in conjunction with the New York office, 
having part of northern New Jersey and New York city 

Portland, Ore. 

A. C. McLaughlin, of the Portland, Ore., office of the 
Dalton Adding Machine Company, has joined the United 
States Marine Corps. He has been succeeded at Portland 
by C. C. Staum, formerly of the company’s Seattle, Wash., 
office. 

Providence, R. I. 
The Monroe Calculating Machine Company announces 


1 
} 


rie sale s in Provi 


that I. L. Brady will have charge of 
dence territory, with offices at Turks Head building. 
San Francisco, Cal. 
W. W. Erskine, California sales agent for the Dalton 


1 


Adding Machine Company, visited the northwest on busi- 


ness recently, returning about June 25. An increase has 
been made in the selling force: 
Santa Ana, Cal. 
Roy S. Horton, formerly sales agent for the Dalton 


Adding Machine Company at Santa Ana, Orange County 
is now Dr. Horton, eye specralist. His many friends wis! 
in his professional career. His territory has 


been placed under the jurisdiction of District Manager G 


Los Angeles County agency. bv W. W 


him success 


H. Seward of the 
Erskine, California state agent. 

Syracuse, N. Y. 

Creora G Schmucki, before the wat porte n 

onsiderable business experience, has 


taken charge of the Syracuse omee, Dill: ve Memorial 
building, for the Monroe Calculating Machine Company. 
Windsor, Ont., Canada. 


The Burroughs Adding Machine, of Canada, Ltd., has 
tock of $250,000. by 


lace Ss, and a man ol 


1 


been incorporated with a capital s 
Andrew J. Lauver, Jr., of Detroit, Micl 
Worcester, Mass. 

H. B. Parker will represent the Monroe Calculating 

Machine Company in this city, with headquarters in the 


Park building 
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ue & PERMANENT 





(ACTUAL 10c SIZE) 


Ink and eyesight are first cousins. Poor ink mean 
poorer e} ind worl Keller's American Black 
Writing I Lea b 10n any color of station- 
ery It quality has not been 
affected | 


the office, you will 
iting I uid fast black 
and bulk. In writ 


pens, at home ¢ 
American B k Wr 
Made in all sizes 
please ask prices 


For fountain 
find Keller's 
and permanent 
ing for samples 
THE ROBERT KELLER INK CO., Detroit, Mich. 
Mfrs. of Inks, Mucilage, Paste, Sealing Wax and Pat. Rubber Spreader Tubes 














Sell this 
Necessity Now 





















while the demand is at its 

height The Graphic Duplicator 

as an office help will be indis- 

pensa ble when the call to the 

It does he work of typists, 

printers i engravers Repro- 

» d forms, sketches, 

$ t I copies in 15 min- 

fies as ites Sa time 4% hours out 

N\ of s money—an inexperi- 

y } <8 enced | r girl can operate it. 

\ ' ; Cost ! ; 00 There is a need 

\ } ..\ for it in ry business and pro- 
‘ ff m the 


largest to 


De ale rs and Specialty Saleemen 
e for complete con- 

details, and latest 

Graphic Sales Stimu- 


Graphic Duplicator Co., Dept. D-7 


= West Broadway, New York City 
80 Ko. Dearborn St., Chicago, Ill 


t 





> 
—— 























Insure Perfect Service 


BANK PINS 
CUSHION PINS 


PYRAMID PINS 





Your pin orders will receive careful 
and prompt attention. Satisfaction will 
be guaranteed if you send them to 


CRESCENT BRASS & PIN CO. 
DETROIT, MICHIGAN 








QUALITY 
SERVICE 


SATISFACTION 


These three constitute our claims 
for your PATRONAS iE. 


f Merit. 
dependa- 


CARBON PAPERS « 
TYPE RIBBONS 
bility. 


STANDARD BRANDS, all tried 


and proven 


BUY Ql 
WE RENDER 
YOU, which means 
TION to both of us 


TALITY of us; 
SERVICE TO 
SATISFAC- 


YOU 


WRITE US NOW. 


International Carbon Paper Co. 


NEW YORK CBRICAGO 
206 Broadway 440 So. Dearborn St. 
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37 Years Making Display Fixtures 


YO SHOULD 
SEND 
FoR THIS CATALOG 


NO MATTER WHAT BUSINESS 
YOU ARE IN 


We make a set of Window Display Fixtures, that has been 
especially designed to suit your line of goods with which you 
can trim your windows most beautifully. We have over 50000 
of these sets in daily use. 


They are certainly a big help to the man who has to trim 
the windows, especially if quick changes are desired. Youcan 
make Hundreds of standard fixtures without the aid of a tool. 


?} MaxehYourSHowWinpows || Which 
Catalog 


Do You 
W ant ? 


Here are some of 
the different Show 
Window Sets we 
make. 
Set for Stationery. . .Windows 
WINDOW TRIM Set for Drug Windows 
500 N N Set for Jewelry .Windows 
ONKEN Set for Hardware. . . Windows 
pA ok Apmeta 4 Set for General Store Windows 
YOUNITS Let us know your business. 


We'll send right catalog. 


p4 
§ 
) 
& 
3 
. 
* 
7) 
“ 
- 
8 
M 
7) 
“ 
° 
z 
€ 
& 
rt 
3 
~ 
3 
§ 
1) 
3 
» 
z 


THE Oscar ONKEN CoO., 244 4th Street, Cincinnati, O. 














MARCHANT 


the figure machine 
The miller of today couldn't produce 
his fine flour by using a mortar and 
pestle—but some engineers, account- 
ants and statisticians still use a pen- 
cil instead of a Marchant Calculator. 
Don’t be a machine—use one 

Sent free for 30 days’ trial, in your 
office, on your work—no obligation. 
Write for the catalog. State nature 
of your business. 

MARCHANT CALCULATING MACHINECO. 
Dept. 05, Emeryville, Oakland, Calif. 





























OTHER MACHINES 


KEY, 














Chicago, IIl. 


The Duplicator Supply Company has been incorporated 


1 


with a capital of $1,000, by Frank B. McClun, George ( 


Lieger, and Andrew J ©’ Donnell. 

The Dictaphone Company has leased half of the eighth 
floor of the North American building for a term of vears 
at an aggregate rental of $25,000 

The Chicago Gun Tape Ce mpany has recently taken 
idditional space in connection with its remises at 187 
North Dearborn street As ; result of the new space 
the company has about doubled its store area 

Richard M Decke les nage! r Automatic 
Perecil Sharpener ( ! sited N¢ \ k and other 
castern cities a tew weeks ag 

Detroit, Mich. 
Frederick a Morse. al experience | tvpewritet! man 


has recently become manager for the Li taphone Con 


pany, with offices in this city 
New York, N. Y. 

The Cushman & Denison (¢ ompany ot New York has 
purchased the plant, selling rights. patents and good 
will of the Niagara Clip Company. and will continue to 
manufacture at the present Niagara | the 
being 

Philadelphia, Pa. 

| | McLaughlin, familiarly knowt ong his 
juaintances as “Happy Mac,” has allied himself with tl 
Polar Manufacturing Cor pany, whom | will represent 
for a large territory, including Canada, and west fror 
Denver to the Pacitic Coast Mr. McLaughlin will also 


continue to represent the lines of tl [deal Specialty 


Company at Chicago 
San Francisco, Cal. 
The Office Appliance Sales Company, under the mat 
agement of Caspar M. Brown, took over the agency of 


the Edison Dictating Machine in March last 


W. R. Brown, Pacitic Coast representative of the Mon- 
roe Calculating Company with headquarters in San Fran 
cisco, has moved his offices to larger quarters in the 
Lachman building on lower Market street 

F. E. Wilbur, manager of the office supply department 
of the H. S. Crocker Company, notes that the large pur- 
chases of mimeographs and all other kinds of office sup- 
plies by the United States War and Navy departments 
are being felt in the local market ( Ek Peacock and 
George Dow, representatives of the ofhce appliance de 
partment of that company, left June 20th for Chicago on 
a visit to the Addressograph Company’s factory there. 
This is an entertainment by way ot reward, both men 
having earned the trip by exceeding the quota of business 


assigned them 
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Gleich’s 
Handy 
Desk 


Jars 





in ja 


Gleich’ 5 Liquid Paste 


was subj¢ » a thorough test befor« 
ov. place 4 upon the n “ t, and is guarante oO 
be satis For use at office or home. It will 
not mol id} nor separate 
Put up in 2 oz. to 1 gallon jars. 
by hun tre is of first-class dé al rs 
We also manufacture hi rrade inks in all colors. 
l-g 


The ical Paste Co., Columbus, Ohio 


Now being sold 


oe nena 





| 
' 





The Strongest Thin Paper That 
Is Also Uniform a and Durable 


is the paper required for the exacting 
dem sl of the 


ny consists in using 


and unusual modern 


office. True econom 
paper that is right. Join Uncle Sam's 


Effici nc : by using 


( ‘OTps 


ESLEECK’S 
THIN PAPERS 


Indispensable for all manifold forms, 


bulletins, lists, Seciiasi and branch 
etters, as well as copies, records and 
eport Thev combine stout fiber 

the lighte icticable weight. 


JESLEECKS THIN PS 5 THIN PAPERS| 


MAC 
Bo runners "FACLS, MASS 





Ask Dept. O for Samples 












































$15 Profit For You 


lhat’s the average net profit you earn on 
every special envelope order we fill for you. 
\sk us for quotations on your next special 
| find out for 





















i smen to 
envelope or- 
banks and 

incial Institu 
o from law 

rokers and real 
men as well 

commercial 

Big profits 

t for you and 
trouble o fill 
lers We 





and mailing 


3 cetera tour 
I t durable and 
Vi and discounts 


hecuiine Riatuilinncs Company 


Minneapolis, Minn. 


ws" 














‘The Specialty House’’ 














ON JULY 10th 


EXISTING DISCOUNTS 

ON 

BRASS and STEEL CUSPIDORS 
WERE WITHDRAWN 


NEW DISCOUNTS 
ON APPLICATION 


The Ireland & Matthews Mfg. Co. 


Detroit Michigan 


H. E. HOOKER Chicago, Lil 
Pp WEBSTER CO in Antonio, Tex 
\M. P. HORN CO R t an Francisco, Cal 














] 


56 





CAPACITY 
is always a big 
-question with 
the buyer of an 
envelope-sealing 
machine. The 






Acorn-Thexton 


line provides a sealer for 
every capacity. There are 
four models which sell, re- 
spectively, at $27.50, $47.50 
$65, and $80. 

Write for our booklet, ‘Efficiency in the Mailing De- 


partment." It contains some worth-while information. 


Attractive Proposition for Dealers 


ACORN BRASS MFG. COMPANY 


531 South Clinton Street - CHICAGO, ILL. 














Refilling 
Composition 


THE HEYER DUPLI- 
CATOR COMPANY, 
manufacturers of Hekto- 
graphs Gelatine Duplicators, Film Duplicators and supplies, 
are supplying the stationery trade with Refilling Composition 
for use in filling Hektograph pans and Gelatine Duplicators 


of all makes. 
They are also in position to furnish the trade with Hektograph 


carbon paper and Hektograph typewriter ribbons at lowest 
prices. 

Domestic and foreign inquiries given most prompt attention. 
Write for quotations and circulars on these materials. 


THE HEYER DUPLICATOR COMPANY 


160 N. Fifth Avenue CHICAGO, ILL. 








OFFICE APPLIANCES 








ELSANE 


New Idea 
Card Index Cabinets 


These cabinets are 
entirely covered with 
fine, strong, black 
fancy line cloth. 
They are 
equipped with 
follower blocks, 
each of which op- 
erates on two cop- 
pered steel rods 














THE 
PRICE 
is very low 
The cabinet has 


the double ad- 
vantage of being 
low-priced and 
handsome in appear- 
ance. They give ex- 

cellent service and 

ell rapidly. Dealers 
are finding them good 
money makers. 


65-67 W. Houston St., New York 
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LOOSE LEAF 

















L. SAINBERG 











T P | Yy TO SELL THE REYNOLDS 
| A S F ENVELOPE SEALER | 
ecause it is so simple and durable it | 


makes friends for the dealer. Hun- 


dreds have been in use five years 
or more with- 


out a cent of 
expense for 
supplies or 
repairs. 


PRICE 


$35 


Size 7x8x14 
inches. 
Weight 21 








Reynolds Envelope Sealer Co. 
109 N. Market Street, Chicago justments, 





| 
| 
| 
| 


Bees 
Boston, Mass. 

Harry Copeland, of the Boorum & Pease Company, and 
Fred Brown, of Eberhard Faber, opened new offices in 
the Old South building, a modern office building on 
Washington street, on July 1. 

Chicago, IIl. 

C. A. Newman, until recently advertising manager of 

the Wilson Jones Loose Leaf Company, as been made 


manager of the Boiler-Kote Com- 


sales and advertising t 
the Fisher building. 


pany, with general sales offices in 
Mr. Newman was formerly sales promotion manager for 
Henion & Hubbell, wholesale dealers in power pumps, 
mining and mill supplies. 


The Loose Leaf, Binders’ and Rulers’ Division of the 


Franklin Typothetae has abandoned the plan of meeting 
at noon on two days of the month. In the future meet 
ings will be held in the evening of the second and fourth 

the 


Thursdays of the month. Meetings will be held at 


Great Northern hotel. 
Cincinnati, Ohio. 


John S. Gram, who is well known to the trade as a 
specialty salesman, has joined the sales force of the Sam’ 
C. Tatum Company, and will cover the territory formerly 


worked by W. R. Clarke, including all of the middle west- 
ern states. 


New York, N. Y. 


The Boorum & Pease Loose Leaf Book Company, on 
June 25, issued an announcement withdrawing all prices, 


on account of the advancing cost of labor and raw ma- 


terials. 
= . 
The Universal Manifold Company, manufacturer of 
loose leaf devices, is now located at 17 Crosby street 
7 « « 
The Smith Blank Book Company was recently incor- 
oncern is headed 


porated, and has entered business. The 
by Percy J. Smith, and has acquired the building at 7: 
Mr. Smith is connected with the Smith 


Spring street. 
family of Lee, Mass., paper makers For ten years he 
was a member of S. E. Vernon & Co., blank book makers. 
After the death of Mr. Vernon he sold his interest and 


went into business for himself 


St. Louis, Mo. 


The Sieber Products ¢ ompany, manufacturers of the 
Sieber System ol loose leaf books, has oved its i< 
tory and office to 335 Locust street, tl new quarters at! 
fording larger floor spac: 

Ideas have displaced words in flue ge men. That 
is One curious result of the war. The mechanism of life 

1 in the thought-levers that control sales 


has intensified 
as on the battlefield. The tests ar ke 


who survive.—Selected 


ner; the v ictory 


surer to the fittest, 


en 
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every day y use shears or kni in attempting to cut paper, 

care abe ard, cloth or leather The 

measures while it cuts, and cuts swiftly Three shear-opera- 
yns—measuring, ruling, cutting—done by this machine in 

4 moment The table of the Bradle is divided into half- 

nch section I 

lines cut ir 

wie 5S I 

izing the tl 

ope n 





Write for Circular 


Today Prices $1.50 to $40 








You Waste Precious Time and Material 





MILTON BRADLEY CO., Springfield, Mass. 


THE ONLI-WA NON-SPILLING INKSTAND 


For Draftsmen and Artists 


Every artist and draftsn » in your territory is a logical 
1er the Onli-Wa Non-Spilling Inkstand It is 

s tirely new and just what art- 

aftsmen h long been looking 

shown in the illustration, it 

y t th desk and cannot 
r tur Entirely eliminates 
It is « ical in shape, has a 
I ind is m ade of cast iron 
highly; lished bronze 


Lasts a Rothene. 


Attractive me: for 


Dealers and Jobbers 


This de ells quickly With 
t ] il if rease your sales 
The pri s low enough to in- 
or draftsman. 





THE ONLI-WA MANUFACTURING COMPANY 
DAYTON, OHIO, U. S. A. 











THE ONLY ADJUSTABLE 
POST-BINDER 
ON THE MARKET 


Here’s a simple device that enables the office boy 
to bind into book form “‘in a jiffy”’ any kind of loose 
leaf records. 


The “F-B” Loose Leaf Holder 











Pat. May 13, 1913. 
is adjustable to any distances between punch holes 
and to any size of paper. 


The retail price is $3.00 a dozen with liberal 
discounts to dealers. 


ROCKHILL & VIETOR 


Sole Agents 
Dept. ‘‘F-B’’ 22 Cliff St. New York City 
Branch: 180 N. Market Street, Chicago 














MR. TYPEWRITER DEALER 





ha yt 
our a st \ 
a ns is 
1 line TODAY 
be forwarded 
yn 


National Typewriter Exchange Co. 


110 BROAD STREET BOSTON, MASS. 





“MASTERGAUSE' 


The Dominant Carbon 


It is designed to do certain things and 
to do those things superlatively well, the 
dominant features being 

Extreme Wear 


Permanency of Records 


Manifolding Qualities 


Can a carbon paper be more versatile? 


principles 
ot experience, 


It is manufactured 
ind in accord with all the f 
a carbon to i 


its results. 


The proof of everythi 
used it is 


Where MASTERGAI SE 


always used 


Peerless Carbon & Ribbon Mfg. Co. 


UNITED STATES: 113 West Broadway, New York 


EUROPE CANADA 
39-40 Shoe Lane, 176 Richmend St., West 
London, England TORONTO, Ont ario 





LLL 


The Basket You Can’t ‘Destroy 





» The Massillon Wire Basket Co. 








It’s a DAISY 


asket the stead rt of 
hat pr es the mar 
i 






8 Sizes 3 Finishes 
Special sizes and f inishes to ord 
Also Umbrella Stands and 5 te. j 


Paper Tow el Basket 


Write for Prices 


No. 55C 


Massillon, Ohio, U. S. A. Catalogue on Request 
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SOMETHING NEW ‘FURNITURE 
Graffco 


> 
Ne) 7 1eiiey 20 fs 
VISE 

JUNIOR | JUNIOR SIGNALS 
VISE VISE Made to meet = oy ed 
SIGNAL SIGHAL ) fectlar’ size” Vise Signal 


Come in 12 colors and at 
same price 


















See cut above for comparison in size between Junior and 


Regular Vise Signals. : 
Graffco VISE SIGNALS are in use in the largest offices in the Chicago, Ill. 


> rs le t ‘nt stores, florists, hospitals, etaill shop . 

. San aan tone of bamnenn and inn duvets oa stuns aaa La Motte Atwood, manager ol the othece equipment de- 
trouble. Send today for samples. partment of Stevens, Maloney & Co., is the recipient of 

GEORGE B. GRAFF CO., 294 Washington St., BOSTON, MASS. a check for $75, sent to him as first award by the Art 

Mirs. of Grafico Index Tabs and Vise Clip Me tal Construction Company, -_ Jamestow n. \. Y.. on 





account of the work done by his department in the “bet- 
ter business show” event recently held at the store of 
Stevens, Maloney & Co., a display which Mr. Atwood 
arranged with steel and wood furniture and many other 








“BUMP” 


The New Stand Model 
PAPER FASTENER 
and PUNCH 


S now on the mar- 
ket and is win- 
ning instant suc- 
" cess. It can be used 
as a paper fastener 
at one end and at 
theother asa punch 
to accommodate a 
} in. binder post. 


devices in the office equipment trade. 








The Flexitfile Company, formerly located in the Web- 
ster building, has moved to new offices in Fifth avenue, 
near Madison street, thus bringing one more furniture 
concern into this district, to which a number already 
have recently moved. It is stated that the company ex- 
pects to carry a more general line of office furniture. 

Manhattan, N. Y. 

The Desk Exchange Corporation has been incorporated 
with a capital stock of $5,000, to deal in desks and office 
supplies. N. R. Green, E. A. Taylor and H. W. Fletcher 
are the incorporators 
A useful combina- 
tiem, Ack to see _ | St. Louis, Mo. | | 
sample Write now’. W. >. Cummings, formerly manager of the omnes tur- 

niture department of the Scruggs, Vandervoort & Bar- 


AS USUAL THE HAND MODEL aey store, has been appointed a special representative of 


The Globe-Wernicke Company, and will have charge of 


66 99 ; 
special work for that company at the St. Louis branch 


PAPER FASTENER San Francisco, Cal. 





‘ , ak Since the death of E. H. Prentice, president of the 
Is having big sale and is giv- a 
. P Phoenix Desk & Chair Company, the vacant office has 
ing satisfactory results. age 
am not been filled officially; but the business of the com- 
You should have both on dis- ee en cpiaialtheadh aakilh al “a ee 
| to satisf the increasin pany 1s conducted with the same smoothness as of yore 
play, y 8 by Mr. Prentice’s son. Unlike most furniture show 
demand for these models. gi Ki rit 
rooms, this company's quarters, located on the main floor 


of the Mills building, are extremely light and airy, be- 
BUMP PAPER FASTENER CoO. ¥ spacious Whik: poe office siaaic aan rts 


side Ss being 








LA CROSSE, WIS — 7 

SEYMOUR CONOVER, Eastern Representative do not consider this expedient, there is no doubt of the 

350 Broadway New York attractiveness of rows of shining oak desks glistening in 
the light 

Pad Your Own Stationery The Rucker-Fuller Desk Company, which early in the 


year acquired the business of the A. H. Andrew Com- 
pany in California, Nevada and Arizona, has now estab 


: Cut shows No. 1 Press filled 
Make up discarded —cement being applied AN 
lished a branch office in Los Angeles to look after the 


Stationery into in horizontal position. 
handy, usable 


scratch pads. 


GOLDING 
TABLETING 


} PRESS 


Let your office boy d your stationery and save money by and Montgomery 
i ith 





southern California and Arizona end of the business. 


The Yawman & Erbe Manufacturing Company will in 
a few months move from its old location in San Fran 
cisco to new quarters on Sutter street, between Kearny 


streets, where a building is now be 


eliminating waste on eads, letterheads, memo sheets and all office ing erected for the hous« 
forms. You can, with this Tableting Press, net a good profit by cutting your s : 
stationer and printing bills. Easy to operate—simple—strong—convenient. . r 
DEALERS There is a large profit in these office requisites——every office, . : 
school and printer a possible customer—sell on demonstration. F. W. Wentworth & Co. are about to lose the services 
Write for particulars. ¢ of H. Eisenmeyer, who like many patriotic young men 


the Army Medical 


GOLDING MFG. co., Franklin, Mass. of today, is a recruit and will join 


Corps in a few days. 




















: 
: 
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Manufacturers I 

m chants, professiona 

° men, you can print 

Copies * 20° aaa 
- any hand ritter 

Form Letters typewritten or ruled form, quickly and pe 

Ruled Forms} “'t® 

bullets! >OTOSPEED 

Price Lists _ fre 

Notices J STENCIL DUPLICATOR 

ght or kind of pape 


od tates card te 6 f ir pag 
folder. 


Price $30 with wee green 
for A. and-written ! type 
m~, a ‘n work 


nd for FREE TRIAI 
~ Complete OFFER, samp ! k 


















is The Rotospeed Co. 
: 1000 W. Sth St., Dayton,Ohio 
POTTTTTTTTTTT TEEPE 
Are You Our Customer? 


If not, we are both losing money. Our goods give 
permanent satisfaction. Give us a trial! 
Our brands of 


“SUMMIT” 
“APEX”’ “CYCLO” 


Carbon Paper and Typewriter Ribbons are re- 
nowned the world over. Investigate and be con- 
vinced. Write us immediately. 


UNION RIBBON & CARBON CO. 


Main Office and Factory 
Front and Laurel Sts. PHILADELPHIA, PA. 


QEEEEELEQUUEEEEQUCCERETTCUECE0ECCCES PETE EEREEEOREOROEEUODOCEUEOOEOEEEDEOEE ESS 


wit 


ye Bacestionel Opportunity 


is offered you in No. 193 The surprisingly low price 

vhich it sells and the margin of profit for the dealer make 
this typewriter desk 
an excellent leader 
for office furniture 


No. 193 is made 
of white oak Five- 
ply, built up, quar- 
tered oak is used for 





ou’ ll 
right to use super 
latives in describing 
No 193 when you 
have our price t 
and descriptive ma 


LT 


Write for deta 





ILLINOIS SCHOOL FURNITURE CO., Rockford, Illinois 








It is well worth your time to look into this case— 
the Best and Simplest on the market. 
(Carried in 21 Sizes) 


It holds one 
card im place 
as well as 
twenty cards. 


The only case 
in which Fol- 
der cards can 








Ordinary cards can be used, which does away with 
the expensive scoring or perforating and tabbing. 


We will send one Sample Case for 60c net prepaid 


to the ‘trade Money refunded ifn atisfactory 
Nor STAUDER ENGRAVING co. $s 


231 N. Fifth Avenue CHICAGO 











ADDING MACHINES 


Calculating Machines 
CLEARING HOUSE FOR ALL MAKES 


100 in Stock 


Thoroughly 
overhauled and 
rebuilt like new. 
Machines 
Bought, 

Sold and 
Exchan ged 
Write for List 
We want a represen- 


tative inevery town, 
Liberal commission. 


JAS. E. PLEW 


327 S. La Salle St., CHICAGO 











WELDON ROBERTS 
RUBBER ERASERS 


88 STYLES.FINE QUALITY. NEWARK NEW JERSE 


CORTAENET versus DOUBT 


a doubtful 

of constant 

You substitute certainty of satisfaction doubt by 
ling WELDON ROBERT’ KE rs exclusively, 
STYLES of Der t pecialists of 
a] ren . - = ‘ > ae only. 








GET A CATALOGUE 
——_— of 
Stationery Specialties 


Including 


. 





A 
~N 
D 
Cloth Covered Cabinets 
Desk Pads 
Other Money Making 
SPECIALTIES 





L. HOFFMAN. pond Lafayette Street, NEW YORK 


i] Place ll Sampie Order at Quantity Price 














Established 1875 ed 1900 Still at it 1917 


We Make Covers 


For Typewriting, 
Computing and all 
Other Kinds of Ma- 
chines Having Bright 
and Polished Sur- 
faces. = : 
OFFICE FURNITURE and WPREWRILER CON? 
everyining brigi 
surface shou id be so 
large tected. We are 





ar mat = turers of 
these a: oO mds and believe 
we ake the greatest 
quantity and variety 
Send us Sample or diagram of your article and we will quote you 
prices od mpeg pod mesgen sy 
Ne article too large or | m to make and figure upon. 


THE WILEY, BICKFORD, SWEET CO. 
The Wm. H. Wiley & Son Co. Division, 
HARTFORD - - - CONNECTICUT 
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BLANKS 


SIMONSON 
ADJUSTABLE METAL TIP 


for Cards, Folders, Card Indexes, 
Filing Systems, Follow-up, Check 
Files, Note Ticklers and all other 
purposes requiring an Adjustable Tip. 
Slips easily on and off 
but holds with firm grip. 
Has removable name 
slip, lasts indefinitely 
and does not mar card 
or folder. 
* Liberal Quantity Terms to Dealers 


Samples Free 
pra heed sate MALL 











Roger A. Simonson & Co. 


122 South Michigan Ave., CHICAGO 








Lithographed 





——_ Of Quality [= 


oy THE PRINTER AND STATIONER 


A COMPLETE LINE COMPRISING 


Stock Certificates 
Gift Certificates 
Certificates of Award 
Insurance Policies. 


Bonds - Diplomas: Checks: Charters.- 
Goes Corporation Record 


also 


Lithographed Cale ndar Pads 


GOES 2 7Hosraruine co. CHICAGO 


* SAMPLES ON REQUEST: 











and carbon hous« Che 








A New Writing Instrument 


The B-B Self-Filling Stylo 
The Stylograph Modernized 


Capillary Ink Channel 
Modern Filling Device 
Safety Screw Cap 










Send 
for Samples 
and Discounts 


Fully Guaranteed 


RETAIL PRICES: 
Self-Filler $2.00 Regular $1.50 


“We have put the Style in Stylo” 


BIRD BILL PEN CO. 
Dept. B 309 Broadway, New York 








RIBBONS AND CARBONS 














Chicago, II. 

Elrner W. Busch, formerly with the W. S. Tyler Com- 
pany of Cleveland, Ohio, on July 1 became co-partner in 
the firm of Dode G. Oberst & Company, dealers in type- 
writers and office supplies and loose leaf systems in the 
First National Bank building at 38 South Dearborn street 
Chicago. Mr. Busch has had experience in various line 
in the office equipment field 


Los Angeles, Calif. 


\ practical exhibition of patriotism in the present na- 
tional emergency has been given by a Los Angeles ribbon 
following letter to Mrs. Otheman 


Stevens, of Los Angeles Red Cross headquarters, illus- 


trates the loyal liberality to the cause of the Allies of one 
American producing concern 

“In regard to your inquiry as to the possibilities of sal 
vage in our business which could be used to advantage in 


taising money for the Red Cross work, the 


following sug 
cestion is offered 


“We disburse in the city of Los Angeles annually, ap- 


proximately, the following number of packages 
“Twelve thousand boxes of carbon papet 
“Three thousand dozen typewriter ribbons 
“If you can arrange through your committee to have 
] “17 


the boxes and spools collected and retur1 


pay you the following schedule: 


“Three cents each for every carbon pay Ox 

“One cent each for every riboon box 

“One cent each for every ribbon s; 

“This will amount to $1,080 per year revenue for the 


Red Cross.” 


hers of Los Angeles 


lt is suggested that the stenograpl 
be enlisted to act as collectors for this work. It is ex- 
pected that the offer of the company will be a 
‘epted, and will pave the way for many similar offers by 


other office appliance is throughout the Pacific Coas? 
region for similar patriotic service [r 


has hare of this br ancl ot the Red (ros work, is Wiit¢ 


rf t! well know literary nd ima tic of the 

er papers o1 e Pacific Coas i s also a staft 

cont utor to the Cos ylitan an HH st's magazine 
Montreal, Quebec. 

The Wilson Carbon Paper Company, Ltd., has been 
incorporated hi th a capital of $10,000 by Edgar ( 
Budge, of Westmount, Quebec; Charles G. Ogden, Harry 
A. Ellis and others of Montreal. Tr] ompany will 
manufacture typewriters, carbon paper, etc 

Schmidt Sells Interest. 
ling interests in the 


Henry Schmidt has sold his contr 
Fulton Specialty ( mpany of | lizabe th, N (& to E. Rog- 


ers Underwood, formerly local manager for the Pitt 


burgh Plate Glass Company in Brooklyn 


Fulton Company manufactures rubber stamps, p ds, sig 


«il 
markers. business outfits, etc. Mr. Underwood becomes 


President of the company, 
remaining as Vice-President and in 


Mr. Schmidt for some time 











\dvisory capacity. 
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S PURGIN’S RUBBER-TIPPED COPYING CLOTHS 


- 9 ae 





| Non- 
| Fraying. 


Long- 


Made of best white twill, especially finished for us without the use of 
lime. Ends tipped with permanent, flexible rubber. Adapted to any 
copying bath or wringer, 10 standard sizes. Trial dozen 9x12,—75c. 
10x12—85c post paid. Quantities cheaper. Ask for sample. 


SPURGIN MFG. CO., Inc., 304 West 69th St., CHICAGO 


Wearing 








RELIABLE TYPEWRITERS 


Thoroughly Rebuilt Type- 
writers of all standard 
makes at as low prices as are 
consistent with honest work 
and good quality. 

All machines guaranteed 
against defect. 

Courteous and prompt at- 
tention to correspondence. 


Special terms and in- 
ducements to reliable 
merchants and agents. 


We respectfully solicit your inquiry. 


HARRY A. SMITH TYPEWRITER CO. 


MANUFACTU RERS—REBUILDERS 
Special Export Dept., 231 N. Fifth Avenue, Chicago, Ill., U. S. A. 











Adams 
Ideal 
Book 

>». Ring 


For Perforated Sheets and Binders of All 
Sorts—The Ring with Unlimited Uses. 





quickest operated and most satisfactory ring 


The simplest, 
sheets and binders of all sor 


ever invented for perforated 
Allows the sheets or binder to 
The enlarged joint keeps the ring right side up in 
to be instantly opened When closed, it is securely locked 


perfectly flat when opens 
position 


The Adams Ideal Book Ring is made with nicely rounded 
to mar the furniture It is 


corners and no sharp edges 
yperated binder is wanted 


used wherever a cheap, quickly 
f the best key rings on the 


The Adams ring is als 
* taken off in a jiffy 


market. A key can be put on 


These rings are made in five sizes Inside measurements 
No. 0 Diameter % inch No. 4 Diameter 2% inch 
No. 1 Diameter 1% inch No. 6 Diameter 3 inch 
No. 2 Diameter 1% inch 
Our g is a handled by leading stationers, to whom 
cuts for illustrating catalog w be furnished, on request. 
If | } irry them, r through your jobber, 


HENRY T. ADAMS MFG. CO., Inc. 
6796-6798 S. Chicago Ave., Chicago, U. S. A. 











TRINITY CARBONS AND RIBBONS 
LET US SELL YOU SOME 


CARBON 
PAPER 
SERVICE 


A two cent stamp will get us together. 
Standard Carbon & Ribbon Co., Inc. 
New York City 
Business as Usual During Alterations to Map of Europe 
evacausenuevnaceneacenenuseaceengnneenneceescsoesneeeaceeegnty 


SUQUECEESECEUOECEOQUCHUEEOLOREREOOOESCROOROGOROOROROOUOORONOOEONOONOR® 


SSULEEEEEQEGUAEQUGUAGGUSEEESEGGENEEREREEEOEGOOECUESOCCORELESEROEOROGSCOREEOEOOGEEEOEOOR SERINE 





THE STANDARD OF QUALITY 


Now! right now, is the time to place 
your stock order for envelopes, file 
pockets and vertical file holders. 

FiberstoK products are made a little more 
carefully and the stock is a little more costly 
than others. But—they don’t cost you any 
more ; in fact, just now, a little less. 

Investigate! Catalogue and Samples 
should be on your desk Now! 


NATIONAL FIBERSTOK ENVELOPE CO. 
34 to 40 East Allen St. Philadelphia 























vell-known mill 


We have the exclusi 
LL STATIONERS, pa Aca we pro Sof 
whi pecializes on 


Medium Priced 
Typewriter Papers 


Goods can be shipped 

from stock or direct from 

in original packing 

or imprinted, as desired 

Alwa the same, no 
onds or ends. 

HAMILTON CARD 
and PAPER CO. 


27 Greene St., New York 
ON "APPLICATION 











SAMPLE BOOK 
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Alice M. Mallonee 
Stratton, Maine 


Manufacturer of 


STEEL TYPE 


FOR ADDING MACHINES 





I am continuing the business estab- 
lished by my beloved Father, the 
late J. D. Mallonee. 













CURRIER STEEL DRAWER FILE 
The only all steel stationery file that sets inside 
the desk drawer When out of use it's out of 
sight. Pays for its cost, and is indestructible 

Saves — Stationery, Carbon Paper 
Drawer Space, and Operator's Time. 
Removable, adjustable trays, longest 14 Inches 
Finish Olive green to match other steel office 
Large profits. Write 
Minneapolis, Minn. 
32 Beaver St., N. ¥ Exporters 





Patented 
Exclusive agency and sales heipstod alers 


CURRIER MFG. CO., Boston Block, 


furniture 


Cosmopolitan Commercial Co., 








Grasp This Opportunity 


to sell the kind of product that makes customers of pros 
pects, and friends of customers Every up-to-date salesman 
or professional man nowadays travels with a portfolio. Musi- 
them for their scores, 





clans us¢ 










and lawyers safeguard their 
briefs in them Help vour 
customers keep an kind of 
papers clean indi’ neat in 
THE HANDY PORTFOLIO 
It is tough grain cowhide 
finished is mooth is 
silk Wi stand = the 
hardest usag: Sewn 
with b t vaxed n 
en thread and re- 
inforced it scam 

ends Both ittract 


and invaluable 


THE CLEVELAND LEATHER GOODS CO. 
Ask for 24-28 Nobile Court, N. W. 
Catalog No. 22 Cleveland, Ohio, U.S. A. 












Is superior because ONE SIMPLE, NOISELESS OPER- 
ATION solves any problem in Multiplication, Division, 
Percentage, Pro Rata, Pay Roll Calculation. Extensions, 
Profits, Interest, etc. Other machines require a NOISY 
operation for each unit in each digit: that is, it takes 18 
noisy operations to multiply by 99 on the other machines 
but only one SILENT operationon the Superior. Used 
by the largest institutions, replacing $300 machines. Prepatd, $7 50 


LEISHMAN ARCASCOPE & SUPPLY COMPANY, OGDEN, UTAH 








Space Is a Factor 


in most offices. Making the most of present space 
and eliminating waste motion on the part of the 
stenographer is the work of the 


BYRON 


Typewriter Cabinet 


s The Byron will contain with- 
” in easy reach every conceivable 
5 sort of utensils and supplies 

used by the stenographer. 





Show your customers how 
they can make typewriter 
equipment pay dividends. Our 
catalogue tells the story. Write 
for it 


Byron Typewriter Cabinet Co. 


33 Washington Avenu 








e 
Floor Space Mt. Clemens, Mich., U. 8. 




















Ji; 
Bostcn, I[iass. 

Fred Brown, of [E-berhard Faber, and Harry Copeland, 
of the Boorum & Pease Company, opened new offices in 
the Old South building, a modern office building on Wash- 
ington street. The new headquarters were opened July 1. 

Chester, N. Y. 

The Chester Novelty ( ompany, Ine ‘ h: o! inized to 
manufacture penholders, with a capital of $12,000. R. Mc- 
Cormick, J. S. Murray and FE. D. Feldman, all of Chester. 


are the incorporators 
Chicago, Ill. 
Eversharp Pet 
been moved from 122 South Michigan avenue to the 
Wahl Adding Machine Company, the 


heen Tli¢ reed. as annou 


The executive offices of the il Company 
l 


have 
new tactory ot the 


two companies having nced in the 


last issue of Office \pplian es 


Kansas City, Mo. 


(,corge H. Kraker. president of the Kt iket Pen Com- 


i 


pany, has announced that his company has arranged to 


appeal from the recent decision by Judge Landis in the 
United States District Court at Chicago, against his con 
pany ina patent cas¢ The text of the decree was en 
in the June number of Office Appliances. Mr. Kraket 
states that as a matter of ct no pens that his company 
manufactured since July 1, 1916, were questioned in the 
present suit 

\ burglar recently entered the stations e oft Da | 
Feiner, 1145 Fulton street, and got away vitl about S60 
worth of fountain pens he store was | while Mrs 
Feiner was absent for a moment at the telephone. 


Philadelphia, Pa. 
] } 


Pencil Company has bought 


The Blaisdell 


the Advertising 


Advertising 
Pencil 


company 


Exchange of this citv. and the 


consolidated will be known as the Keystone 


Manufacturing Company 


St. Louis, Mo. 
_— 


Sales Company has be: 


Pencil 


The De Luxe incorporated 


a capital stock of $25,000, to engage in the fountain 
John E. Bishop, C. R. Crock- 
Charles A. Thompson and D. S. 


incorporators, the last named 


with 
pen, pen and ink business 
well, Otto E. 
Landu of Chicago, are the 


Sonnenberg, 


gentleman holding the majority of the stock 
Toledo, Ohio. 

Ed. Shanks, assistant advertising manager of the Conk- 
lin Pen Manufacturing Company, has been selected secre- 
Advertising Club 
Washington, D. C. 


by the United 
7 


tary of the Toledo 


States 


to the Gem 


Among recent patents allowed 


patent office was one granted on May 8, 191 
Fountain Pen Corporation of New York. This patent cov- 
ered a lever self-filling fountain pen. The pen is made so 
that a one-piece bar, rigidly fastened within the holder, de- 
presses the sack throughout its entire length by the action 
When the lever 


of the lever upon the bar. bar is released 


it springs back in place with a snap 
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E Mii AEMODRRAEGADONMEL TEDAREONI LEA LETELE AUULLLEAGOAECALA LEAMA OOtBS MENT Lant Hit AEPERDROLERBLALA 0 11044 
z $6 9 
 PELOUZE “5s TANDARD POSTAL SCALE 
With Adjustable Beam and Interchangeable Dial 
A FINE wire on the sliding poise indicutes the cost in cents on all different classes 
of mail matter. 
The beam can be instantly turned by the hand to any angle, so that th- dial 
= can be easily read from any position. 
In case the postal law should change at any time, a new enameled dia. can be 
mailed and inserted by anyone. This insures a perpetual scale. 
All bearings and pivots are made of tempered steel and are absolutely guaran- 
teed. All mountings, including the platform, are beautifully nickel-plated. 
page ae SIZES For Sale by Leading Dealers Everywhere. 
oO. fan 
= cH nds 
: Cams 2 PELOUZE MANUFACTURING CO. 
3 Capacity 4 pound 232-242 E. Ohio Street CHICAGO 
San HUG i UC LA 











The Eraser Used by 
ato OMe Mh ClohUcsmii ica: FEATHER WEIGHT EYESHADE 


The shade that ames your eve 


Ths qhade thet taken your oy | GEM KANTLEAK 
Healthiul. "No metal orate Durable, Hygientc | LEVER SELF. FILLER 





bind the head. Opaque for artificial light 














lransparent for nat lune 26,1917 

ral light. Lies fat when | 

vane —- being erumed 

nest < Y $7.50 Per Dozen 
re rt. Dp > th Vis r . = - 

wpter en ether aes | Send YOUR order 


|| today for the fastest 


You Don’t Want 
An Eraser That 


Smears and Smudges 


1 7% 
it makes jy lose 


The Featherweight 
Eyeshade Lo 
Merchantville, N. J 


elling fountain pen. 











The National Standard 


that 











ween e rou on pide | ‘ ie 
blade s disappear wher 1S¢ Acme Gold Pen Co. 
ue Established 1884 


RUSH ERASER Manufacturers of Fine Gold Pens 


’ went es ° + fn, , 
of 10,0 I I r t | 
, Pe - 
, i I t t i} 
¢ ‘ 
| 

















| 

; 14Ke. gotd Gold Pens for Fountain Pens a Specialty. \} a 
plated comple sent prepaid for 50c, Repairs on Gold Pens, Fountain Pens, \} Supreme In Serviceability 
and dealer's name. Pencils, etc. promptly attended t 1] 
AGENTS, DEALERS~— Our quick Sales EXPORT TRADE SOLICITED 
Plz ‘ bi t Write for it. ‘ ° 

ee Se 17-27 Vandewater St., New York ‘|| Gem Fountain Pen Corporation 
RUSH ERASER COMPANY ||| 59-61 Park Place New York, N. Y. 











SA & K Building Syracuse, N. Y. iI 






































BE SURE R43 ok i? BRESEES © 


avid Cyr t, the the Alamo, hit tl 





right, then 


d engineers surely are right wh« 


VAN DYKE DRAWING PENCIL 


Symbol o! Quality 








EBERHARD FABER - - ~ NEW YORK 


Oldest Pencil Factory in America 
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Your business is 
vastly tco important to be 
fepresented by anything lets than 


WIGGINS 


Peerless Patent Book Form 


CARDS 


Ask for tab of specimens; detach them one 
by one and observe their clean cut edges 
and the superiority of Wiggins Engraving. 
THE JOHN B. WIGGINS COMPANY 
Paps 2 « Established 1857 
Engravers Plate Makers Die Embossers 
1104 S. Wabash Ave., Chicago 
(Downtown office Peopies Gas Building) 








HIGHEST EFFICIENCY 
IN THE DISTRIBUTION OF YOUR CORRESPONDENCE 
CAN BE OBTAINED 
BY USING 


The Bristow Radial Distributor 





MODEL 8 PRICE $5.00 
Clears the Desk of Baskets and Trays 


The above cut illustrates our Model 8 Distributor when fully 
set up. Any number of compartments less than eight are ob- 
tal by leaving out some of the partitions, all of which are 
removable or insertable at will. Size of base, 12in. x 6) in. x 
3% in. All metal construction—finely finished. 


An Indispensable Feature of Every Well Equipped Office 


If the size shown above is not suited to your needs send for our 
circular illustrating the other sizes. 


Liberal proposition to dealers and office outfitters. 
FREDERICK BRISTOW 
S54 Lawrence St., Newark, N. J. 








TYPEWRITER RIBBONS 


Our typewriter ribbons give excellent satisfaction 
because of their durability and clean writing quali- 
ties. Write for Dealer Proposition. Your own pri- 
vate brand, guaranteed quality, reasonable prices. 

CANODE & HUNT MFG. CO. 
536 South Clark St.. CHICAGO 











Why Is the 
PEERLESS the 
BEST moistener? 


Ask any user—Marshall Field & Co., 
John M. Smyth & Co. and thousands 
of others—and they will tell you that 
we have the BEST article of 85 

its kind on the market to-day. c 


Patented Nov. 22, 1904 . : 
Patented June 16 iol Simple, Useful and Economical 
Used for moistening stamps, envelopes, labels and fingers in handling 


currency. Foreign business given careful attention. Advertising matter 
sent in Spanish if desired. 






Write for particulars. Sample sent on approval. 
PEERLESS MOISTENER GOMPANY 
826 S. Claremont Avenue Chicago, Ill. 























A new catalogue recently issued by the Melton-Rhodes 
Company of Greensboro, N. C., contains thirty-two pages 
and 1s made up in coat pocket size. This catalogue lists 
the Melton-Rhodes Company's line of filing cabinets, card 
cabinets, desk and card trays, follow-up files, vertical let- 
ter trays, stationery cabinets, drawer cabinets, typewriter 
tables, sectional bookcases, sectional filing cabinets in dif- 
ferent combinations for cards, letters, documents, etc., 
card index cabinets for regular card work and for com- 
mercial reports, storage sections, cupboard-roller and 


sliding shelf, and miscellaneous sections. 


“Lessons in Practical Penmanship” by H. P. Behrens- 
meyer, is a little booklet issued by D. L. Musselman of 
Quincy, Ill. This book contains all the necessary move- 
ments which are taught by expert penmen to their pupils 
to give them the proper practice in penmanship, including 
clear directions as to the holding of the pen, the attitude 
at the desk, and the practices necessary to accomplish 


best results 


rhe Berger Manufacturing Company, of Canton, O., on 
the front cover of a recent folder, shows a picture of an 
attractive young woman holding up son letters. Her 
query is, “Where do you transfer letters?” Other human 
interest illustrations show the features of the filing units, 
while the copy beneath each cut explains the uses of the 
files. 


The Imperial Methods Company has issued a new 


dealers’ price list on filing cabinets and supplies—bearing 
the stamp of the National Stationers’ and Manufacturers 
\ssociation—effective July 1, 1917, covering its entire line. 


Cincinnati Furniture Exchange Adjourns. 


Unseasonable and cold weather prevailing, the June 
meeting of the Cincinnati Furniture Exchange was not so 
well atten led as ts predecessor \! ‘ hirmer, second 
vice-president of the Exchange, preside the absen 
of Henry A. Sprengard, president. Seven of the directors 
answered the roll call, and eight were absent. The secre- 
tary read a communication from the \ s Commercial 
Agency, which was ordered filed, as was a letter from the 
Department of Commerce. The resignation of the C. R 
Hall Lumber Company was accepted. The July and Au- 
gust meetings were dispensed with in agreement with tl 


constitution. 


\ motion made by John Dornette, Jr., and seconded 
by George Zurborg, that a voucher for $1 be drawn 
favor of the Entertainment Committee to meet incidental 
expenses of the outing, was passed I xchange was 
adjourned by the chair to meet in Ahlbrand’s Hall on the 
second Tuesday in September. Buffet lunch and a social 


hour were then enjoyed. 


The Corona Typewriter Company f California has 

been incorporated at San Francisco 
] 

of $10,000 by J. R. Bierma, G. B. Pelton and L. H. Honey. 

















July, 1917. OF FICE AP PLI AN C ES ; 165 

















The O. K. Manufacturing Co. 
Syracuse, N. Y. 


Stationery Specialties. Sole Licensors and Makers o7 


The WASHBURNE “O. K.” Paper Fasteners 
The SANITARY “O. K.”’ Erasers 
The RIES “O. K.”’ Letter Openers 





























SCIENCE HAS CONQUERED 


Why drudge, suffer and despair ‘‘telephon 





ing THERAPHONE Standard Hy gieni 

Ear-piece meets the varying conditions of all 

ears; is a gem for noisy places, for the busy, Price to dealers $1.20 per dozen—postage extra—weight two pounds. 
the nervous and the deaf, matchless for The only brush that will clean all parts of machines. Small end cleans type, 
voice recognition, economy, comfort and large end cleans in between keys, under carriage, the type rods and all hard-to- 
health prevents eee shocks and get-at places. Total length 14 inc no All bristles. 

abates the shouting and spelling nuisance . : . 

1 HERAPHONY produces “dependable re- Adopted by Business and Public Schools, Public Institutions, Hospitals, U. S. 
ults. Get Bul. No. 2, quantity price and Government and City Departments and the Largest Concerns in the Country 
aisce n g 

discount CLEANALL TYPEWRITER BRUSH CO., Mfg. of Wire Twisted Brushes, 946 TELLER AVE., NEW YORK 


THE EVOLUTION PHONE CoO. “seg 48 Greenwich Ave., New York 


The Brainy Desk Workers Need Aid 




















Noiseless Automatics Way ou need a sy will ion at. your desk— 
eep all papers on one subject place tantly availa neces- 
a Sitat the bow my ot panels 
THE LASTI NGLY EFF shennan WAY instant-Capecity File 
Does This 

lor attat hing and base-cushion1 your type writers. Be- oe tig Bens jaok. Sond 
sides its advantages of construction, 1t saves you money for ‘the number necessary 
Every typewriter user will be interested in our proposition mass width of pe Sages 
increase your efficiency and 
Write for full particulars work output. Prfce $1.75. 
Post »P aid Money back 
° guarante For sale by all 

The Speed Key Selling Agency t class dealers 
of New York, Inc. shiveins diesen tis tid aaa. The poe Pub. Co. 
25 envelopes, bills, invoices 27 E. Monroe St., Chicago, Ill. 


90 West Broadway NEW YORK, N. Y. statements, orders, et 

















The —— Line “‘APT-ER BRAND RIBBONS AND CARBON PAPER” 


Watermans{c Our type bi er ribbons are durable, brilliant in color and 





Ideal fountain Pen produce that sharp,clean cut write that you are looking for. 
We are fa fs for a few more good live jobbers to handle 


our line. If you are that “‘live dealer’’ it will pay you to 








Self-Filling, Safety, “s ket and Regular Types. communicate with us. 
L. E. Waterman Company, 191 Breadueg, New York APTER BROS. MANUFACTURING CO., 412 So. Sth Ave., CHICAGO, ILL. 
Boston licagé San Francisco Mon 














FOR BONDS : a SECURITIES 


FZ efor, 
AND ‘Ss AND ALL 
Fees STOCK CERTIFICATES — PAPERS OF VALUE 


, 
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—JELBT FE) BEEKMAN SIREET NEW yeRn, Te hi 
PAT : CAS CLASS & CA ASS 
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(ESTABLISHED 1899) 


Manufacturers of the 


| TODD PROTECTOGRAPH CO. 





Protectograph and 
Protectograph Check Writer 
(Tedd Patents) 

Peerless Check Writer 
PROTOD Registered Checks 


World's Largest Makers of 
Check Protecting Devices. 


1129 UNIVERSITY AVE. 
Rochester, N. Y. 
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Drawing Inks, Blacks and Colors 

Eternal Writing Ink 

Engrossing In 

Taurine Mucilage 

Photo Mounter Paste 

Soowtne Board and Library Mucilage 
aste 

Liquid Paste 

Vegetable Glue, etc., eto. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Prices give 
good profits. 

Consumers, emancipate yourselves from the use of 
corrosive and Ill-smelling inks and adhesives and 
adopt the Higgins’ Inks and Adhesives. They will 
be a revelation to you. 





We protect the trade by referring 
all orders and inquiries thereto. 
CHAS. M. HIGGINS & CO., Roified’ ints ana wageurers 
Main Office and Factory, Brooklyn, N.Y.,U.S.A. New York-Chicago-Lendes 














THE THREE “RIVAL” FOUNTAIN PENS 


OPEN 

NBW RIVAL SELP-FILLER Pen is filled by simply turning the collar 
te center of barrel to opening. Press hard rubber bar, release and pen is 
filled. No metal parts to corrode or to rot rubber sack. Has all the good, 
reliable features to be found in any of our pens, plus the special advantage 
just mentioned. 





RIVAL NON-LEAKABLE—Perfect fitting, air-tight Joints form a per- 
absolutely non-leaking writing iastrument. Can be carried in any posi- 
téon without leaking. 





RIVAL DROPPER FILLER—From No. 1 to No. 8 plain, chased, gold 
mounted with bands and sterling silver and gold QOlled filigree mountings. 
Very appropriate for Holiday trade. 


SPECIAL FACILITIES FOR REPAIR WORK. 


Catalog fllustrating our full ae. and giving Prices and Discounts will be 
Sent to dealers on request. WE LLY GUARANTEE EVERY PEN. 


Retabtienes 1884. 
D. W. BEAUMEL & CO., Inc. 


Office and Factory, 17-27 Vandewater St., New York 
PORBIGN TRADE SOLICITED. 




















HOUSE ORGANS 

















June, 1917 
Broth- 


the Bleakly News for 
It is published by Bleakly 


Volume ;. No s or 


has recently appeared. 


ers, stationers and dealers in office equipment at Camden, 
N. J. The little organ covers the lines handled by this 
concern, including tiber waste baskets, inkstands, wood 
and steel desks, cabinet safes, loose leaf and blank books, 
papers, pins, pens, clips, chair pads, stamp moisteners, 
stapling machines, inks, fountain pens, etc., etc. This 
little house organ is edited by Fred B. Hutchinson. Its 


frontispiece bears a picture of the Bleakly building in 


Camden, showing the lines in the windows of the store. 

The June “Graphite” contains a leading article on “The 
Painting of Standpipes of Waterworks” and is well illus- 
trated, as usual, throughout. A photograph of a loving 
cup presented to Arthur K. Ingraham after nearly half a 
century's service with the Joseph Dixon Crucible Com- 
pany is accompanied by a brief sketch of his service in 
various sales capacity. 

The Safe-Cabinet Company of Marietta, Ohio, in its 
June issue of “Ammunition” devotes a page each to such 
features of modern merchandising as “Small Town Busi 
ness Methods,” “Window Display,” and a description of 


+ 


National Blank Book & Supply Company’s exhibit at 


Show 


the 
the Akron 


Business 


“N C R Headquarters Bulletin No. 1” features the 
nation-wide contest of the National Cash Register Com 
pany, showing a map of points touched by the campaign 
and photographs of six of the leaders. “The N C R” for 
the concurrent week describes, in type and_ pictorially, 
the American Museum of Safety and its work in the 
direction of better protection for workers 

The May-June number of “Globe-Wernicke Doings” has 
a snappy initial editorial on “Competition”: “Competitio: 
is to existence what gasoline is to an automobile” is ©1 
pungent sentence \nother quotable footnote reads: “A 
good salesman counts his success not one by the total 
of his sales checks but by the number of customers he 
has turned into friends.” 

‘The Protectograph Weekly Bulletin” for June 1 has 
a thoughtful article by H. B. Williams on “How to Be- 
come a Master Salesman.” “Confidence ‘Thought” and 
‘Approach” are key-words to his argument. Other inte 
esting articles are one on sales methods and _ require- 
ments by H. B. Midkiff and “A Texan’s Idea of Service’ 
by O. L. Barnes. There is a two page color “spread” 
featuring the photographs of the leaders in the current 
salesmen’s contest. 

All of the current hous organs reflect the patriotic 
spirit, both matter and color styles. It is strong proot 
of the loyalty to the nation of the equipment field 
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THE EUREKA BLOTTER BATH and THE EUREKA SANITARY COPYING CLOTH 


constitute a perfect sanitary system of letter 
press copies. The impregnated stone composi- 
tion bath affords an absolutely even distribu- 
tion of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The 
wire net in the composition makes the bath 
practically abocciehiie . They are furnished in 
all sizes from correspondence to waybill. 

The patent chemical surface cloth which we 
furnish with non-raveling edge, insures clean 
cut copies. 


There are more Eureka baths in use than 


all others combined. 
Sold Exclusively Through Dealers 
Write for the Eureka Booklet 


THE EUREKA BLOTTER BATH COMPANY, 6215-17-19 Wentworth Ave. CHICAGO, ILL., U. S. A. 


























GOLD PEN S--Al Shapes and Styles “ARGUS” PEN AND PENCIL CLIP 


Try our new model pen and pencil clip. Cheapestclip with ball point. 














Imprint Prompt » Made in two sizes, from 
Worka Repair w rust - proof spring eran. 
eae: ‘ service # nickel plated an ighly 
Specialty Service » finished. Will fit any size 
All makes Gold, Fountain, Stylographic Pens. Pencil Cases perfectly < fountain pen and pencil. 
repaired and returned day received. Satisfaction guaranteed. x Write for prices. 
GAYDOUL GOLD PEN CO., Inc., 56 Joha St., New York ARGUS MFG. co., 128 S. Honore St., Chicago, Ill, 











ag peng agen Ne la eed ee 


The PERFECT roll is guaranteed to contain 250 
linear feet The stock is white wove, hard sized 
writing, 18 pound folio, free from lint or dust 

We manufacture small rolls of every description 

At ] -3 q Os : Write for prices, giving us your specifications 
GEORGE IRISH PAPER CO., Manufacturers 


Guaranteed for Two Years 21 River St., BUFFALO, N. Y. 
CANADIAN HOUSE Monarch Paper Co., Ltd 


RUSSELL E. BAUM, Bourse Blidg., Phila., Pa, 79 Spadina Ave., Toronto, Canada 

















Either Agency or Price Protection Proposition 


C.INCH PAPER CLIPS 

Their simplicity accounts for their inexpen- KEYSTONE CARBONS 
siveness and great adaptability. AMITY RIBBONS 

Try a few prepaid at these prices: 1,000, 35c; For All Purposes 

5,000, $1.50; 10,000, $2.75; F. O. B. Buffalo, poe 

bulk, 100,000 clips, $8.75; 500,000 clips, $42.50; R.A. BECK, GENERAL SALES AGENT 


$8./5 5 
727 South Dearborn Street, CHICAGO 





1,000,000 clips, $82.50. 





Life Size THE BLACKHALL CO., Buffalo, N. Y. | New York, New Orleans, Los Ar yeles 
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LL PLO OLLI AL” 
This Typewriter Brush Sells Rapidly Because 


it is made right and the price is right. The bristles are non-breakable. The 
tapering end permits the brush to be inserted in the smallest openings without 


ecratching the enamel. Retail Price per doz. $3.00 


nono =) 


MORTON'S Washable Bristie 
TYPEWRITER CLEANING BRUSH. 


Send 20c for sample postpaid and ask for dealer's terms. 
MORTON MA MANUFACTURING CO., Louisville, Kentucky 


OE LBD BBB OOOO 


TTT EEE 


The New McM Flexible Post Ledger 


has variable capacity of from one to one thou- 
sand sheets or up to full six inches of expansion 
as shown. To open or lock you simply press one 
of the levers. An attractive efficient device. It 
operates instantly and is thoroughly adaptable 
to your work. 





Steel Die Business 

and sosaiee Stationery. High grade 

stock ond work. Buy direct from makers. 

Samples and beers gladly furnished. State kind 
ofsamplesdesired. The American Embossing Co., Buffalo, N.Y 














Write for Circular or Ask Your Stationer 


McMillan Book Co. Syracuse, N. Y. 


Ee 
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Paragraphic Record of Recent Inven- 
tions in the Office Appliance Field. 














Copies of any one of these patents can be obtained by 
sending 15 cents in stamps to E. G. Siggers, patent lawyer, 
Suite 33, N. U. Building, Washington, D. C., and mention- 
ing Office Appliances 


1,206,035. Indicating and Recerding Mechanism Reinhold 
Schmidt, Berlin, Germany, assignor to Richard Bauchwitz, Ber- 
lin, Germany 

1,506,039. Typewriting Machine George A. Seib, Lion, N 
Y., assignor to Remington Typewriter Company, Ilion, N. Y 
a corporation of New York, 

1,206,059 Calculating Machine Charles Wales, New Haven, 
Conn., assignor to the White Adding Machine Company, New 
Haven, Conn., a corporation of Connecticut. 

1,206,072. Typewriting Machine. Sukeshige Yanagiwara, 
Brooklyn, N. Y., assignor to Underwood Typewriter Company, 
New York, N. Y., a corporation of Delaware 

1,206,113. Calculating Machine Hubert Hopkins, St. Louis, 
Mo., assignor to Moon-Hopkins Billing Machine Company, St. 
Louis, Mo., a corporation 

1,206,125. Envelope. John Milutin, Alta Loma, Texas. 

1,206,270. Totalizer-Controlling Mechanism for Calculating 
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Machines. Otto Thieme, St. Louis, Mo., assignor to Moon- 
Hopkins Billing Machine Company, St. Louis, Mo., a corpora- 
tion of Missouri 

1,206,271. Paper Support for Writing Machines. Otto Thieme, 

St. Louis, Mo., assignor to Moon-Hopkins Billing Machine 

Company, St. Louis, Mo., a corporation of Missouri x 
1,206,351. Envelope. Charles L. Meyers, Jersey City, N. J. 
1,206,442. Filing Envelope Franklin H. Johnson, Aurora, IIL, 

assignor to Lyon Metallic Manufacturing Company, Aurora, 

Ill., a corporation of Illinois 
1,206,460. Machine for Sharpening Pencils Louis Myers, 

Brooklyn, N. Y., assignor to the Traut & Hine Manufacturing 

Company, New Britain, Corn., a corporation of Connecticut. 

1,230,094. Typewriting Machin: Edwin E. Barney, Ilion, N 
Y., assignor to Remington Typewriter Company, Ilion, N. Y 
a corporation of New York 

1,230,149. Writing Implement or Device. William C. Geer, Ak- 
ron, Ohio 

1,230,154. Envelope. Walter F. Hammell, Chicago, Il, assignor 
by mesne assignments, to Neostyle Envelope Company, Chi- 
cago, Ill., a corporation of Illinois 

1,230,241. Printing Mechanism for Cash Registers Edward J 
Von Pein, Dayton, Ohio, assignor to The National Cash Reg- 
ister Company, Dayton, Ohio, a corporation f Ohio (ineorp 
in 1906). 

1,230,295. Platen for Typewriters. Lynn J. Harrington, Phila- 
delphia, Pa., assignor to L. C. Smith & Bros. Typewriter Com- 
pany, Syracuse, N. Y., a corporation of New Yor 

1,230,312. Releasing Penholder. Olaf Mathison, Crookston, Mint 

1,230,391. Self-inking Hand Stamp. Harry S. Folger and Torey 
Ross, Chicago, Il 

1,230,474, Calculator. Robert F. Gamble, Shelby, Miss 

1,230,517. Typewriting Machine. Lyman R. Roberts, Rutherford, 
N J., assignor to Underwood Typewrit Company, New 
York, N. Y., a corporation of Delaware. 

1,230,589. Pencil and Penholder. Joseph J. MacNorius, Kenosha, 
Wis. 

1,230,721. Illuminated Pencil Eduardo V. Kelly, Vedado, Ha- 
bana, Cuba 

1,230,761. Attachment for Pencils and Fenholders Alfred C 
Newman, Fargo, N. DD 


1,230,783. Stencil Stamp David Edgar Rice Br klyn, N. Y. 
1,230,861. Cashier's Registering Machine. Fred M. Carroll, Day- 
ton, Onio, assignor to The National Cash Register Company, 


Dayton, Ohio, a corporation 
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No. 1,299,081—Exnvelope; patented June 5, 1917, by Peter Albert No. 1,231,504—Hand stamp: patented June 2¢ 17, by William 
James Dennev of Malone, N. Y., assignor one-half to Wil- 





Hoffman of Hastings, Minn. 

No. 1,230,296—Platen for typewriters; patented June 19, 1917, 
by Lynn J. Harrington of Philadelphia, Pa., assignor to L. 
Cc. Smith & Bros. Typewriter Company of Syracuse, N. Y 

No. 1,231,256—Fountain pen; patented June 26, 1917, by Monroe 
E. Heilebrun of New Fork, N. Y., assignor to Gem Fountain 
Pen Corporation of New York. 

No. 1,231,023—Penholder; patented June 26, 1917, by Harry W. 
Henry of Yonkers, N. Y 


iard E. Boyer of Malone, N. Y 
No. 1,230,721—Illuminated pencil: patented June 19, 1917, by 
Ecuardo V. Kelly of Vedado, Habana, Cuba 
No. 1,230,312—Reieasing penholder; patented June 19, 1917, by 
Olaf Mathison of Crookston, Minn 
No. 1,229,880—Paper feeding device fi typewriting machines a 
patented June 12, 1917, by Jay FP. Burks and Charles M 
Young of Helena, Ark F 
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CORPORATE POCKET NOTARY 


$50 


STEEL STAMPS 


1 


SEY CHECKS 


SEALS 





RUBBER STAMPS 








We 
Manufacture 


SEALS, 
STENCILS, 
BADGES, 


Nao Rubber = Stoel 
» STAMPS, 


METAL CHECKS 
POCKET COINS 
BRASS SIGNS 


STENCILS 
FOR SALE 
MEYER & WENTHE 


“S58. x SCARBORA SE 


aseo. re nem 


MEYER & WENTHE 
STORE: 108 DEARBORN ST. PHI AP) 


FACTORY: 2440 30 3. JEFFERSOR ST. 















BADGES 
































TYPEWRITER 


Tyre 


The 
been waiting for just this thing. 


Typewriter Industry has 


stock for all ma- 
roof! 


1—A complete 
chines, under one 

2—Perfect Type, accurate in 
motion, stems and slots 

3—Fair prices based on 
tity by a sliding scale! 


quan- 


4—An extensive illustrated type 


catalog showing all regulars 
and specials! 
We peg taken over the entire 
ile of the product of the New 
Veeck heed Works, the larg- 
est manufacturers of type- 
writer type the world, who 


were pioneers in the industry. 


This means an investment of 
approximately $15,000 

We ask the Typewriter Dealer 
to support us in this under- 


aad 
taking. 





BOSTON F* 
Mass., U. S. A. 


79 Queen St., 
LONDON, E. € 
















index Cards 
Guide Cards 
Manifold Paper 
F olders 


TYPEWRITER 
PAPERS 


100 Different 
Lines 





Let's get ae 
quainied -Wriie 


29 Beekman Street 
WEW YORK CITY » 


ELSINORE PAPER CO., 











Ghe Sruax 


SYRACUSE, NEW YORK 


South Warren and Harrison Streets 


A Hotel of Refinement 
Discriminating Guests 


throughout. 
En- 
indi- 


ynstruction 
outside room 
distinctive 


Fireproof r 
Every room an 
tire equipment of 
viduality. 

Rooms without bath, $1.00 and upward, 
Kooms with private bath, $1.50 upward, 














Trademarks and Copyrights 


Difficult and rejected cases specially solic- 
ited. No misleading inducements made to 
secure business. Over 30 years’ active prac- 





tice. Experienced, personal, conscientious 
service. rite for terms. Book free. Address 
Specialty:—Typewriting and Adding Machines 


Address E. G. SIGGERS 


Suite 33 N. U. Bidg., Washington, D. C. 
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“FAULTLESS’”’ 
Pen and Pencil Clips 


GUARANTEED 





Made in three sizes—Pencil, Medium and Large 


Pen sizes. Mounted three dozen on a card in any 
assortment desired 

Finished in Ebony black, which is new and ex- 
ceedingly durable. Heavy bright nickel Electro 
gold plate. For neatness and practicability this 
clip has no equal 
L. D. VAN VALKENBURG, Manufacturer 

HOLYOKE, MASS., U.S. A. 


PAPA PDLLP PPL 








Multigraphs, Adding Machines 
Office Devices at half price 
and less 
Treove <0. 8.4. 4 


other metals. Ord 
per half pint bottle 7& 


mgt Seog 


Black Enamel 
ry or an 


ig ach 
a trial ‘bot ttle 





today. Pri 


pewriters, adding machines, 


duplicating machines, 


We are rebuild reoft 
time clocks tanhor 


new and second hand office furniture and safes. 
We enjoy facilities which enable us to make 


low prices. The goods are cheap in price only 


Write for price list today. 
It will save you money. 


Chicago Safe & Merchandise Co. 
73 and 75 West Lake St., Chicago 
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THE RECORD OF 


TRINER 
SCALES 


7 service, sul ste antiates every 
laim we have n » for their su 
riority. There is cp reason 


their extensive sale. 


or 


1 in Triner Scales 


mf yed 


1 those used in all 





GEM POSTAL SCALE 


Capacity, | pound by 4 Ounces. 
IDEAL POSTAL SCALE 
Capacity, 2 pounds by 4 Ounces. 
SUPERIOR POSTAL SCALE 
Capacity, 4 pounds by 44 Ounces. 


Order Through Your Jobber 


Triner Scale & Mfg. Co. 


2714 W. 2st St., esi Ill. 
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“CLIMAX”? 


Square-Top 


PAPER CLIPS 


@ 








ou using “CLI- 

Square-Top 
r Clips? If not 
us send you sam- 
will con- 


Are ¥y 
MAX” 


\ Pape 
let 
=—=—it t 
Pat. Dec.12,,16 ples. They 


vince you that the “CLIMAX” 
 oquare -Top is by far the best 


all-purpose per chip. 


Prices be will satisfy you 
that besi¢ being the Best, 
they are also the Most Eco- 
nomical 

Send us your next order. It 


prompt and 


careful attention. 
Prices F. O. B. Buffalo 


Packed 10,000 to the Box 
..15 c per 1,000 
c per 1,000 


10.000 


50,000 10 


100.000 - 5a per 1,000 
500,000 . . 8c per 1,000 
1,000,000 . . - 7$c per 1,000 
Packed 1,000 to the Box 

10,000 ....17 c per 1,000 
50,000 12 c per 1,000 
100.000 10}c per 1,000 
500,000 10 c per 1,000 
1,000,000 .. Ibe per 1,000 


Buffalo Automatic Mfg. Co. 


460 Washington St. BUFFALO, N. Y. 
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| Dear 
SOLID CARD CABINETS 


PLAIN OAK 
QUARTER SAWED OAK 
BIRCH MAHOGANY 

No. 531 FOR CARDS 


DEALERS! 
New Catalog and July First Price 
List Ready. Did You Get a Copy? 
Send Today 


| lmperial [Methods Co 


Manufacturers of 


FILING CABINETS — FILING SUPPLIES 
No. 532 312-14-16 West Madison Street, Chicago, Ill. 
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WANT ADVERTISEMENTS 


HELP WANTED 


S ALESMEN WANTED—Leeal and treveling, for Transo (trans- 
~ 


parent face) cayeenas every business house a possible cus- 


tomer; exclusive gency given; commission basis; prefer men 
now sellme office supplies or labor-saving devices Transo 


Envelope Co., Chicago 





FRICKE BQUIPMENT SALESMAN wanted to sell fifty dollar 
office appliance as a side line. Liberal commissio1 Golding 
Manufacturing Company, Franklin, Mass 





\NTED—A man of experience in loose leaf manufacturing 

business to manage and promote large established loose 
leaf business in western city of 150,000 No money required 
Good salary and possible share of profits to right mar \ddress 
with reference, C-12, Office Appliances, Chicago 





ANTED—Buyer and manager for mail order stationery de- 

partment of large bank and commercial supply house in 
middle west Cataloging experience essential State age, ex 
perience and salary expected \ddress Y-%, care Office \ppli- 
ances, Chicas 





GPECI ALTY SALESMEN—Manufacturing corporation § selling 
“ to retail dealers only will add to sales force high-grade, ex- 
perienced men for western territory, to start August 1 Liberal 
compensation. Splendid opportunity and permanent employment 
for hard working, ambitious men. Give full record, which will 
be held confidential. Address P-13, care Office Appliances, Chi- 
caro 





NE OF CHICAGO'S best stationery stores wants two voung 

men who have had some stationery experience Every op 
portunity offered for advancement \ddress L-11, care Office 
\ppliances, Chicago. 





| hy L-KNOWN commercial stationery concern located in a 
‘ity in the Southern Mississippi Valley needs a young man 
who has had a year or two of commercial stationery experience. 
An excellent opportunity for advancement in a large business 
It is sure to improve during the next few months \ddress 
1-17, care Office Appliances, Chicago 








FOR SALE 
Mt! JTIGRAEHS for $100 that cost $300 Also $600 Multi- 
graph for $280 Guaranteed two years Rare bargains 


Russell Ernest Baum, Philadelphia Bourse, Philadelphia 





For SALE—Typewriters, all makes \ large stock always 
on hand, Call when in New York and select your own ma- 
chines. Special prices to those who will act as our agents 
‘Phone 3426 Bedford \ I Bean, 561 Gates Ave., Brook- 
a. me = 





FoR SALE—Check protectors \ couple of Todd “Protecto- 
graphs"; latest model ‘‘K."" Fine as new Price $10.00 cash 
On approval anywhere in U. S. R. N. Payne, Marietta 


Ohio 


FOr SALE—One dozen Sccor Typewriters, Seri No 


2ood condition, having been used only for S]} ind short 
demonstrations Make cash offer for lot f Topeka Hall 
Lithographing Co., Topeka, Kar 
M! LTIGRAPHS, dictanhcenes, addressogray dictating ma 
chines, mimeographs, like new, sent on a r il (Gjuaral 
teed for one veal! Price ne 1440 South earbo! Stree 


Chicago 


Fol SALE—Old established ook and con 


nerci it ery 

business in a city of 5,000 population in central New York 

Twenty-seven vyeai n this locatior Attrac ve proposition 
\ddress Commercial, care (Office \ppliances ‘*hicago 


AGENTS WANTEI 





H{ OHASHI & CO, 1 Leonard Street, N York, leadin 
* manufacturers, wish to secure good representation every 
where throughout the world for their Typewriter Ribbons 
Carbon VFaper and Japanese Copying Books, et Best am 


standard in these lines 


AGENTS or dealers to sell high grade carbon paper and 
writer ribbons Write for particulars ‘ 
Street, Rochester, N Y 


\GENCIES WANTED 








ARIS business man with efficient organizati« esire ex 

clusive agencies for France and its Coloni« for first-clas 
office specialties, such as typewriters, duplicators, ribbons, car 
bons, ete In a position to produce results for American man 
ufacturers Address G-14, care Office \ppliances Chicago 

SUCCESSFUL specialty salesman is in position to 

dle one or two more meritorious dev (‘ar sell the 
right article in big quantities Address X-1 care Office Ap 


pliances, Chicago 





for good office specialty 


UCCESSFUL salesman wants agency 
Located in Toronto Is in position to cover the stationery 
trade thoroughly Can give’ best of references Address 0-17 


care Office Appliances, Chicago 








The “Anco” Pen and Pencil Clip 





for prices 


High agar or price. Made in one piece of spring steel, ball point, heavily 
highly polished. Write 
The Ansonia Novelty Co., Ansonia, Conn 

















Nothing takes the jov out of life like mentally “COUNTING FIGURES ALL DAY LONG.” 


If it nythine in figures—Addition, Multiplication, Diviston, Subtraction 





a 0 it 


Let the 





Adding and Calculating Machine 


FELT & TARRANT MFG. CO., 1719 North Paulina St., Chicago, Illinois 











You Buy This Typewriter — But It Sells Itself 


pewritel 1 pers il rresponde e 1 than were 
emploved in business thirt vears ago Phat means irger demand for Port 
le Machines than we can ndle—at our limit of producing spe¢ When you 


table this demand has already sold it e demand g elsewhere if 
to buy—there’s no detain 1a it 


Dealers with exclusive Portable agen ! Impl lling in line 8 
ith this demand They are moving with the ma isiness re 
quirements—not against 1t—by taking advantage t 
) rtunity to profit bh. 






The Successor to the Pen and Pencil 


ere 1t 1s the Nat 


vaiting vour salesmen at 


Write Us NOW for Free Descriptive Matter. 


National Typewriter Department 
REX TYPEWRITER CO. 


EUROPEAN REPRESENTATIVE 
180 N. Wabash Ave. Chicago, Ill. Piero Castelli Della Vinca 
9 Via Revere, Milan, Italy 
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OVER 600,000 SOLD 
A 





EXCLUSIVELY ON THE TYPEWRITER FIRING LINE 


Every worker and machine—every department and corner—of our mammoth manutac 
turing plant is devoted exclusively to making the Famous Oliver Nine. Almost over night 
enormous new buildings have sprung up to meet the constantly increasing demand brought 





about by the sweeping price reduction under our new plan. \Ve are serving the great 
Army ot Oliver Users and Oliver Prospects with every ounce of our power and every 
brain-spark from the huge Oliver dvnamos. We are serving YOU. 


ee 


Every Success Has Its Reason: Here’s the Why of the Oliver’s Triumph 











The growth of the Oliver in twenty vears—the coming of the new and overwhelming 
.. demand which has started the new factories rising—is due to the tact that the 
\ Oliver must sell, and has sold, itself solely on merit. \\e revolutionized type 
. writer selling by cutting out the dead weight of “Traditional Price.” 


. 
\. The Old Way of selling typewriters scattered thousands of agents and sales 
”. ‘men broadcast—and the buyer “footed the bill.” [It was added to the cost 
“yn 4% = s Ot his machine. There were “trade-out™ schemes and subsidized “busi- 
; “on, Sy Tie ness colleges” and “blue sky” concessions. It cost you $51 additional 


“ace OKA *. per machine, as you will understand when you read our booklet, “The 
,* os ot *. High Cost of Typewriters.” 
: .®& “e, ‘ _ ; 
woe’ _ The New Way subtracts the $51 from $100 and leaves $49— 
, ay ‘ U. S. factory price—eliminating all this expense by selling 
“ey%, \ you direct. You are your own salesman: the $51 1s your 
P : ‘ | \. saving. Your economy. Our advantage is vour advan- 
‘ a, ‘stage by the simple, direct sales-plan— 


re FILL OUT AND MAIL THIS COUPON TODAY 





